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Car Production Passes 
6 Million as It Near: 
Lowest Rate of Year 


Chevrolet, Oldsmobile and Studebaker to Close Down 
For Model Changeover, Sending Output 
Below 100,000 Mark for Week 


By Martin L. Whitmyer 
Staff Writer 


— passing the six-mil- | 


lion mark, U. S. car production 
is expected to near the year’s low 
this week. Three manufacturers— 
Chevrolet, Oldsmobile and Stude- 
baker—will be entering their '56- 
model changeovers. 

The cessation of output activi- 
ties by three more makers, along 
with slow resumption of activities 
at Plymouth and Packard, com- 
plete idleness at Cadillac and 
only token assemblies at Nash 
and Hudson, may force produc- 
tion totals to drop below the 100,- 
000 - unit -a- week mark for the 
third time this year. 

Lowest output of the year was 
the 79,940 units turned out during 
the Labor Day week ended Sept. 10. 

Production last week totaled 
112,916, or about 10,000 units fewer 

than the previous week. Last week’s 
output was 110.6 per cent of AuTo- 


Mere Raises 
Prices but Offers 
New ‘Leader’ 


By Maynard M. Gordon 
News Editor 
| SPITE of price increases rang- 
ing from 2.3 to 5.4 percent, Mer- 
cury has nearly cut in half its price 
bulge over comparable Ford cars. 
Narrowing of the gap between 
Mercury and Ford was disclosed 
in an announcement last week 
that the suggested advertised-de- 
livered prices of ’56 Mercurys 
were $61 to $147.50 higher than 
corresponding ’55 listings. 
A net amount of $88.29—or 43.3 
percent—has been whittled between 





~ Ford and Mercury prices by the 


latter's introduction of a new 
“economy” two-door sedan, titled 
the Medalist. This car bears a price 
of $2,214, only $115.66 above the 56 
Ford Fairlane V-8 two-door sedan 
and $350 under the ’55 Mercury 
(Continued on Page 6, Col. 1) 





Top Cars 


New-car registrations for seven 


months, plus 32 states for 
August: 

1955 Pos. Make 1954 Pos. 
1—973,378 Chev. 865,207— 2 
2—950,972 Ford 865,275— 1 
3—475,198 Buick 326,736— 3 
4—426,674 Plymouth 266,045— 4 
5—366,499 Olds. 251,989— 5 
6—332,844 Pontiac  220,054— 6 
7—228,604 Mercury 186,905— 7 
8—179,802 Dodge 95,643— 8 
9—104,272 Chrysler 66,163—10 

10— 89,956 Cadillac 68,262— 9 
lli— 78,050 DeSoto 48,920—13 
12— 65,493 Stude. 59,849—11 
18— 61,129 Nash §4,242—12 
14— 33,599 Packard 26,718—14 
15— 30,008 Hudson 22,880—16 
16— 19,915 Lincoln 24,051—15 
1j— 4964 Willys 12,180—17 
18— 832 Kaiser §,914—18 
27,774 Mise. 16,985 
Total All Makes 
4,449,963 3,484,018 


Further details on Page 50. 








|compared with the 120.5 percent 


The Newspaper of the Industry 
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MOTIVE News’ three-year index, as 


compiled on the previous week’s 
production of 123,009 cars. 

The cutback last week also 
ruined the makers’ chances of at- 
taining their goal of 475,000 cars 
during the month. AUTOMOTIVE 
News’ estimates credit the industry 
with the assembly of 455,185 u 
during September, the lowest out- 
put month of 1955. 

+ * * 

AST week, however, did mark 

two new records for the auto 
industry. 

The makers completed the first 
nine months with an estimated 
5,986,235 assemblies, or nearly a 
million more cars than ever were 
produced in a nine-month period. 
Highest previous mark was the 
4,992,104 cars turned out during 
the first nine months of 1950. 

Saturday, Oct. 1, marked the pro- 
duction of the six millionth car of 
1955, earliest date in history for 
the reaching of that milestone. Its 
counterpart of the record year of 
1950 did not roll off the lines until 
Nov. 22, nearly six weeks behind 
this year’s pace. 

Two milestones also will be 
reached this week, one by Chrysler 
Corp. and the other by the industry 
as a whole. 

* -* x 

HRYSLER CORP. will roll its 
millionth car of the 1955 calen- 
dar year off its assembly lines on 
Wednesday, marking the first time 
since 1953 that the corporation has 
surpassed that mark in calendar- 

year output. 

The other milestone will be the 
production of the seven millionth 

(Continued on Page 61, Col. 3) 


DETROIT, OCTOBER 3, 1955 















Anderson Heads-Minnesota Dealers— 


C. Herbert Anderson (Cadillac-Oldsmobile), 
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of Virginia, Minn., seated right, 


succeeds W. R. Stephens jr. (Buick), Minneapolis, seated left, as president of the 
Minnesota Automobile Dealers Assn. Other newly-elected officers are, from left: R. C. 
Rinkel (Chevrolet), St. Paul, first vice-president; Leo Welle (Chrysler-Plymouth), Albany, 
second vice-president, and Mal Nichols (Dodge-Plymouth), Minneapolis, secretary. 


Not pictured is H. R. Conner (Ford), Bemidji, treasurer. 





Separate Clipper Franchise 
Planned by S-P in ’56 


By Pete Wemhoff 
Editor, Automotive News 


TICA, Mich. — Confident that a 
new full line of cars and trucks 
will make “1956 Studebaker-Pack- 
ard Corp.’s year 
to move up,’ 
President James 
J. Nance told a 
national press 
preview here last 
week that Stude- 


embarked on a 
program to ob- 
tain 20 percent 
more dealers. 
The Packard 


Camus &. Manes division will soon 


undertake a similar expansion, he| Studebaker and Clipper, as well as 
revealed to 500 newsmen at the a new line of increased-capacity 
He 


company’s proving grounds. 


baker already has | 


noted that nearly 1,000 smaller 


| Studebaker dealers have taken on 


the Packard franchise since last 
fall and that these dual setups 
account for 25 percent of Packard’s 
deliveries. 

It was learned that S-P is 
planning separate franchising of 
dealers on the Clipper models, 
with a separate sales manager 
and wholesale staff yet to be 
announced. It'll work something 
like this: In cities of 25,000 or 
over, two lines will be available 
to dealers (Studebaker-Clipper or 
Studebaker-Packard). In smaller 
towns, it is felt that each dealer 
should handle all three lines. 

The 1956 models — representing 
separate lines of cars for Packard, 


(Continued on Page 4, Col. 1) 


‘Output Steam Still Pushes Sales 


By Robert M. Lienert 
Associate Editor 


PRsLacntARy sales reports for 
September, reaching AUTOMOTIVE 
News last week, indicate that that 
month became the seventh in a row 
in which new-car registrations 
topped 600,000. 

More than a few industry ob- 
servers consider this phenomenal 
record with some misgivings, 
however. 

And they are not talking about 
dealer profits, which averaged 3.1 
percent of sales in the first half, 
including finance reserves. 

” * * 

IHERE have been several theo- 

ries advanced as to why sales 
soared so high this year—higher 
family incomes, an attractive prod- 
uct, easy credit, hard selling and 
slashed prices. 

Sources professing to be a bit 
uneasy over the retail perform- 
ance cite the fact that a lot of 
dealers sold a lot of cars because 
they had to. 

Roaring production lines all year 
long have spewed forth a torrent 
of cars that could have washed a 
lot of dealers out of business. 

“There’s an old factory saying; 
‘Never underestimate the power of 
a dealer to move cars,’” one indus- 
try observer said, adding: “A lot of 


production in the past nine months 
must have been based only on that 
idea—If we build ’em, somebody’s 
got to sell ’em.’” 
~ = * 

[mare support to the dealers 

who have hurled charges of 
“overproduction” all year are fig- 
ures which show that sales and 
production have been far out of 
what can be termed normal bal- 
ance. 

In the first nine months of this 
year, only three months — June, 
August and September — showed 
registrations exceeding produc- 
tion. They weren’t even close in 
the other six months. 

In 1954, which many dealers 
found ideal in regard to a sensible 
cleanup and a gradual tapering off 
of production through the summer, 
the situation was considerably dif- 
ferent. 


In the comparable first three) 
quarters of 1954—on a basis of| 


month-by-month totals—production 





Conventions 


Reports on state conventions of 


auto dealers: Colorado, Tennes- 
see, Page 3; North Dakota, Page 
2; Pennsylvania, Page 57. 








ran ahead of registrations only in 
the January-April period. In the 
five-month span, May through Sep- 
tember, each month’s registration 
total topped each month’s produc- 


tion mark by a healthy margin. 
* az x 


7 ratio of registrations to pro- 
duction has risen steadily all 
(Continued on Page 4, Col. 5) 
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New Union Drives 


Noted by Dealers 


In Six Localities 


But Eight Other Areas 
Report Little Actizity; 
Shops Likely Targets 


By Joseph M. Callahan 
Staff Writer 


A SPOT check of auto dealerships 
in a dozen areas by AUuToMo- 


TIveE News has revealed that labor 


activity hag been 
stepped up in six 
sectors and that 
there is little union 
activity in eight 


LABOR 
FRONT 


_ | other areas. 


Greater unionization is apparent 
in New York, Chicago, Buffalo, De- 
troit, Minnesota and Salem, Ore. 

Less labor activity was, reported 
by dealers in Dallas, Cleveland, 
Boston, Miami, Alabama, Phoenix; 
Ariz., Missouri, and Rhode Island. 

The survey showed that many 
dealers were alerted to the pos- 
sibility of union drives, particu- 
larly since the AFL Teamsters 
and the AFL Machinists have 
announced their $200,600 fund for 
organizing dealership personnel. 

In some cities there were reports 

that dealers had bettered the 

wages and working conditions of 
their employes in an effort to 
forestall unionization. 

On the basis of this survey and 


(Continued on Page 60, Col. 1) 





Double ‘Look’ for '56— 


The above picture shows the reversible 
seating to be introduced as part of the 


interior styling on Packard's 1956 time. ZA 


The seat and back cushions offer an in- 


terior of genuine leather or a gided— 


interior of brocade cloth. Front seats are 
raised several inches above the seat bot- 
toms. 


Inside Automotive News... . 


From the soft-pedalling of some dealers, you’d 


never know that automatic transmissions were 
a truck option. The profit potential of automatics 
is a Truck Section feature. Page 25. 


Used-car dealers on the way out? Ridiculous, 
says NIADA official. Page 18. 


Tire industry anticipates more records in 1956. 


Page 2. 


Automotive parts rebuilders look for increased 


business. Page 55. 


New-car and truck registrations and new-car prices, Page 50. 


Used-car auctions 


and prices, Pages 4, 44. Production by 
makes, Page 61. 
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Must Be Fair to All, N. D. Parley Told... 
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Dealer-Maker Controls Sifted 


FARGO, N. D. — Automobile 
lieensing laws must not be aimed 
at a particular segment of the in- 
dustry and must protect the public, 
George H. Benjamin, executive 
secretary, Arkansas Automobile 
Dealers Assn., told the North Da- 
kota Automobile Dealers Assn. con- 
vention here last week. 

To the question, “Should fac- 
tories be controlled?” his answer 
was: “No, not just factories, but 
the manufacturer needs some re- 
straint . . And also the retail 
automobile industry and... any 
laws must be so written that any 
control or licensing must result in 
the public’s interest and gain.” 

The convention elected M. K. 

Dallas as president. Other officers 
included Paul Ingwalson, vice- 
presidert, and W. C. Davis, NADA 
repres -ntative. George Dixon was 
renamed manager. 

New directors are Henry Hansen, 
Fred R. Frederickson, Bruce Theel, 
George Fitzpatrick, Gilbert Saxow- 
sky, Charles Whittey, R. M. Stoudt 
and Gay M. Hustad. 

Rowland F. Kirks, NADA legisla- 
tive counsel, told the dealers that 


Chrysler Agrees 
To Buy Supplier 
For $3 Million 


DETROIT. — Chrysler Corp. has 
agreed to purchase the plants, 
equipment and inventories of Uni- 
versal Products Co. and its wholly 
owned subsidiary, Formetal Co., it 
has been announced by L. L, Col- 

bert, Chrysler president. 
‘Purchase price is expected to be 
in excess of $3 million. The com- 
bined properties including build- 
ings with a total floor area of 300,000 
square feet on 14 acres of land. 

Colbert said that the physical 
transfer of the properties will be- 
come effective Oct. 31. Both com- 
panies said the completion of the 
transaction is contingent on ap- 
proval by Universal Products share- 
holders. 

Universal Products manufactures 
automotive drive shafts and their 
components, including universal 
joints, in Dearborn. In recent years, 
about 85 percent of its output has 
gone to Chrysler. Formetal Co. pro- 
duces stampings and forgings at 
its plant in Ecorse, Mich. 





Business 
Barometer 


Auto Production — 136,717 cars, 
trucks in week vs. 80,866 year before. 

Business Failures — 171 in week 
vs. 212 year ago. 

Department Store Sales—Up 4 
percent in week from year before. 

Freight Loadings—822,214 cars, 
up 110,986 cars from year ago. 

Gasoline Stocks — 152,165,000 
barrels, a decline of 2,172,000 in 
week. 

New-Car Sales — 4,449,963 in 
4955 to date vs. 3,484,018 year before. 

New - Truck Sales — 559,902 in 
1955 to date vs. 528,215 year earlier. 

Oil Stocks — 255,463,000 barrels, 
a decline of 182,000 barrels in week. 

Soft Coal Output — 9,975,000 
tons estimated vs. 8,055,000 tons year 
before. 

Steel Output — 96 percent of 
capacity estimated. vs. 96.1 percent 
week before. 

Used-Car Prices—$747 in Sep- 
tember vs. $769 in August. 

Wholesale Prices—111.4 percent 
of 1947-49 index, unchanged from 
week before. 
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Common Stocks 






















Sept. Sept. 1955 

28 21 High Low 
Am. Motors 9 9% 13% 8% 
Chrysler 964%, 95 99%, 66% 
GM 144%, 144%, 145% 89% 
Kaiser 3% 3% #5 2% 
S-P 10 10 15% 9 





52.78 52.42 














Average 


the NADA intended to go to Con- 
gress at its next session with legis- 
lation aimed at ending bootlegging. 

Dixon reviewed efforts in pro- 
moting state legislation and 
declared the association would 
continue to fight to retain the 
“right to work” law in North 
Dakota. 


Four resolutions were adopted, 
including one to recommend that 
dealers register cars and trucks 
only in the county the vehicles are 
sold in, and another to resist the 
factory practice of urging dealers 
to contract for level monthly orders 
the year around. 

Benjamin, whose state has a 
license law in effect, told the deal- 
ers that opponents to such legisla- 
tion have been quick to say that 
any such controls constitute re- 
straint of trade and therefore vio- 
late Federal statutes. 


“Proponents of licensing legis- 


lation,” he said, “can point to o the 


fact that everyt , every 
other profession i8 {i : 

bankers, ifisuranee agents, dod- 
tors, chiropractors, . morticians, 
beauticians—what 67%; 
He said that it must be borne in 


mind that ere is f e 
between “control oekwiatt 
restraint of j pointed 
out that a good licensing act plac- 
ing limitations on the retail auto 
industry as well as the factory rep- 
resentative can be in the public 
interest and will not be detrimental 
or raise the price of cars. 

“It will,” he declared, “prevent 
or stop uncontrolled advertising 
which is misleading, unethical and, 
in some cases, outright untrue.” 

He noted that no law would stand 
up in the courts that placed unfair 
restriction and control over the 
manufacturer alone. “These laws,” 
he said, “must cover both factory 
and their retail outlets and the 
public must be protected.” 

Benjamin said that in Arkansas 


c ~ * 





By U. S. Rubber .. . 





























under the new law there has not 

been a single instance where the 
Motor Vehicle Commission admin- 

istering the act has taken any 
action against any factory. 

But he told the dealers that the 
“implied threat of action” by the 
commission has stopped misleading 
advertising. 

“For instance,” he said, “in one 
town a night watchman was adver- 
tising $800 discounts on a popular- 
priced car. That was stopped by one 
call on the newspaper publisher 
and one letter from the commis- 
sion asking the watchman why he 
was not licensed to do business in 
the state of Arkansas.” 

Benjamin said there were numer- 
ous instances of such action in the 
southwest and that all disciplinary 
action had resulted in gain for the 
legitimate franchised dealer and the 
public who reads such ads and 
peets,to get exactly that kind of 

nt when they go to an estab- 


d , 
he dpaler. 


He shid that Arkansas dealers 
have been against government 


controlk, either state or federal. 
“They firm and dedicated to 
free enterprise and were out in 


front ong those .. . against 

gulation W and OPS controls. 
Yet today they are experiencing 
a change of heart.” 

Benjamin told the NDADA mem- 
bers of an auto dealer who had 
been in business in the Ozarks for 
over 30 years. “I never did like con- 
trols,” he told Benjamin. 

“I want to run my own business,” 
he continued. “On the other hand, 
we have reached a point where we 
don’t control anything anymore 
individually. If we must face the 
facts and admit to ourselves that 
we are at a place where we must 
have some form of controls, then 
let’s do it from within and control 
ourselves.” 





‘Safety’ Tire Unveiled 


By Maynard M. Gordon 
News Editor 

ANCASTER, Calif. — U. S. Rub- 

ber has underscored its opti- 
mism for continued record business 
in 1956 by development of a new 
tire designed to help prevent acci- 
dents. 

Full details of the “preventive- 
safety” tire will be revealed Thurs- 
day, Oct. 6. Newsmen got their first 
glimpse of the tire Friday at a 
national press preview at U. S. 
Rubber’s Lancaster tire testing 
grounds. 


The company’s confidence in 
the outlook for next year was ex- 
pressed by J. Chester Ray, tire 
division administrative chief, 
who pointed to the ballooning 
demand for tires from original- 
equipment and replacement 
sources. 


Green refuted rumors that 
smaller-diameter rims for new cars 
were near the volume-production 
stage. Fourteen and even 13-inch 
rims “are still in the development 
stage” and no large-scale produc- 
tion of tires for smaller rims has 
started, he explained. 


* * * 


S. RUBBER,” he said, “is 
* working closely with automo- 
tive manufacturers developing rims 
for these smaller rim diameters.” 

Market statistics clearly delineate 
the strength of the tire market in 
the face of increasing costs of 
crude rubber, Green declared. He 
declared tire prices to be “ex- 
tremely low in relationship to mile- 
age,” but served notice that a fur- 
ther increase may be in the offing 
because of recent material cost 
boosts. Tire prices already have 
gone up three times this year. 

Tubeless tires are enjoying a 

“tremendous rise in popularity” 
on the replacement market, the 
U. S. Rubber executive said. He 
estimated that the industrywide 
replacement market would be 30 
percent tubeless this year, com- 


“ 


pared to less than 2 percent be- 
fore last year. 

Although tubeless tires now are 
making up “practically” 100 per- 
cent of original-equipment car 
sales, the truck demand still is 
small, Green disclosed. He said, 
however, that U. S. Rubber plants 
are prepared to meet increasing 
truck demand as it arises. 

* x * 

(a also cited the two-fold 

increase in the appeal of white 
sidewall tires. Approximately 40 
percent of all tire output this year 
will be devoted to “whitewalls,” 
against 32.6 percent in 1954 and 
only 18.5 percent in 1952, he noted. 

The boom in white sidewalls has 
overshadowed U. S. Rubber’s intro- 
duction earlier this year of colored 
tires, a spokesman acknowledged. 

U. S. Rubber said its total out- 
lay this year for research and ex- 
Pansion will exceed $30 million— 
some of which is going for the 

tires to be installed on 1961 

models. 

U. S. Rubber’s Lancaster testing 
ground is a 640-acre tract on the 
edge of the Mojave desert, about 
75 miles from Los Angeles. 


Pilot Record-Breaking Dodge— 













Danny Eames and Betty Skelton examine the 1956 Dodge they helped pilot to @ 


host of new world speed and endurance 


track. Both are test drivers for Dodge. 
* 


Speed, 


records at the Bonneville Salt Flats (Utalf} 


Endurance Records 


Smashed by 1956 Dodge 


WENDOVER, Utah. 
Dodge broke all American and in- 
ternational performance and endur- 
ance records for American stock 
cars for every distance up to and 
including 31,224.03 miles during 14 
days of continuous operation at the 
Bonneville Salt Flats. 

The car seized a total of 306 rec- 
ords in the gruelling test performed 
under the direction of A. C. Pills- 
bury, regional director of the Amer- 
ican Automobile Assn. Contest 
Board. 

Pillsbury said that the mileage 
traveled set an alltime AAA record 
of 92.86 m.p.h. during the entire 14- 
day test, including refueling stops. 

“This performance brings back 
to America 27 world unlimited rec- 
ords, open to all foreign, sports and 
racing cars, and every international 
Class B record from 4,000 through 
31,225.03 miles,” Pillsbury reported. 

Immediately prior to the start of 
the endurance run, the stock car 
underwent speed tests on the 
straightaway course, establishing 24 
new breakaway records, including 
an AAA mark of 114.05 m.p.h. for 
the flying-start mile, and 79.55 
m.p.h. for the standing-start mile. 

Dodge’s chief test driver, Danny 


Phoenix Dealers 
Sign Bonds on 
Sunday Closings 


PHOENIX.—Sunday closings are 
the rule in Phoenix, with all new 
and used-car dealers having signed 
bonds agreeing to pay $500 for 
every violation of a pledge to do 
no Sunday business. 

Dealers report that sales have 
risen on Saturday and Monday and 
that they are selling more cars in 
six days than they formerly sold in 
seven. 

The Sunday-open policy had pre- 
vailed for some time among used- 
car dealers and the used-car de- 
partments of franchised dealer- 
ships: 

The. move for Sunday closings 
was initiated by the used-car 
dealers and agreed upon by new- 
car dealers. 
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car business in 


Case Histories 
Of an Auto Salesman 


AuTomotTiveE News is beginning next week a series 
of letters on the practical problems encountered in 
auto selling. Written by a veteran auto salesman, 
Bert Simons, who is active in today’s auto market, 
this series is designed as a stimulator to new 
dealers and salesmen and a refresher to the vet- 


The author began his auto sales career with Stern 
Brothers in New York City in the depths of the 
depression in 1933. He later operated his own used- 


ager for an auto maker and is at present assistant 
sales manager for a new-car dealer in Detroit. 

























Detroit, was merchandising man- 








— A 1956|Eames, piloted the new car in the 


speed run. Betty Skelton, holder of 
the women’s world speed record, 
served as one of the driving crew, 
as did Ak Miller, noted California 
hotrod pilot. Driving throughout 
the test was in three-hour shifts. 
The 306 new records chalked up 
in the current test are in addition 
to 196 AAA records originally es- 
tablished by Dodge for Class C 
stock cars in the tall of 1953. 


Plymouth Starts 
‘Sneak Previews’ 


In °56 Showings 


DETROIT. — Plymouth said last 
week that it was adapting the film 
industry’s idea of “sneak previews” 
to the unveiling of its 1956 line of 
new cars in 145 cities during the 
tirst half of this month. 

William J. Bird, sales vice-presi- 
dent, said that this is the first time 
in Plymouth history that this plan 
has been used. 

“We traditionally have previewed 
the new line of cars in Key ateas 
for ail of our dealers,” he said. 
“his year, in connection with these 
dealer showings, We are allowing 
specially invited guests of the deal- 
ers to view the cars.” 

Bird said intormation about 
prices, new equipment and tech- 
nical matters will not be available 
in detail at the special previews. 
He added that the previews will . 
not conflict with the Oct. 21 intro- i 
ductions in dealer showrooms and | 
guests will not be allowed to photo- 
graph the cars. 

In a separate announcement, Sales 
Manager William L. Martin said 
that more than 20,000 Plymouth 
salesmen are expected to attend 
product training meetings designed 
to acquaint them with every fea- 
ture of ’56 cars. 

The training course is being held 
in 400 cities throughout the coun- 
try, with Plymouth field representa- 
tives in charge of the sessions. Mar- 
tin said that the attendance at this 
year’s salesmen’s conferences repre- 
sents a 50 percent increase over 
last year’s total. 


AEA Schedules 
Regional Parleys 


DETROIT. — Key executives of 
the leading original equipment 
manufacturers of ignition and fuel 
systems and related products will 
attend the Automotive Electric 
Assn.’s two-day regional confer- 
ences beginning Oct. 24, in Los 
Angeles, Oct. 31, in Portland, Ore., 
and Nov. 10, in Kansas City. 

They will present new product 
developments and discuss current 
trends in the automotive service 
industry. In addition, they will hold 
individual and group conferences 
with their wholesale and service 
customers to discuss sales pro- 
grams and new service procedures. 













| pe new-model season, used- 
ear selling is too frequently 
relegated to the background. This 
department should not be neglected 
at any time. Most dealers consider 
it the basic part of their business 
and it has been said during the 
years, “As the used-car department 
goes, so goes the new-car depart- 
ment.” 

We never should take the atti- 
tude that used cars are some- 
thing wished on us. Attitudes are 
always important and it would 
be well to change our thinking if 
we already haven’t done so. 

Used cars present the opportunity 
for permanence and profit. In the 
first place, the management of the 
used-car department is entirely 
under the dealer’s control. This is 
where a good operator can cash in 
on his skills. 

We all realize that there are more 
than twice as many used-car buy- 
ers as new-car buyers and they buy 
with more frequency. So we should 
look at our used car department as 
a means of bestowing on used-car 
buyers all the blessings that come 
from the use of automobiles. 

~ * * 


Push Value, Not Price 


MONG used-car buyers are, of 

course, many people who can- 
not afford new cars but they should 
not be looked down upon. They are 
very substantial people. There also 
are a lot of used-car buyers with 
plenty of money who feel that a 


‘Car in Your Life’ 
To Be Featured 
At Buffalo Show 


BUFFALO.— The Buffalo Auto- 
mobile Dealers Assn. will focus the 
spotlight on “the car in your life” 
during this year’s auto show, Nov. 
26 to Dec. 3. 

Large panels will depict the role 
of the auto in everyday life. The 
show, to be called the “Auto-Rama,” 
will feature 125 American and 
foreign cars. 

Edward E. Tunmore is general 
chairman and Marjorie M. Baker 
will be show manager agein this 
year. 

Committeemen are: Advertising 
and publicity, Thomas C. Grisewood 
and Anthony J. LaMastra; admis- 
sions, Lawrence E. Read and Ed- 
ward D. Aschbacher; program, 
George C. Ostendorf and Paul B. 
Davis; entertainment, Percy J. 
Hunt sr. and Walter A. Arenz; 
decorations, Chester G. Daetsch 
and David E. Waite; allied exhibits, 
Martin J. Echtenkamp and Ervin 
J. Wolf, and special displays and 
concessions, Henry W. Cohn and 
John H. Erhart. 
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Dealers tell me 


By John 0. Munn 
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Tennessee Dealers Convene . . 


Industry Seen Losing 






At 
used car is a better inves. % t than 


a new car. 

Then, many used cars are sold 
to families who need a second 
car. These buyers aren’t price 
conscious unless by our advertis- 
ing we make them so. It is true 
that they are looking for values. 
Any good used-car is a real value. 

Recent surveys have proved that 
price, as a buying motive, is the 
fifth down the scale. 

So wouldn’t it be much better, 
when we advertise used cars, to 
emphasize value and the safety in 
buying from us rather than price 
or low payments? 

* * 


Fall Is Used-Car Time 


_— is a very active used-car 
season. Many, many used-car 
customers for years have changed 
models during the fall clean-out 
period. Dealers are trading more 
rapidly in new cars and they don’t 
like to carry the used cars over the 
year end. 

This fact is well known to many 
used-car prospects. So, why not 
take advantage of it instead of ad- 
vertising cleanouts or distressed 
merchandise or that you are all 
loaded up and must sell? 

It is obvious that your business 
is selling and you want to move 
merchandise so why not load your 
used-car advertising this fall with 
the reasons why prospects will 
profit by buying now? 

Here are some of those reasons. 
It always is more profitable to ap- 
proach the sale from the custom- 
er’s viewpoint rather than our own 
and I am sure you can find some 
ideas to use the customer’s view- 
point when you promote used cars. 

* = ” 


Used-Car Sales Tips 


EN new models are an- 

nounced, many owners change 
cars and this brings the greatest 
number of good used cars to the 
market in the fall. 


The greatest factor in deprecia- 
tion of a car is the introduction of 
new models. A used car bought now 
will depreciate only half as rapidly 
as cars bought in the spring. 

By buying a used car now, you 
will get 12 months use of it be- 
fore it’s another year old. 

You get a car that will stand the 
hazards of winter driving and be 
safe and comfortable. 

You'll save the repair and main- 
tenance expense on your present 
car. You and your family will en- 
joy safer driving and eliminate 
expensive accidents due to mechan- 
ical weakness of an older car. 

* x * 


Don’t Forget These Points 


youu have a car that is sure 
to run properly and economi- 
cally all through the cold weather. 

You'll have a car with tight doors 
and up-to-date ventilation to give 
you greater comfort and protection 
from dangerous drafts. 

By summer your car will be 
half paid for and you'll have 
more money for vacation trips. 

The modern finishes used the 
last few years have kept used cars 
looking new. 

Today, highways and streets are 
kept open for winter driving so you 
have plenty of opportunity to enjoy 
and use a good car now. 

Prices are lower in the fall be- 
cause dealers write off what it 
would cost to carry cars over until 
spring. 

Dealers sell twice as many used 
cars ag new ones and therefore 
cater to and satisfy the used-car 
customer. 

Used cars now are better than 
ever before. All cars built during 
the last several years are modern 
cars. 

Buy now before prices advance 
and save money. 





First Show Since ’3 


Set for Miviasndies 

MINNEAPOLIS. — (UTPS) — 
The upper midwest’s first auto- 
mobile show in 18 years will be 
held Jan. 6-14 in the Minneapolis 
auditorium. Dates of the show 
were announced by Max Winter, 
secretary and general manager of 
Minneapolis Attractions, Inc., 
sponsor of the show. 

The show will feature 1956 
models from 16 manufacturers as 
well as several “futuramic” auto- 
mobiles, Winter said. Max Kur- 
now has been named assistant 
general manager of Minneapolis 
Attractions to help with promo- 
tion of the show. 





Public Confidence — ~~ 


BILOXI, Miss.—In flaying “blitz 
advertising” before the convention 
of the Tennessee Automotive Assn. 
here last week, Frank H. Yarnall, 
NADA president, lit into both 
dealers who stoop to such tactics 
and to the media which carry such 
ads. 

The industry is rapidly losing 
the confidence of the public be- 
cause of sensational and false or 
misleading ads, he said, and news- 





Auto Show Plans in The Making— 


Phil Hall, president of Los Angeles Motor Car Dealers Assn., center, confers with 
Clarence Dixon, vice-president, left, and Dan R. Ashcraft, secretary, on schedule of 
entertainment for annual Los Angeles Automobile Show. The exposition will be held at 
the Pan-Pacific Auditorium, Dec. 1-11. 


Sell in Volume or Perish, 
Moock Tells Colo. Dealers 


COLORADO SPRINGS, Colo.—j dealer, District 11 vice-presidents; 


Volume selling must be undertaken 
by dealers to meet the gigantic pro- 
duction of manufacturers, Harry G. 
Moock, lecturer and former sales 
manager of Plymouth, told the 
Colorado Automobile Assn. conven- 
tion here last week. 

During the three-day session, 
dealers also heard Alan G. Rude, 
executive vice-president of Uni- 
versal C.1.T. Credit Corp. urge 
harder selling of “second” cars 
and time-sales contracts. 

In another talk, Heartsill Wilson, 
director of the Dodge Forum, de- 
clared that solid selling is a more 
important factor than it was before 
World War II. 

The dealers elected Reed C. Mil- 
ler, Grand Junction Ford dealer, as 
president, suceeding S. M. Marcus, 
Denver. 

Other officers named were Forest 
Knox, Loveland Chevrolet dealer, 
first vice-president; Jack W. Hyre 
jr.. Denver Dodge dealer, treasurer, 
and George Irvin jr., Denver Chev- 
rolet dealer, secretary. 

Vern C. McCallister, Del Norte 
Ford dealer, and James Paugh, 
Pueblo Dodge dealer, were named 
District 3 vice-presidents; Robert 
G. Stovall, Denver Ford dealer, and 
Harry Smoot, Denver Chrysler 


Court to Rehear 


Kuhl-Ford Suit 


MADISON, Wis.—The Wisconsin 
Supreme Court has granted a re- 
hearing to Kuhl Motor Co., Mil- 
waukee, in its suit against Ford. 

The firm had obtained a Circuit 
Court injunction restraining Ford 
from canceling its franchise, but 
the Supreme Court upset the ruling 
in a 4-3 decision. 

The rehearing has been set for 
Oct. 14. Arguments will be limited 
to whether state law shows a legis- 
lative intent to invalidate contracts 
in which auto manufacturers retain 
an unrestricted right to cancel 
franchises, and whether such a law 
would be unconstitutional. 


Al Will, Longmont Buick dealer, 
and Paul Wells, Greeley, Dodge 
dealer, District 2 vice-presidents, 
and L. J. Call, Glenwood Springs 
Ford dealer, and Homer Bash, 
Steamboat Springs~ Buick dealer, 
District 4 vice-presidents. 

Moock in his talk predicted 
that selling is going to become 
“more mechanical just as has 
selling in supermarkets for food.” 
“Each and every one of you must 
work out his own salvation,” he 
said. “What is meat and potatoes 
for one is poison for another.” 

He declared that less production 
would not solve the auto industry’s 
problems, asserting the only way it 
can move forward is through pro- 
duction. 

“Less production,” he said, “is 
just wishful thinking. We're all in 
to compete or sink into oblivion.” 


He said the three main manufac- 


turers of automobiles, who produce 
(Continued on Page 57, Col. 2) 





licensing board 
suspended three 


customer labor 









Wembhoff 


writing committee . 


they’re home, urging them to vote 


legislation . . 
meetings . 


Iowa association 


for 26 weeks to $50 for 39 weeks. 


On the House .. . 


NADA hopes to have its new eight-story office 
building ready for inspection by delegates at Janu- 
ary’s annual convention, but doesn’t expect to oc- 
cupy it until February or March. NADA offices will 
occupy about half of building . 


week for 90 days... 
Despite 9.5 percent rise in used-car sales during 
September, Chicago-area Ford dealers report 
inventories increased 4.1 percent. Repair orders, 


sizeable decreases . 


died the other day, was a long-time advocate of 
lower auto excises and was second-ranking member of House tax- 


NADA is urging its members to contact their congressmen, while 
anti- -phantom freight measure, territory security bill and highway 


. Ohio voters face an amazing proposal this fall; initiated 
bill would raise maximum unemployment benefits from $33 a week 


papers or radio and te 
stations which accept such busi- 
ness he described as “shirking 
their responsibility.” 

New officers elected by the con- 
vention include: R. L. Parnell (De- 
Soto-Plymouth), Nashville; secre- 
tary-treasurer, James H. Dowling 
(Chevrolet), Columbia; and vice- 
presidents, C. W. Bond (Ford), Ar- 
lington; Leroy Holmes (Ford), Lex- 
ington; Grady Spann (Chevrolet), 
Waverly; Jack Yeiser (Chevrolet), 
Waynesboro; Paul Lawrence, (Lin- 
coln-Mercury), Chattanooga; J. 
Lacy Myers (Chevrolet), Newport, 
and H. Garner Range jr. (Buick), 
Johnson City. 

A warning for the upcoming year 
was sounded by William C. Herbert, 
editor of the Southern Automotive 
Journal. 

“How much net profit is going 
to be realized next year when 
every factory expects to produce 
13 to 100 percent more than it 
did this year?” Herbert asked. 
“The chain grocery stores and 

the drug stores had their revolu- 
tions,” Herbert said. “They seem 
to be on a more even keel now. 
Factory executives say this present 
system of selling cars is a revolu- 
tion. Once you get the concept, 
they say, you are in for some real 
dough.” 

He said NADA and state associa- 
tions are possible sources for solu- 
tions to the selling problem and he 
called on dealers to “stick to- 
gether.” 

Fred A. Hartley jr., former U. S. 
Senator and co-author of the Taft- 
Hartley Act, told the dealers that 
unless state laws prohibiting com- 
pulsory unionism are protected, the 
CIO’s attempt to solidly organize 
the South will become effective 
within five years. 

Hartley told the dealers that 
unions are organizing salesmen in 
several northern cities. 

If “the spread of compulsory 
unionism” is not stopped, Hartley 
said, “it is my opinion that we 
will have a Labor-Socialist gov- 
ernment in this country within 
five to ten years.” 

Chester R. Pace, administrator of 
the dealer-manufacturer licensing 
law in Tennessee, told the assem- 
bly that his program is progressing 
rapidly and that he will have three 
inspectors in the field by next Jan- 
uary. 

Other speakers and their topics 
included: Joseph F. Leopold, man- 
agement and public relations coun- 
sel, Dallas, “Uncle Sam Must Get 
Out of Competitive Business;” 
Hayse Tucker, Tuscaloosa (Ala.) 
Ford dealer, “The Fundamentals in 
Our Business—What Is the Score 
Today,” and John H. Lander, presi- 
dent of the Georgia Automobile 
Dealers Assn., “Why a Profit.” 











. Ohio dealer 
is getting tough with violators; 
dealers and seven salesmen last 







volume and parts sales showed 
. . Rep. John Dingell, who 







favorably for anti-bootlegging bill, 







is starting a series of 12 district 








—Pete WemMuorr, Editor, 
Automotive News 
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As Studebaker-Packard Previews °56s .. . 


Separate Clipper Franchise Due 


(Continued from Page 1) 


powered, sports-type “Hawks;” a 


~ Studebaker trucks—climaxes a $100 series of sedan-type station wagons, 
million product development pro-| 4nd an increased-horsepower line 
gram, Nance said. The new models Of trucks for the %-ton to two-ton 
will be shown publicly in November.| commercial classes. 
* 


* * 


2. Clipper cars, covering the med- 


NANCE expects the auto industry’s ium price field in sedans and hard- 
1956 auto sales to be “at least as' tops with a line of deluxe and cus- 


big as in 1955,” in view of the out-|tom models. 


Packard nameplate 


look for a strong national economy| dropped from this line. All will 
and notwithstanding the reaction to| have torsion bar suspension and 


President Eisenhower’s illness. He 
declined to discuss horsepower or 
prices on the new models but said 
they would be “competitive.” 

It was learned at the preview 
that the new Packard V-8 en- 
gine will have a 10 to 1 compression 
ratio, indicating that horsepower 
will be the highest in the industry, 
probably 310. Previous high an- 


nounced thus far for 1956 is Cadil- 
lac’s Eldorado brougham, with a 
compression ratio of 9.75 to one and 
horsepower of 305. On 1955 models, 
Packard offered 275 horsepower. 
Since the 1956-model price trend 





Finned Brake Drum— 


One of the safety features offered by 
Studebaker is the finned brake drum to 
be used on the brakes of its ‘56 President 
models and Golden Hawk sports cars. In 
providing increased surface area and 
greater air circulation, these fins are said 
to contain a consistent cooling effective- 
ness on the drums and lining, resulting in 
greater resistance to heat “fading’’ and 
higher braking efficiency. | 


thus far has been up, it was as- 
sumed that S-P’s tags would also 
rise. 

He made no prediction on S-P’s 
sales goal for 1956, except to say 
that “we'll sell all we can.” 

The corporation’s first lines of 
cars since the merger last year will 
comprise: 

1.V-8 and six-cylinder Stude- 
baker cars, which bear little resem- 
blance to 1955 models, are bigger 
and more powerful; a line of high- 





more powerful V-8 engines. 

3. Packards, covering the upper 
price bracket of sedans, hardtops 
and a custom convertible and hard- 
top in the $6,500 price class. All 
models will have increased power 
and torsion bar suspension systems. 

x * od 


LL lines will “incorporate the 

greatest number of safety fea- 
tures and innovations available in 
the industry,” Nance said. 

Also offered will be advance- 
ments in mechanical and comfort 
features. Studebaker cars, despite 
bigness and increased power, will 
retain their role as economy 
leaders, Nancy said. 

Nance emphasized “that this is 
a ‘growth’ company. Our basic 
objective from the start has been 
to build in the direction of the 
proven success formula of the 
postwar automobile era—the full- 
line company.” 

He said the firm’s industria] de- 
velopment program was making 
satisfactory progress, with Pack- 
ard’s new engine and body plants 
“proving out” in volume production, 
and the program to achieve compe- 
titive costs in the South Bend 
Studebaker plants well under way. 

Although not disclosing mechani- 
cal details, he said the luxury line 
will have at least two advance- 
ments that will be “automotive 
firsts,’ comparable to the torsion 
bar susperision system pioneered on 
the 1955 Packard. 

* x * 
| per wranigr vba among a list of 
safety features in the Stude- 
baker-Packard lines are: 

The new Packard non-slip differ- 
ential hailed by Nance as one of 
the most important advancements 
in car control in the postwar era. 

Safety door latches on all models 
of all lines. Electric door locks by 
which driver can simultaneously 
lock all four doors with a push 
button under instrument panel. 

Further development of safety- 
engineered low centers of gravity. 

Push-button electrical trans - 
mission controls (on Packards 
and Clippers only). 

New safety-finned brakes, in 
which cooling capacity is greatly 
increased and fading is resisted. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale 


Sept. 28 
(One of our best sales, Sold over 

78 percent of 200 cars entered.) 

BUICK—’55 Super 4-dr., $2,375*. ‘54 

., $1,700* (ps); Century 

$1,650*. ‘53 Special Riviera 

$1,060, $1,050, $1,020; RM 

4-dr., $1,080*. ‘52 Super Riviera 

$810*; 4-dr., $610*; Special 

., $665*, $625*; RM 4-dr., $590*. 

‘51 RM Riviera coupe, $575*. '50 
Special 4-dr., $225. 

CADELLAC—’50 (62) 4-dr., $900*. 

CHEVROLET—’54 Bel Air coupe, §$1,- 
235*. ‘53 Two-ten station wagon, 
$910; Sport coupe, $790, $765*; 4-dr., 
$810, $760, $750, $720; 2-dr., $760, 
$740; One-fifty 2-dr., $590, $475. ’52 
SL Deluxe 2-dr., $480. "51 SL Deluxe 
2-dr., $440, $430, $350, $320; SL 
Special 4-dr., $335; 2-dr., $315. 

CHRYSLER—’54 NY 4-dr., $1,400*. '53 
NY 4-dr., $950*. '52 Windsor 4-dr., 
$625*, $585*; conv., $350*. '51 Wind- 
sor 4-dr., $360*. 

DeSOTO — ‘52 Fire Dome (8) 4-dr., 
$440*. ‘51 4-dr., $435, $335; Sport 
coupe, $415*. 

DODGE—'55 Coronet (8) 4-dr., $1,575. 
*54 Coronet coupe, $1,000. ’53 Coro- 
net (8) 4-dr., $805*, $600; Coronet 
(6) 4-dr., $510. '52 2-dr., $300, $290. 
’51 club coupe, $360, $335. 

FORD—’54 Main (8) Ranch Wagon, 
$1,275"; Custom (8) 4-dr., $1,125, 
$1,000; club coupe, $990; 2-dr., $975; 
Main (6) 2-dr., $850. ‘53 Crest (8) 
Victoria, $950, $940; station wagon, 
$1,100*; club coupe, $900*; 4-dr.. 
$885; ¢onv., $710; Custom (8) 4-dr., 
$800, $750*; Custom (6) 4-dr., $810; 
2-dr., $710, $700, $635; Main (8) 
Ranch Wagon, $925*; 4-dr., $725; 





every Wednesday.) 


Main (6) Business coupe, $500. 
Crest (8). Victoria, $800*; Custom 
(8) 4-dr., $680, $660*, $550, $540; 
2-dr., $655; Main (6) 2-dr., $570, 
$525. °51 Custom (8) Victoria, $525*; 
Custom (8) 4-dr., $415*; 2-dr., $300, 
$240; Deluxe (6) 2-dr., $410, $295, 
$235. °50 Custom (6) club coupe, 
$300, $285, $130. 
HUDSON—’51 2-dr., $235. 
LINCOLN — ’54 Capri 4-dr., 
(ps). ’51 club coupe, $470. 
MERCURY—’55 Monterey Sport coupe, 
$2,075*. °54 Custom Sport coupe, 
$1,510. °'53 Monterey Sport coupe, 
$1,210*; 4-dr., $990; 2-dr., $840. ‘52 
Monterey 4-dr., $700, $700*; Custom 
4-dr., $690. °51 club coupe, $480*, 
$375.* 
NASH—’53 4-dr., $745, $725, $610. '52 
4-dr., $525, $300. 
OLDSMOBILE—’54 (98) Holiday, $2,- 
190* (ps). °53 (98) Holiday, $1,355*; 
$1,200* (ps). ‘52 
"51 (98) 4-dr., 
$425°. 


"52 


$1,910° 


(88) 4-dr., 
conv., $880*. 
$450°; (88) 4-dr., 
4-dr., $205*; 2-dr., $210. 

PACKARD—’53 conv., $1,000*. 

PLYMOUTH — '54 Belvedere 
coupe, $1,160*; 4-dr., $1,030; 
coupe, $865; Two-ten 2-dr., 

‘53 Cranbrook station wagon, 
4-dr., $605, 2 at $585, $575, 
2-dr., $525; club coupe, $615, $5: 
‘52 Cambridge station wagon, : 
Cranbrook 4-dr.. $475. ’51 Cranbrook 
4-dr., $360, $315. 

PONTIAC — '54 Chieftain (8) 4-dr., 
$1,200* (ps). '53 Chieftain (8) 4-dr., 
$890°, $860; 2-dr.. $875*, $810. $775*, 
$765*. °52 Chieftain (8) Catalina, 
$785°*; 4-dr., $610*, 2 at $575*: 2-dr., 
$630°,. °51 Silver Streak (8) Cata- 
lina, $225. 


*Indicates automatic transmission or everdrive and (ps), power steering. 


Other Auction Reports are on Pages 44, 46, 47, 48, 49 





outlined new steps which will be 


the plan will be to cover an ever 
widening area with each line. The 


medium-price market coverage, and 


Studebaker with its President and 
new sports lines will increase its 


Clipper, with its own styling and 





___ AUTOMOTIVE NEWS, OCTOBER 3, 1955 





Safety rim wheels, first stand- 
ardized with tubeless tires by 
Packard. 

Crash-tested seat belts and 
padding on rear of front seats. 

“Safety-eye” speedometers de- 
veloped by Studebaker. 

In terming 1956 Studebaker- 
Packard’s “year to move,” Nance 


taken following substantial prog- 
ress made this year: 

Market coverage—In building a 
full-line manufacturing company, 





Clipper series will give broader * Pe 










coverage at the top end of the low- 
price field. 
* os 


. 
RODUCT — Studebaker will 
be larger inside and outside. 









performance ahead of its medium 
price class, will be given strong 
identification with this field, having 
its own individual place among the 
corporation’s line. Packard, with 
conservative styling changes, will 
continue to be pushed as a luxury, 
prestige car. 

Facilities — An aggressive pro- 
gram of modernization of facilities 
geared to increased Studebaker 
volumes which can reasonably be 
expected, is “in the works.” The 
Nance program since 1952 already 
has given Packard facilities that 
rank among the most modern in 
the industry. 

Operational Costs — “We are 
rapidly approaching a period when 
for the first time since World 
War II our costs in all our plants 
will be competitive with the rest 
of the industry,” Nance said. Im- 
portant savings already have 
been made in production costs 
with more efficient procedures 
and installation of new work 
standards at South Bend, and 
further steps to integrate certain 


parce 
be ie 








By W. C. Lockwood 
Staff Writer 

DETROIT. — The 1955 cleanup 
is running into the lure of the 56 
in competition for the consumer’s 
cash, and current advertising re- 
flects the resulting indecisive state 
of mind of many prospective buyers. 

On one hand they see ads such 
as “let’s take a walk around the 
new '56 Ford” spread across two 
full pages of display space and 
“new ’56 Dodge shatters every 
record in the book.” 

Then the buyer’s attention is 
brought back to the ’55 in such ads 
as those used by Buick in its na- 
tionwide Buick Sales Circus. In 
Detroit last week prospects were 
told that “you crack the whip.” 

“Regardless of profit,” the ad 
continued, “we’re out to make 

September the sellingest month 
in history ... come in and save 

+. Save... save.” 
™| At the bottom of the page were 

listed 22 Detroit area dealers, in- 
cluding the factory branch store on 
Cass Ave. 

Those who would like to buy a 
car and are torn between the bar- 
gain appeal of the ’55 and the glit- 
tering newness of the ’56 are the 
obvious targets of those dealers 
who are still in the midst of the 

cleanup. 
a| Jerry McCarthy Chevrolet in De- 
™|troit is using the high price re- 
minder to tilt the mental scales in 
favor of the ’55. It told the public 
via television that ’56s introduced 
to date (Fords, Lincoln and Mer- 
curys) were more expensive. 

Then it added an extra induce- 
ment by offering the $1,579 priced 
car with a radio and heater tossed 
in free. 

Nash advertising is pinned on 
“three out of four families can be 
two-car families” and offers up to 
$1,000 in a “special Nash two-car 
family discount savings plan.” 

Three different plans were adver- 
tised. Plan “A” was: Trade your 
present car on two new Nash cars. 
Spread the balance over 30 con- 
venient payments. 

Plan “B”: Buy two cars at ter- 
riffic savings. Bring your wife, 
daughter, brother or cousin—any 
two in your family can save up to 
$1,000. 

Plan “C”: Keep your present 
car. Pay nothing down. Drive out 
a new Nash of your choice. 

At the bottom of the ad was 
listed 14 Detroit area dealers. 

In Cincinnati, Sycamore Motors, 
Inc. (Dodge-Plymouth) used a full 
page newspaper advertisement to 
offer “factory installed power 
equipment (steering, brakes, win- 
dows and seats) on all Dodges in 
stock absolutely free.” Sycamore 
also offered “18 demonstrators and 
official cars, save $1,000.” 

Some dealers around the country 
are resisting the blitz-type adver- 
tising. One, Yanson Chevrolet Co., 
Chicago Heights, Ill., bought a full- 
page ad and printed “here are 
some facts about buying an auto- 
mobile.” 

Eight points were listed. The 

first was: “No auto dealer (or 
























For Maximum Visibility— 


The “Cy-Clops” speedometer, mounted 
on top of the instrument panel in front of 
the steering wheel, is one of the safety 
features to be found on Studebaker's ‘56 
models. It has large numbers which ap- 
pear so that the driver can instantly read 
only the numbers showing the rate of 
speed. The numbers are green from 0 to 
40 m.p.h., and red above 40 


manufacturing operations will be 
taken during 1956. 
> x 


* 

NAxcs revealed that Studebak- 

er’s present capacity is 350,000 
units per year, while Packard is 
geared for 120,000 Packards and 
Clippers annually. He said Packard 
and Clipper output schedules call 
for 10,000 units in the final quarter 
of this year, in ratio to one Pack- 
ard to two Clippers. 

Studebaker is late in changeover, 
so the fourth quarter’s schedule is 
not set, he said. 

The Studebaker “Golden Hawk” 
attracted considerable attention 
at the preview. The sports-type 
car was driven over the 2%-mile 
test track by Bill Holland, former 
500-mile race winner, at an aver- 
age of 113 miles per hour in a 
drizzle. The car hit 123 m.p.h. in 
the straightaway. 

Another preview attraction were 
the reversible sofa-type seats in the 
Packard convertible, providing 
leather on one side and fabric on 
the other. 

Studebaker’s new trucks feature 
greater load capacities, two-tone 
colors and deluxe cab equipment. 

The 12-volt electrical system is 
standard on all of the corporation’s 
1956 cars and trucks. 


































And Cloud Cleanup tg 


06s Sing Siren Song 
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Electrical Pushbutton Driving System— 


Packard models for 1956 will offer an electrically-activated pushbutton automatic 
transmission. The system's console control, above, is located on the steering column 
for easy accessibility. Safety features prevent the starting of the car when the “park” 
pushbutton is activated and the ignition key is removed. It cannot be disengaged 
without opening the ignition circuit with the ignition key. 





any merchant) gives anything 
away.” Prospective buyers also 
were warned against “ballyhoo 
such as ‘will you take’ or ‘save 
$1,000. ” 

Buyers were told to “pay a legiti- 
mate price—get what you pay for. 
Yanson Chevrolet pledges to sell 
you a car at a fair competitive 
price ... and to care for your car 
as long as you own it.” 

Another, Harry Sandager, Inc. 
(Ford), Cranston, R. L, told the 
public “we're not forced to do any- 
thing, but we are clearing the decks 
for the new 1956 Fords which are 
coming soon. 

“You don’t have to take a trip 
around the world in a mink coat 
with a refrigerator under your 
arm to save money at Sandager’s. 
No... we're not forced to abdi- 
cate nor vacate .. .” 

Elsewhere, the cleanup advertis- 
ing looked like this: 

Cuicaco: Del Mar Lincoln-Mer- 
cury (formerly Motherwell) brought 
“deal-o-rama to Chicago” it offered 
120 ’55 Mercurys which “must be 
sold in 120 hours before our 1956s 
arrive next week. 

“Our salesmen,” the ad con- 
tinued, “are restricted to the 
premises 24 hours a day—eating, 


sleeping in our offiees and sales- 
(Continued on Page 7, Col. 5) 


Production Steam 
Still Superheats 
Massive Sales 


(Continued from Page 1) 


this year (as is the historic pat- 
tern) but it has never approached 
the favorable percentages of 1954. 
Here is a rundown of the first nine 
months of this year, using cumula- 





tive figures: 
New-Car New-Car Percent- 
Produc- Registra- age 
tion tions Ratio 
659,705 440,024 66.70 
-1,335,425 916,278 68.61 
2,129,593 1,552,735 72.91 
..-2,883,683 2,180,371 75.61 
..3,607,396 2,840,532 78.74 
4,256,849 3,519,629 82.68 
uly 4,916,660 4,165,020 84.71 
5,531,050 4,843,100* 87.56* 
September ....5,996,050* 5,443,100* 90.78* 
* Estimates 


For purposes of comparison, here 
are the figures for the same period 
of last year: 









New-Car New-Car Percent- 

Produc- Registra- age 

tion tions Ratio 

January ...... 456,766 340,788 74.61 
February ... 899,960 710,380 78.93 
March .......... 1,425,942 1,191,021 83.53 
...1,959,400 1,699,123 86.72 

May ..2,453,660 2,220,081 89.67 
dune .. 2,958,676 2,816,800 95.20 
duly .. ,400,153 3,291,116 96.79 
August ........3,836,799 3,731,428 97.25 
September ....4,112,560 4,139,272 100.65* 


* Made possible by fact that dealers had 
cars in stock as of Jan. 1. 

The 1955 ratio doubtless will 
climb further in October, because 
production will be cut by change- 
Overs and because sales show 
signs of continuing at a good clip. 

Schedules for the final quarter, 
however, have been pegged at 
extra-high levels by most makers, 
and there is every indication that 
production again will far outdis- 
tance registrations. 
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PLYMOUTH'S 
UNUSED MILEAGE 
WANTED HERE! 


Used car prospects want a car that will last... they’re after unused mileage. 
That’s why successful used car dealers can sell used Plymouths faster with less effort. 


There’s more unused mileage in Plymouth than in other makes. Here’s why: 


PART-BY-PART COMPARISON* PROVES 
PLYMOUTH ENGINEERING LEADS LOWEST-PRICE FIELD Plymouth No. 1 Taxi! There are more Plymouths used 
Plymouth as taxicabs than all other makes combined! Impressive 


evidence of low upkeep, top stamina. 
Resistor-type Spark Plugs 
Exhaust Valve Seat Inserts Supreme as ‘‘Second Car’’ More and more motorists 
Chain-type Camshaft Drive 
Oilite Fuel Filter 
Floating Oil Intake 
Rotor-type Oil Pump and the used Plymouth will cost a lot less to own. 
Oil Bath Air Cleaner 
Safety-Rim Wheels 
2-cylinder Front Brakes BEST BUY NEW...BEST BUY USED! 
Independent Parking Brake 
Electric Windshield Wipers 


Oriflow Shock Absorbers P LY MI oO U T H Nee? 
bes 7 


are making that “second car” a used Plymouth . . . discover- 
ing it can even outlast the newer “other make” they drive, 


Widest, Most Rigid Frame 
Cowl Ventilator 
Baked-enamel Finish 


a ce ee ee ee ee ee nee ee eh 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this year, Most of these Plymouth engineering advantages apply in other model years as well. 
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Mercury Raises Prices on ’56s 


(Continued from Page 1) 


Custom two-door sedan, the former 


price leader. 
* * * 


eourr's old price leader 
now is $95.50 higher than the 
Medalist as the result of a $93 price 
boost. The ’55 price bulge between 
Mercury and Ford ranged upward 
from $203.95. 

Mercury’s smallest increase 
amounted to $61 on the Montclair 
four-door sport sedan, or 2.3 per- 
cent. The largest boost affected the 
Montclair convertible, which rase 
$147.50, or 5.4 percent. 

By comparison, suggested ad- 
vertised - delivered prices of °56 
Ford cars exceed their ’55 coun- 
terparts by 2.34 to 6.54 percent, 
or $49.12 to $105.06. The Fairlane 
Victoria hardtop was raised the 

least percentage-wise, and Main- 
line cars the most. 

Mercury also announced an $80 
price reduction on air-conditioning 
—to a list price of $470; a $25 cut 
on power steering—to $75, and a 
$2.50 slice on power brakes—to $35. 
Merc-O-Matic transmission remains 

$189.45. 

Mercury’s action in pricing its 
lowest-priced line closer to Ford 
recalls Lincoln’s antithetical move 
last month. Lincoln pulled farther 
away from Mercury by discontinu- 
ing its Custom line. 

* *~ * 

IHERE now exists a spread of 

$1,340 between the Lincoln Capri 
hardtop coupe and the same model 
in the highest- priced Mercury 
Montclair series. The '55 margin of 
Lincoln over Mercury began at 
$1,035. Automatic transmission and 
power steering are standard equip- 
ment on Lincoln and optional on 
Mercury, however. ’ 

Suggested advertised - delivered 
prices of ’56 Mercury cars, includ- 
ing Federal excise taxes and the 
$385 dealer delivery and handling 
charge, are as follows: 

Custom — 4-dr. sed., $2,370, up 
$93.50; Medalist 2-dr., sed., $2,214; 
2-dr. sed., $2,310.50, up $93; hardtop 
cpe., $2,445, up $104; 6-pass. stat. 
wag., $2,682; 8-pass. stat. wag., $2,- 
779, up $93.50. Monterey—4-dr., sed., 
$2,515, up $115; 4-dr. spt. sed., $2,- 
611.50; hardtop cpe., $2,590, up 
$125.50; 8-pass. stat. wag., $2,937, up 
$93.50. Montclair—4-dr. spt. sed., 
$2,746, up $61; hardtop cpe., $2,724.50, 
up $93.50; conv., $2,859.50, up $147.50. 

Dropped from the Mercury line 
for ’56 was the transparent-topped 
Montclair Sun Valley coupe. 

In connection with the price an- 
nouncement, Mercury General Man- 
ager F. C. Reith said that Mercury 
dealers had an alltime record stock- 
pile of 56 cars for their public in- 
troduction last Thursday. 

Reith explained that a new pro- 
duction start-up system in Mercury 
plants had enabled shipment of 


16,000 new models to the field prior | 


to announcement day. 
o * * 
7S spotlight of new-car pricing 
will switch to Chrysler Corp. 
this week with press and dealer 
unveiling of the 56 Dodge cars. 


Although newspapers and maga- | 


zines will carry details of the new 
Continental Mark-II Wednesday, 
Oct. 5, no price data are expected 
until the long-awaited cars appear 


on showroom floors Oct. 21. 
a - * 


Reuther Demands Quiz 


Of Auto Price Boosts 


By Joseph M. Callahan 
Staff Writer 

ETROIT.—Walter Reuther, CIO 
and UAW president, said last 
week that his union is determined 
to get a congressional investigation 

of car prices. 
“The auto, steel and agricuitural 
industry price increases are not 


justified by the recent settle- | 


ments,” he said. “We don’t think 
we can make progress at the 
expense of the American con- 
sumer.” 

Speaking with the same assurance 
he used last year in referring to 
the guaranteed annual wage, 
Reuther said, “We are determ!ned 
to get such an investigation.” 

r n + 
ALTHOUGH noting that only 
Ford’s 1956 prices had been 
announced, Reuther said he ex- 





pected the increases to be general| the automotive suppliers and other 


in the industry and added: 

“The Ford increases are abso- 
lutely unjustified. All increases are 
unjustified. Ford’s profits are almost 
as great as GM’s. 

“GM could absorb the wage 
increases and still be in a position 
to make its highest profits in 
history. We will keep pressing for 
this investigation. We feel confi- 
dent that somehow we will get it.” 

In maintaining that prices are 
climbing faster than wages, Reuther 
said he was taking into considera- 
tion the wage increases granted by 


Dealers Name Zellner 


HAMILTON, O. — The Hamilton 
Automobile Dealers Assn. has been 
reorganized with Earl Zellner suc- 
ceeding Gus Motzer as president. 
Edward Larkin was named vice- 
president, and Donald L. Mitchell, 
secretary. 


direct and indirect cost increases. 
+ * + 

ASB what the UAW intended 

doing to bring about the price 
inquiry, he said, “There is nothing 
we can do but try to mobilize pub- 
lic opinion. We want the facts to 
mobilize public opinion.” 

Reuther said several Congres- 
sional committees could handle 
the investigation, including Sena- 
tor Paul Douglas’ Joint Commit- 
tee on the Economic Report and 
the Judiciary subcommittee 
headed by Rep. Emanuel Celler. 


Last week the UAW gave an 
example of how it is attempting 
to “mobilize public opinion” by ask- 
ing Ezra Benson, secretary of Agri- 
culture to join with the union in 
“pressing for a congressional in- 
quiry into wages, prices and profits 
in steel, automobile and farm equip- 
ment industries so that farmers and 
consumers generally can fix the 
moral and economic responsibility 


where it belongs for the higher 
prices that are being imposed upon 
the American consumer.” 

a * * 

HE occasion for the union’s pro- 

posal to Benson was a speech in 
which the secretary told the Farm 
Equipment Institute in New Or- 
leans that farmers will find it 
extremely difficult to take an in- 
crease in farm machinery prices 
and that most manufacturers can 
justify their price increases on the 
basis of wage increases. 

Reuther was questioned about 
his dire predictions last spring 
that great unemployment would 
result this fall because of the 
breakneck production in the early 
months of 1955. 

He replied, “Well, there’s still a 
tendency to plan a disproportionate 
percentage of the cars for the first 
six months of each year. 

“We are basing our prediction on 
their prediction of a six-million-car 
year. But the market has held up 
so well that the impact (of the 
early heavy output) was not felt.” 

* * * 

EUTHER continued, “There’s no 

reason why we can’t sustain 
high-level auto production. The 
American public could use in excess 





of eight million cars a year. 

“The answer isn’t in the needs. 
The answer is in the purchasing 
power.” 

Reuther said many people are 
a little disturbed about the auto 
inventories because they’re a little 
high. He added that “they could 
cause some trouble.” 

In a brief reference to the 
recently won supplemental unem- 
ployment benefits plan, he com- 
mented, “When we finish with the 
GAW, the people will really see 
what we're trying to do.” 

In a rare burst of nonpartisan- 
ship, Reuther declared, “President 
Eisenhower’s illness is most tragic 
to America and to the whole free 
world. 

“No one else can begin to pick up 
the threads of personal contact he 
began to weave in Geneva. I think 
Geneva marked a turning point in 
the whole tactics of the Kremlin, 
even though the Soviets have not 
abandoned their goal of world dom- 
ination.” 





Jantzen Chevrolet Opens 


Gene Jantzen Chevrolet Co. is 
the newest Chevrolet dealershin in 
St. Louis. with salesrooms at 5434 
Natural Bridge Ave. 





Out of This New and Exclusive 


The World’ 


s Most Modern Tire 
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Record Attendance at DeSoto Preview— 
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Dealer-Maker Curbs Analyzed re 


Licensing Legislation 
Sifted at N. D. Parley 


(Continued from Page 2) 





WASHINGTON. — A small-town 
Chevrolet dealer has protested to 
the Senate subcommittee on auto 
marketing practices that NADA’s 
drive for territorial security will 
“destroy dealers located in small 
towns.” 

Writing from a small Missis- 
sippi town, this dealer, who 
signed his name but asked that 
it not be used, declared: 

“In accordance with your inquiry 
of Sept. 1, with reference to the 
wishes of automobile dealers of 
“territory security,” I wish to give 
the following information. 


“Territory security will wreck 
and destroy dealers located in 


DeSoto’s Detroit dealer-press-civic preview of the 1956 line attracted an all-time small towns. 


record attendance when 2,500-plus, cued by advance reports of considerable change, 


“Approximately 80 percent of 


tract or less. I do not think a 
single member of the NADA 
board of directors has a 200-car 
contract or less. So, you can see 
the small dealers have practically 
no representation on the board of 
directors. 

“So, the wishes of the board do 
not reflect the wishes of the major- 
ity of the dealers. The board would 
destroy the small automobile deal- 
ers for its personal and selfish 
greed. To re-invoke territory se- 
curity would be one more step 
toward the destruction of free busi- 
ness enterprise and is not the 
American way of life. 


“This country was hewn from 
the forest into the world’s greatest 
country, through freedom and com- 
petition. 


CS 7 


a factory, he should be privileged 
to sell that car anywhere he can, 
under any terms and conditions 
he and the purchaser might agree 
on, without interference from the 
factory, the government or any- 
one else. 

“The dealers in metropolitan 
areas would like to legislate them- 
selves into prosperity at the ex- 
pense of the smal] dealer, and the 
buying public, all of which is con- 
trary to our present antitrust laws 
and all of which is contrary to free- 
dom of trade, freedom of competi- 
tion, and the basic fundamental 
principles and practices that have 
caused our country to excel all 
others. 

“This is not a complicated ques- 
tion. It is easy to understand. It is 
simply an application of what is 
right and what is wrong. A child 
can understand it. 


“The small dealers have dis- 
cussed this with me and are pre- 
vailing with you, as one in power 
and authority; not to do us any 
special favor, but to help protect 
our businesses and investments, 
which we feel sure you feel the 
duty and responsibility or other- 
wise you would not have written 





showed up for the luncheon-show at Detroit's Artillery Armory. Ted Bath, Detroit} our dealers are located in small 
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regional manager, and Art Neilsen, general sales manager, presided. 


towns, and have a 200-car con- 








Precision-Bladed Mold Comes 


--- Bipestone 


De Luxe Champion Tubeless 
STANDARD EQUIPMENT ON 1956 CARS 


OU get tomorrow’s advanced style, tomorrow’s 

greater safety, tomorrow’s improved silence and 
tomorrow’s longer mileage when you put new Firestone 
De Luxe Champion Tubeless Tires on your car, because 
this tire of tomorrow is completely new in concept 
as well as in design and construction. It is the only 
non-premium tire on the market today that was created 
and built from tread to bead as a tubeless tire, not 
merely as an adaptation of a conventional tire with 
tube. And America’s greatest automobile manufacturers 
have adopted it to match the other safety features of 
their 1956 models. 


A completely new concept in tread design was 
necessary to meet the needs of increasingly higher- 
powered cars. Squealing on turns and hum and whine 
on the road had to be designed out of this tread. At the 
same time, it had to give superior traction, the ultimate 
in non-skid safety, and mileage better than tires former- 
ly used on lower-powered cars. Firestone created the 
exclusive new Silent-Ride Safety-Grip Tread, and ex- 
perimental models proved it to be the answer to the 
tire-manufacturer’s dreams. 


Precision-Bladed Tire Mold Is 
Exclusive Firestone Development 


Some of America’s greatest and most experienced 
makers of tire molds told us this tread pattern was so 
intricate that it would be impossible to build a mold 
which would reproduce this tread design. However, the 
performance of this tread was so superior that Firestone 


production technicians refused to take “no” for an 
answer. They tackled the problem themselves, and 
improved the art of precision casting which made pos- 
sible a mold that reproduces the Silent-Ride Safety-Grip 
Tread with pin-point accuracy. 


New Factory Built to Make 
Safety-Tensioned Gum-Dipped Cord Body 


A new and different kind of cord body had to be 
made through which no air could escape. A whole new 
factory had to be built, which is occupied by just one 
huge machine, to make the exclusive Safety-Tensioned 
Gum-Dipped Tire Cord for Firestone Tubeless Tires. 
This process has proved so successful that Firestone also 
has adopted it for use in its premium-priced tires. 


A wholly new type of bead had to be invented to 
form an air-tight seal with the wheel. Firestone research 
men solved that problem by designing a bead so strong 
and fitted to the rim with such safety precision that 
it cannot be distorted even under the most severe 
driving conditions. 


Backed by Firestone’s 55 years of leadership in 
experience and know-how, the new Firestone De Luxe 
Champion Tubeless Tire is the world’s most modern 
tire. You can puta set of them on your present car with- 
out changing wheels or rims and at the same price as a 
conventional tire and tube. Or, when you buy a new car, 
you can specify that you want it delivered equipped 
with Firestone De Luxe Champion Tubeless Tires. 


YOUR FIRESTONE DEALER OR STORE GUARANTEES SATISFACTION 


Whenever you buy tires, be sure to 


buy them from a Firestone Dealer or 
Store. There you will find experienced 
men whose business is tires, tire experts 


who know how to mount tires correctly; 
make permanent, precision repairs 
when necessary and help you get out 
of your tires all of the safety and mileage 


Enjoy the Voice of Firestone on radio or television every Monday evening over ABC 


that Firestone builds into them. When 
you need tire service, get expert tire 
service at your nearby Firestone Dealer 
or Store. 





Copyright 1955, The Firestone Tire & Rubber Co, 


“When a dealer buys a car from | the letter. 


“There is a movement to organ- 
ize an association for the small 
dealers which seems to be neces- 
sary, since our present association 
|}seems to be concerned only with 
| the interest of the larger dealers.” 


Siren’s Call of ’56s 
Adds to Dealers’ 
Cleanup Woes 


(Continued from Page 4) 


rooms in order to insure prompt 
five-minute delivery, any hour of 
| the day or night.” 

| Kansas Crry: Van Chevrolet ad- 
vertised new ’55 cars “at fleet prices 
. .. limit two cars per family... 
our salesmen will be busy .. . pick 
out your car and stand by it... 
you may be asked to wash your 
own car... guarantee and service 
. . . free one-year membership in 
National Auto Club with each car 
sold.” 

ALBUQUERQUE, N. M.: Darwin Bu- 
ick used newspaper certificates 
which were good for down pay- 
ments up to $500. Darwin had been 
advertising that it would double the 
NADA list price on any tradein. 

SprINGFIELD, ILu.: Springfield Mo- 
tors, Inc., announced in huge type 
that “factory help is extended” in 
making available more 1955 Mer- 
curys. The same ad told the public 
“the new ’56 Lincoln is here.” 

Capital City Motors had “good 
news for Ford buyers ... we 
sold out everything ... we have 
just been informed that we have 
been allocated 32 more ’55 cars 
from the factory.” 

West SgaTrLte, WAsH.: Westside 
Ford, Inc., said it had 67 ’55 cars 
which must be sold and that it 
would not “turn down one cent 
profit.” 

Vancouver, WasuH.: Two dealers 
McCoy Auto Co. (Pontiac-Cadil- 
lac) and Corder Motors (Oldsmo- 
bile) aimed at neighboring Ore- 
gonians in Portland with the slogan 
“no sales tax to Oregon buyers.” 


‘Mickle to Receive 


SAE Safety Award 


NEW YORK. — D. Grant Mickle, 
| director of the traffic engineering 
| division of the Automotive Safety 
Foundation, will receive the Society 
| of Automotive Engineers’ Beecroft 
| Memorial Award and present the 
| 1955 Beecroft Lecture Oct. 17 dur- 
ing the National Safety Congress 
in Chicago. 

Mickle has a national] reputation 
in the traffic engineering field, 
having served as advisor or director 
for traffic surveys in a number of 
states and cities. From 1940 to 1943 
he was Detroit’s traffic engineer. 
Previous to that he organized the 
traffic and safety division of the 
Michigan State Highway Depart- 
ment and served as its first director. 

J. N. Bauman, Beecroft Award 
| committee chairman, will present 
the award in recognition of Mickle’s 
“substantial contributions to the 
safety of traffic involving motor 
vehicles” which he has made over 
|!@ period of years. 











Sales record set as Ford and 


team up in New Orleans 


They came in droves and drove away Fords 


Pearce Ford, Inc., the newest authorized Ford dealership in the New 
Orleans area, was looking for an idea that would really put the agency on 
the map. 

They wanted to build prestige as well as sales volume. So they decided 

to sponsor a LIFE tie-in promotion. 

What happened is now a matter of record. Mr. E. William Pearce, owner 

of Pearce Ford, Inc., sums up: 

“Our LIFE promotion was extremely effective and created a great deal of 
interest. Showroom traffic was way up, and sales for the period of the pro- 
motion were very good. There is no doubt, the LIFE promotion spurred us to 
our largest sales month since we opened for business in September, 1954.”’ 


Dramatic burst display featuring giant LIFE cover proved LIFE was everywhere! Apart from using LIFE to promote Ford, Pearce expanded the 
promotion to include other LIFE-advertised products. ‘These included many after-market 


products such as: Ford Parts and Service, Goodyear Tires and Tubes, Quaker State Motor 
Oil, Champion Spark Plugs, Havoline Motor Oil and General Nygen Tubeless Tires. 


a real traffic stopper and lured unprecedented numbers into 
the showroom. The LIFE display materials complemented 
the smartly modern decor of the interior. 








a en ee eS 
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All hands on deck! They came in droves and drove away Fords. That’s the 
kind of business that kept Pearce sales personnel hopping throughout the 
LIFE promotion. Reproductions of Ford ads in LIFE and blown-up LIFE covers 
helped create a prestige identification for the new agency. 











This 3-way sales combination will sell more cars for you! 


If you really want to move cars, feature these three in your ad- 
vertising and showroom displays: (1) The name of your dealer- 
ship, (2) the make of LIFE-advertised car you sell, (3) material 
showing that the car is advertised in LIFE, 

Individually, each is a strong selling force. Promoted together, 


they can build extra business for you! 


MORE NEW CAR BUYERS READ LIFE 
THAN ANY OTHER WEEKLY MAGAZINE 





E39 9 Rockefeller Plaza, 


New York 20, N. Y. 
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AUTOMOTIVE WASHINGTON 
Here’s Capital Slant 


On Transport Plan 


By William Ullman 

Washington Correspondent 

HE final witness at the recent House Interstate Com- 
merce subcommittee hearings on a proposed new Federal 
transportation policy was Chester C. Thompson, president 
of American Waterways Operators, Inc. 


Thompson, like the truckers and others before him, 


assailed the proposed polic 
as unsound, unrealistie and 
against the public interest. 
Under it, he declared, as did most 
of the previous witnesses, the rail- 
way lines could ax competitors with 
rate slashes. 

Thompson, a former congress- 
man from Illinois, told the commit- 
tee he had reliable information 
about how thé proposal developed. 

Late in 1953 or early in 1954, he 
said, representatives of the rail- 
roads approached the Administra- 





tion 





William Uliman 





“at the highest level” and 


urged that some- 
thing be done 
quickly about the 
“railroad prob- 
lem.” 

Later — on July 
12, 1954, Thomp- 
son said, Presi- 
dent Eisenhower 
named the com- 
mittee which 
made recommen- 
dation to Con- 


All You Need 
Is Two... 


Philadelphia 
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Sylvia Devter, whlece informed column on financial matters is a 
best-read feature of the new DAILY NEWS, chats with Keith 
Funston, president of the New York Stock Exchange. 


NEW YORK: William A. Maher 


415 Lexington Ave. 
Murray Hill 2-9197 


CHICAGO: J. J. Twomey 


333 N. Michigan Ave. 


Andover 3-5270 






gress as “The Presidential Advisory | gress, through the subcommittee, to 


Committee on Transport Policy and 
Organization.” 


Members were Secretary of Com- 
merce Sinclair Weeks, Secretary of 
Defense Charles Wilson and Arthur 
Flemming, director of the Office of 
Defense Mobilization. Weeks was 
appointed chairman, with the Sec- 
retary of the Treasury, Postmaster 
General, Secretary of Agriculture 
and director of the Bureau of the 
Budget as participants. 

The committee made its report 
to Congress, on the basis of which 
legislation was introduced in both 
Senate and House to carry out the 
recommendations. 

Into this situation stepped the 
House subcommittee with the 
idea of asking Weeks, Wilson, 
and Flemming what they were 
driving at in the report, but not 
to go into a hearing on the bills 
introduced. 

The House inquiry subcommittee 
was headed by Rep. Oren Harris, 
Arkansas Democrat. 

* * + 


Rails Seek Rate Power 
EKS, Wilson and Flemming, 
representing the Administra- 
tion, were the first witnesses. 
The Administration asked Con- 


give the nation’s railroads sweep- 
ing power to cut their freight rates 
to meet the competition of truck 
lines. 

This was necessary, the spokes- 
men said, in order to put the rail- 
roads on an equal footing with 
other modes of transport, to keep 
the railroads strong as a defense 
asset and to give the public the 
benefit of lowest possible rates. 


The Administration also asked 
that railroads be permitted to 
apply direct to the Interstate 
Commerce Commission to cancel 
unprofitable passenger lines, even 
when state or local authorities 
object. 

The trucking industry charges 
that the whole thing is a plot to put 
the trucking industry out of busi- 
ness—after which the rails will jack 
their rates back up again. 

In a word, so to speak, the pro- 
posal would take rate regulatory 
powers away from the ICC and let 
the carriers—rail, highway, and 
water—go to it on a competitive 
basis. 

* * * 


President Favors Plan 


tere the hearing, President 
Eisenhower had given his bless- 








And One Has 


To Be Us 


With just 3 dailies wrapping up this lush 
market, Philadelphia has long been a terrific 
newspaper buy. If you can afford all three, 
you’re in the best possible shape. But for 
sharp economy, all you really need is two... 
and one of them has to be the DAILY NEWS. 


. Our sparkling tabloid 
blankets a market of its 
own. DAILY NEWS-land is a 
tight little island of more 
than 180,000 prosperous 
families (many with two 
and even three paychecks). 


Supreme visibility plus 
reader loyalty—that’s why 
your ads pay off like magic 
in the DAILY NEWS. 

And because we pay 
off for you, the paILy 
NEWS is making amazing 
gains . . . more than 


They read our paper be- | 980,000 lines* gained in 
cause they admire our free- oe 8 months of 


swinging editorials, our 
bright features and crisp 
news coverage. And they 
SEE your ads in our 
sprightly pages, we couldn’t 
bury you if we tried. 


Newspapers will do a 
great job for you in Phila- 
delphia. But all you really 
need is two. One of them 
has to be the new DAILY 
NEWS. 





DAILY “NEWS 


Philadelphia’s Picture Newspaper 





DETROIT: Charles J. Sheppard 
1061 Penobscot Bidg. 
Woedward 2-3080 


*Total Daily Advertising— 
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ing to the Weeks-Wilson-Flemming 
plan by calling it “brilliant” and 
declaring his approval of the basic 
principles. 

Wilson presented only a brief 
statement. He said the military 
feels strongly that the nation’s rail- 
roads should be encouraged to build 
up an excess of capacity which 
could be put to use in time of war. 

Flemming gave the subcommit- 

tee a measure of calm reassur- 
ance. All that was intended, he 
said, was to place greater reliance 
on competition rather than on 
regulations. 

“No revolution in transport would 
occur, no form of transportation 
would be forced out of business, 
nor would anybody obtain monop- 
oly power,” he said. 

James F.. Pinkney, general coun- 
sel of the American Trucking 
Assns., predicted “chaos” in regu- 
lations would result if present pol- 
icy were changed as suggested by 
the President’s committee. The pro- 
posals, he said, “would substitute 
Government - fostered price-war 
competition among freight haulers 
for a policy of keeping freight 
rates equal and stable.” 

* * * 


Congress May Kill Plea 


oo proposals will encounter 
such a long and tortuous trip in 
Congress next session that they 
may never reach a legislative des- 
tination. That prediction was made 
by House subcommittee members. 
Several members of the subcom- 
mittee, including Chairman Harris, 
are admittedly confused by the 
meaning, or uncertain about the 
possible effect, of several suggested 
changes in the Interstate Com- 
merce Commission’s power in fix- 
ing rates. 

Informed sources believe the 
real fight in Congress will involve 
more than the specific recom- 
mendations to limit ICC power 
or revise various transportation 
system practices. It will center, 
it is believed, on basic questions 
of governmental principles and 
economic policy. 

Opponents of the general state- 
ment of national transportation 
policy, as proposed by the Weeks 
committee, charge that it amounts 
to a drastic “rewriting’ of the 
present regulatory objective. 

This revision, they contend, 
would substitute the idea of “dy- 
namic competition” in place of rea- 
sonable Federal regulation designed 
to safeguard all segments of the 
transportation industry as well as 
small business and the public. 


ODM Drops Aluminum Aid 


E Office of Defense Mobiliza- 

tion last week cut off Federal 
assistance for expansion of the alu- 
minum industry and rejected a 
steel industry proposal for resum- 
ing Government financing for new 
iron and steel mills. 

ODM Director Arthur Flemming 
declared that facilities now planned 
or under construction would suffice 
to meet the nation’s needs in any 
full mobilization. 

On the other hand, it is re- 
ported that Government metal 
officials are worried about the 
tight outlook for all basic metals. 
Diversions of stockpile shipments 
are being ordered at frequent in- 
tervals to meet civilian needs. 

At present, both military and 
civilian need for nickel is heavy 
and unless there is some loosening 
of the situation, it is possible that 
the Government might reimpose 
allocation, inventory and one-use 
controls. 

Administration officials say, how- 
ever, that this would occur only in 
event of “widespread public clamor 
for such action,” and this is not 
anticipated. 

Meanwhile, it may interest you 
to know that ODM hag removed 
hog bristles from its list of stra- 
tegic and critical materials. Why? 
Because of the development of sat- 
isfactory substitutes such as ta- 
pered nylon bristles, neoceta and 
protein bristles, it was explained. 

x * on 


Dingell Fought Excise Tax 


—s automotive industry lost a 
strong advocate of lower excise 
taxes in the death of Rep. John 
Dingell, Michigan Democrat. Mr. 
Dingell was the second ranking 
member of the House Ways and 
Means Committee. 

William J. Jones, assistant gen- 
eral production manager for Chrys- 

(Continued on Page 51, Col. 1) 
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Model clean-up costing you money ? 





As a franchised dealer for the ‘Jeep’ family 
you'd have these 6 reads to extra profits : 


|. Freedom from competition. Only Willys dealers have the ‘Jeep’. .. no worries 

about “wheeling and dealing” competition down the street. No loss of 

markets during winter months ...no lost dollars. 

High resale value. The average 2-year old Universal ‘Jeep’ commands up 

to 90.4% of factory list price... your assurance of customer satisfaction 

and profitable deals when you wash out ‘Jeeps’ taken in trade. 

. High percentage of clean deals. Nearly half the sales are made without 

trade-ins ... full profit attainable on each sale. 

High service absorption. Even with its famed ruggedness, the ‘Jeep’ family 

requires frequent service because of its daily use in business... and most 

service jobs come back to the dealer instead of the independent garage. 

5. Lowest-priced 4-wheel drive trucks. As the lowest-priced 4-wheel drive truck in 
America, the ‘Jeep’ Truck has the inside track in the growing trend 
toward 4-wheel drive trucks in business, industry and agriculture. 

6. Plus profits from special equipment. You'd sell more than 50 kinds of additional 
special equipment, with profitable “extras” on many original sales. And 
every: time the owner has a new job to do, he becomes a prospect for 
a new piece of equipment. 


~ 


w 


- 


Are your entire year’s profits evaporating in frantic deals you must make to clear out 55 
stocks before new models arrive? Or, if you have no clean-up problem — what about your local 
competition? Are other dealers’ wild clean-up deals cutting into your normal volume and 
profits... while used cars back up, or slide off in value, before you wash out the deals 


you're able to make? 


What You Can Do About It. You can investigate the one franchise that brings high gross 
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Willys dealers have no model clean-up problem! 


profits in a year-around market. Willys dealers have no model clean-up problem! Most of their 
customers for the Universal ‘Jeep’, the 4-wheel drive ‘Jeep’ Truck, Station Wagon, and other 
‘Jeep’ family vehicles are farmers and businessmen who have a definite job for these 


vehicles to do. There’s no end-of-season close-out of last year’s models! Actually, in most of 


the United States, the first snowfall boosts the sale of 4-wheel drive vehicles, which get 
through in winter weather that stalls other vehicles. 


What can this mean to you? With a relatively small addition to your present investment, 
you might cash in on the advantages of the ‘Jeep’ family franchise. Over five hundred 


dealers in small and large cities have signed franchises in the first half of 1955 to sell ‘Jeep’ 


family 4-wheel drive vehicles...after they got the facts! Discover what these facts can mean 


to you—fill out and mail the coupon. 


The a e 
jeep family of 4-wheel drive vehicles 
A 


Universal 
‘Jeep’ 












‘Jeep’ Truck 


‘Jeep’ 
Station Wagon 


‘Jeep’ 
Sedan Delivery 


Dealer Development Department 301 
Willys Motors, Inc. Toledo 1, Ohio 


Without obligation, please have a representative call 
and give me information about the Willys franchise. 


Name 
Address 
eee 


Business. Poeltiom iiss 











—— 
Ree 
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Three Important Issues 
Dealers Must Meet 


EPORTS from auto dealer conventions around the 

country indicate that many dealers have become less 

concerned with the push for volume sales in itself and more 
concerned with some of the evils which result from it. 


While at past conventions, the term “overproduction” has 
been the main issue, little was heard of it this year. In fact, 
at the Vermont convention, Harold J. Moye, long a dealer 
leader, urged dealers to work for an expanding market 
rather than worry about overproduction. 


No doubt the fact that many dealers have an improved 
profit picture this year, based on organizing their busi- 
nesses to make a small profit on a large number of units, 
was a factor. They need the volume in order to keep up 
their profits. 


However, deceptive advertising practices, loose credit and 
public relations were much in the convention news. Wis- 
consin dealers called, by resolution, for equitable and fair 
standards in advertising. A Better Business Bureau repre- 
sentative pointed out that the public is becoming suspicious 
of the auto business. 


Kansas dealers also urged by resolution that the BBB 
crack down on unethical advertising. In addition, they 
assailed unsound credit. 


In Minnesota, Walter B. Cooper, head of NADA’s national 
affairs committee, urged dealers to promote themselves first 
and then their product. He cited the big public-relations job 
dealers face. 


Unethical advertising, unsound credit and public rela- 
tions go hand in hand. Credit terms advertised by some 
dealers are as deceptive as their discount offers. The price 
and the credit are made to look overly attractive, but the 
customer usually gets clipped. 


Many dealers are uncertain as to where to draw the line 
in their efforts to attract customers. In a fast-moving mar- 
ket, some feel that no holds are barred. 


But when the customers are deceived and cheated, dealers 
have certainly overstepped the line. Such dealers are pro- 
moting a smaller market, not a larger one. 


Events 


Dealer Conventions 


Oct. 9-10— New Hampshire Automobile 
Dealers Assn., Mt, Washington Hotel, 
ween Woods, N. H. 

9-10 — Georgia Automobile Dealers 
aon, Bon Air Hotel, Augusta, Ga. 

Oct, 9-11—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 

Oct, 15-17—Arkansas Automobile’ Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 

Oct, 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 

Oct. 16-18—National Independent Auto- 
mobile Dealers Assn. Annual ares, 
Pittsburgh 

utomobile 


Hotel William Penn 


Oct. 23-25 — Florida Dealers 


Sean, Sans Souci Hotel, Miami Beach, 
a. 

Nov. | — Connecticut Automotive Trades 
Assn., 34th Annual Convention, Hotel 
Statler, Hartford, Conn, 


Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 
Nov, 13-14—20th Annual Convention, 
Automobile Dealers Assn. of — 

Tutwiler Hotel, Birmingham, 


Nov, 13-I5S—Ohio Automobile “Dealers 
a Netherland Plaza Hotel, Cincin- 
nati 


Dec, + Siebraske New Car Dealers Assn., 
Paxton Hotel, Omaha, Neb, 

Dec. 6—Utah Automobile Dealers Assn. 
Convention, Newhouse Hotel, Salt Lake 
City, Utah 

Dec. 9-10 — Montana Automobile Dealers 
Assn., Northern Hotel, Billings, Mont. 

Jan, 26-Feb. | — 39th’ Annual | National 
Automobile Dealers Assn, Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C 

~ #..-f 


Dealer Auto Shows 


Nov, 12-20—Portland (Ore.) Show. 
Nov. 26-Dec. 3— Buffalo Auto 
Masten Avenue Armory, Buffalo, 
Nov. 30-Dec. 4—Sioux City Auto 
Municipal Auditorium, Sioux City, la. 
Dec. 1I-ll—Los Angeles. Auto Show, Pan- 
Pacific Auditorium, Los Angeles “Calif. 
Jan. 7-15—Columbus' Auto Show, Veterans 

Memorial Bldg., Columbus, O, 
Jan, 7-15—27th Annual Automobile Show, 
on Armory, Washington, D, C 
7-15 — Chicago Auto Show, Interna- 
Jeonal Amphitheater, Chicago, Ill. 
Jan, 7-15 — 
Coliseum, Houston, Tex. 
Jan, | 3-22—Indianapolis Auto Show, Man- 


ufacturers Bldg. State Fair Grounds, 
Indianapolis, Ind. 
Jan. 14-22—St! Louis Auto am Oakland 


Ave. Arena, St. Louis, 

Jan. 21-28 — Baltimore " Auto Show, Fifth 
Regiment Armory, Baltimore Md. 
Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 
Jan, 21-29—Cleveland Auto Show, Cleve- 


land, O, 

Jan, 28-Feb, 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 

Feb, 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb, I1-I18—Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Mil- 
waukee, Wis. 

Feb. 14-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich, 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

. mw 


General 


Oct. 6-16—Paris Auto Show, Paris, France. 
Oct. 7-23—Southwestern Auto Show, Au- 
tomobile Bldg., Texas State Fair, Dallas, 


Tex 
Oct. 10-12 — 8th Annual Convention and 
an Truck Body and E ere -— le 


Morrison Hotel, 7 
oct “13-17—American Truc = om 
sont finals, Washington, 
Oct, 1415—Annual convention of the 


Western Engine Rebuilders Assn., Fair- 
mont Hotel, San Francisco, Calif. 
Oct, 17-21 — American Trucking Assn. 
Annual Convention, Hotels Statler an 
Mayflower, Washington, D. 
oe _|#21—Gasoline Pump Manufacturers 
, Seaview Country Club, Absecon, 


Oct. 19--29— 40th International Motor 
Show, Earls Court, London, England. 
Oct. 24-25— Automotive Electric Assn., 


Regional Conference, Hotel Statler, Los 
Angeles, Calif 

26-28 — 10th Annual Technical Con- 
vention, American Society of Body En- 


ineers, Rackham Memorial Building, 

etroit, Mich, 
Oct. 28— léth Anniversary Dinner, Auto- 
aldorf - Astoria, 


mobile Old Timers, 
New York City, N A 


Oct. 29-Nov. 6—Pacific International Auto 
oe cOaklend Exposition Bldg., Oak- 
an alif 


(See CALENDAR, Page 53, Col. 3) 


30 Years Ago oe 


The Big Stories 


General Motors has announced that it intends introducing a new 
light six-passenger car, and that production will begin at Oakland 
Motor Car Co., Pontiac, in December. GM will aim at 60,000 as the 


first year’s output. 


Motor vehicles registered in the U. S. during the first six months 
totaled 17,716,709, an increase of 13.9 percent over the same period 
last year, according to the Department of Agriculture. This figure 
does not include 70,200 vehicles owned by states. 

F. J. Haynes, president of Dodge Brothers, Inc., said that pro- 
duction of the company by the end of the year will total 275,000 cars 
for the biggest year in the company’s history. The previous high of 


225,000 was set a year ago. 


Production of the new Hupmobile Six has been started in Detroit. 
The car is the result of tests conducted with six-cylinder engines, 
- begun 11 years ago, according to Charles D. Hastings, Hupp Motor 


Car Corp. president. 





ouston Auto Show, Houston 









Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 


COMING SOON 
THE NEW 1956 





“Here comes another one hoping fo find that the 
ee 


new "56s have made us desperate! 
Letterbox 
‘Campus Researching 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 














ability of gasoline injection makes 
such solution possible. It is not 
likely that injection will stop at 
merely replacing the carburetor 
while leaving the engine process 
essentially as it is. I am confident 
that stratified change in engines 
will come and I hope to be able to 
make some contributions to this 
end. 

Other engine work we have 
under way concerns low tempera- 
ture starting of diesels and a study 
of the cranking process (influence 
of oil characteristics, ring design, 
etc.). Some of the results are due 
for early publication. — W. E. 
Meyer, professor of Engineering 
Research, Pennsylvania State Uni- 
versity. 


Educator’s View 


You may be interested in know- 
ing a little about the work at Penn 
State as far as it applies to the 
automotive field. You no doubt are 
familiar with the diesel work which 
Prof. Schweitzer and various 
associates have engaged in through 
the year and which has made Penn 
State one of the most prominent 
diesel research centers in the 
world... 

Graduate thesis research under 
my supervision has concerned itself 
with gasoline injection in the last 
few years. ... We hope to be able 
to pursue this particular approach 
still further. The coming avail- 


* * * 


He’s Receptive 

Reading my daily newspaper, I 
found an information that there is 
at the moment a record number of 
unsold new auto cars in-the U.S.A., 
viz: 820,291 pieces. It is even the last 
figure of this number of unsold 
cars which gives me the inspiration 
to write to you because I should 
like to have first one car. 

Being an office clerk with a sal- 
ary of round about f5000 yearly, 
and having a wife and two children 
(girl five, boy two), I cannot buy 
a new car from my salary. Notwith- 
standing this, I should like to have 
one, more than everybody too. 

Perhaps there is one of the U. S. 
manufacturers of cars who will be 
good enough to give me one of the 
aforementioned unsold 820,291 cars. 

Awaiting your news, I remain, 
Dear Sirs—Preter Mu.per, Bussum, 
Holland. 


—From the files of Automotive News. 
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How They're Pushing Sales... 


| Dealer Ad Ideas 


tomers to Lewis Boggus Motors 

































‘From Bottom to Top...’ 


UBY Chevrolet features in a 
<4 current ad the theme: “From 
Pottom to Top in Two Years . 
Or Why Baltimore (and America) 
Loves Luby.” 

The ad points out that Luby is a 
leading dealership in the four cities 
where it operates: New York, Bal- 
timore, Boston and Miami. 

“That leadership,” the ad says, 
“did not come to Luby because 
Luby Chevrolets are better than 
anyone else’s Chevrolets. That 
leadership came because every 
car buyer these days is a wise, 
careful, thrifty, comparison shop- 
per. 

“. . Car buyers are too smart— 
they’re buying cars not slogans... 
the best deal in town is at Luby... 

“And that is the simple reason 
why Baltimore (and America) loves 
Luby.” 


* x ok 


Doctoring Up Service 


eo prominently in 4 
newspaper ad of Nashville 
Motors (Buick), Nashville, Tenn., 
is a portrait of a local physician, 
termed by the dealership “Our 
Greatest Advertisement.” 
“Nashville Motors points with 
pride to Dr. J. P. Keller,” the ad 
said, “who, in our 35 years in busi- 
ness in Nashville as your author- 
ized Buick dealer, has bought more 
new Buicks from Nashville Motors 
than any other person in this area. 


“, . . For Dr. Keller to have 
consistently turned to Nashville 
Motors and Buick ... as the only 
make of car to buy, and the only 
place to buy it ... proves the 
faith he has in the dealer who 
sells and services it. 

“Dr. Keller has bought 14 new 
Buicks at Nashville Motors. He 
could have gone elsewhere for a 
Buick . . . and still have had the 
best in transportation. But he, like 
thousands of others, over the years 
recognized the tremendous advan- 
tages Nashville Motors has to offer 
in liberal trading, courteous and 
pleasant relations, plus superb 
Buick service facilities . . .” 

€ x * 


Unlocking Prospects 
A “LUCKY KEY” stunt proved 


effective in bringing in cus- 
Dealer Assures 
Florida TV for 


Miami-Notre Dame 


MIAMI. — South Florida football 
fans are going to see the University 
of Miami-Notre Dame football 
game on television the night of 
Oct. 7, thanks to Fincher Motors 
(Oldsmobile). 

Fincher purchased the final 2,500 
tickets to assure a sellout in the 
Orange Bowl, the only condition 
under which the University of 
Miami would consent to having the 
game televised. 

The school could have sold the 
2,500 tickets, but TV arangements 
had to be made at once. 

The tickets are being sold at 
Fincher’s. 

“It is bringing folks out to our 
place,” said O. D. Henderson, gen- 
eral sales manager. “Maybe we'll 
sell a car or two that way. We'll 
deliver the tickets, too. But a sales- 
man will hand them over. He’ll be 
driving a new Oldsmobile, ready to 
demonstrate.” 

This is Fincher’s third big promo- 
tion in recent weeks. It staged a 
one-day “Spectacular Deal” day. 
All Miami’s disk jockeys took part 
and offered service specials as 
prizes — lubrication for 88 cents, 
wash job for 8 cents, etc. 

In a later promotion, television 
station WTVJ broadcast four pro- 
grams from the Fincher show- 
rooms. 

“We sold 150 new and used cars 
despite rainy weather,” said Bill 
Dock, Fincher’s advertising man- 
ager. “And besides, each salesman 
got from 40 to 50 prospects to 


work on.” \ 
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(Ford), Corpus Christi, Tex. 
Keys were sent to a list of pros- 


pects. One of the keys fitted a car, 
*| which was given to the key’s owner. 
ca * * 


Ads on Picture Page 
RIENDLY Chevrolet Co., Min- 
neapolis, has started an ad- 
vertising campaign built around 
a@ cartoon in a small space on 
the picture page of the Minne- 
apolis Star. 
* * * 


Self-Serve Sale 


HOGAN Pontiac, Toronto, pro- 
moted new-car business with a 


Marvel-Schebler LPG 
vaporizer-regulator for 
trucks, tractors and indus- 
trial engines 


BW anowerrine maxes 11 work B~Wi propuction MAKES IT AVAILABLE 
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“Self-Serve” sale in which it in- 
vited customers to examine a stock 
of 300 Pontiacs in front of its build- 
ing and select a series and model. 
Customer then asked for a dem- 
onstration ride in the selected 
model and requested a salesman to 
help complete purchase details. 
In promoting the deal with a 
large newspaper ad, Hogan said 
self-service cuts its selling costs 75 
percent, immediate delivery reduces 
handling costs and that profit mar- 
gins are slashed to achieve volume 


sales. 
ok * * 


Help Wanted 

* ANTED—Customers. No expe- 
rience necessary,” reads an ad 

by Stoddard-Wendle Motors (Ford), 

Spokane. The ad advises applicants 

to see Bob O’Brien. 


Almost every American benefits every day 
from the 185 products made by 


BorGc-WARNER 


THESE UNITS FORM BORG-WARNER, Executive Offices, 310 S. Michigan Ave., Chicago. 
DIVISIONS: ATKINS SAW ¢ BORG & BECK © CALUMET STEEL © DETROIT GEAR ¢ FRANKLIN STEEL 
HYDRALINE PRODUCTS © INGERSOLL CONDITIONED AIR © INGERSOLL KALAMAZOO © INGERSOLL PRODUCTS 
INGERSOLL STEEL @ LONG MANUFACTURING © MARBON CHEMICAL ¢ MARVEL-SCHEBLER PRODUCTS 
MECHANICS UNIVERSAL JOINT © NORGE © PESCO PRODUCTS © ROCKFORD CLUTCH ¢ SPRING DIVISION 
WARNER AUTOMOTIVE PARTS © WARNER GEAR © WOOSTER DIVISION ¢ SUBSIDIARIES: BORG-WARNER 
ACCEPTANCE CORP. © BORG-WARNER INTERNATIONAL © BORG-WARNER, LTD. ¢ BORG-WARNER SERVICE PARTS 
LONG MFG., LTD. ¢ MORSE CHAIN ¢ MORSE CHAIN OF CANADA, LTD. © REFLECTAL CORP. ¢ WARNER GEAR, LTD. 


WAUSAU MFG. CO. ¢ WESTON HYDRAULICS, LTD. 


iste Sanaa! eins : 
Price Conducts Willys Sales Conference— 
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Hickman Price jr., Willys sales vice-president, standing, wields a big stick in the 
form of a model baseball bat at a Toledo sales conference. The meeting drew zone 
and divisional sales managers and representatives from throughout the country, and 
was the first such gathering at the Willys factory since Price assumed direction of 


domestic sales 10 months ago. 








cost-conscious management! 
“Bottle” babies? Right! They’re formula-fed on 

“bottled” Liquid Petroleum Gas .. . through pre- 

cision-built Borg-Warner carburetion systems. 


A high-octane, anti-knock fuel that burns with a 
clean, practically odorless exhaust, LPG gives in- 
stant starts—doesn’t dilute oil—leaves almost no 
carbon—deposits no lead salts—and virtually 
eliminates 100% of the sludge and varnish that 
gum up vital engine parts. 

No wonder LPG users report up to 85% reduced 
oil consumption—twice the mileage between major 
overhauls—spark plugs still good after 4 years’ use 
. .. and countless other examples of costs cut to 
the bone. 

Borg-Warner’s Marvel-Schebler Products Divi- 
sion pioneered carburetion right from the start. To- 
day, Marvel-Schebler original equipment and LPG 
conversion kits may be found serving transporta- 
tion, industry and agriculture throughout the 
nation. 

Built to extract the maximum economies inherent 
in LPG fuel, these carburetion systems are the 
finest available. 


~>? 
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Merchandising 


Memos to Dealers 


a the promotion: 
“Where ever your go, you'll find 
a home for your Blooper Eight.” 
Others on that theme went like 
this: “Bring it home for service.” 
“Our dealers blanket the nation 
with service for you.” 

Those were concepts worth pro- 
moting—and worth keeping, too. 
But today the man behind the 
wheel will tell you that dealers are 
making a mockery of service. Deal- 
ers tell you that it’s the facto 
fault for pushing volume; factories 
tell you that it’s just growing pains. 

* + 


* 
The ‘Foreigner’ 
a v you hear some new 
incident the breakdown in 


By Bob Finlay 





the service concept. 

The other day, for instance, a 
salesman from Indiana told of an 
experience he had in a GM town 
while driving a GM car. A minor 
traffic accident bent his bumper in 
such a way that he could not turn 
left. A dealer in his make of car 
was only two blocks to the right, 
so he managed to reach the dealer- 
ship without difficulty. 


Then his troubles started. It 
would take two days to fix the 
bent bumper and fender, but the 
work would have to be done in a 
shop three blocks to the left. 

But he was a salesman. He 


needed emergency service. 
Well, he was told, the dealership 





TWO-POST 


SHOP 


LIFT...FOR PASSENGER 
CARS AND LIGHT TRUCKS 


Lower installation cost—no long, deep pit re- 
quired ...60” wheel base range, 72” rise pro- 
vides ample head room. Deep front yoke for 
greater front-end accessibility. Also Roll-On and 
Free-Wheel Type Lifts. 





TANK-MOUNTED 


AIR COMPRESSORS 
Y to 15 H. P. Inclusive 


From 1 to 78 cubic feet displacement (also simple 
and base-mounted units up to 300 cu. ft.). Single 
and two stage... Timken bearings . . . self-oiling. 
ASME National Board 200 Ib. tank. Positive un- 
loader protects motor. 












Gurtis 


HIGH-PRESSURE 
HYDRAULIC 
CAR WASHER 


itable wash jobs... 


quiet running . . 
built. 


could tow him the three blocks for 
$15, and then they’d see what the 
shop could do. 

Finally, the salesman borrowed a 
heavy chain he saw hanging on a 
truck, tied one end to his bumper, 
the other around a utility pole, put 
the car in reverse and managed 
to straighten out the bumper 
enough so he could maneuver the 
car. 

When he complained about the 
lack of cooperation, he was told: 

“Yeah, but you didn’t buy your 
car here.” 

“How could I,” he replied. I live 
in Indiana.” 


Volume or Service 


N° ONE has to dig for incidents 
like this. Dealers frankly admit 
them. One said the other day: 

“I can’t afford to give the factory 
volume and the customer his regu- 
lar service too... 

“I tell my customers that they 
bought the price, and I 
don’t want to see them with their 
service difficulties.” 

And at the convention of the 
New York state dealers the other 
day, the dealers by resolution ex- 
pressed alarm at the increase in 


volume sales of new vehicles, 
“which increase is not protected by 
a corresponding increase in service 
facilities necessary to protect the 
public and to insure proper servic- 
ing of new vehicles.” 

* + * 


Tent Selling 


As A result of the big volume 
sales push, some dealers are 
convinced that their factories would 
just as soon see them sell cars in a 
tent as long as they produced 
volume. 

Others have cited the big parts 
wholesaling programs of some 
makers and other promotions de- 
signed to make it easy for inde- 
pendent shops to service their make 
of cars. 

And they wonder if perhaps the 
factory isn’t fostering a program 
of giving the service business to 
the independents so that their 
dealers are just super-sales mar- 
kets. 

What do the factory men say 
about this? They insist it isn’t so. 

“Look how this market has 
grown,” one sales executive said. 
“Sure we're getting complaints. 
There is a bad reaction. 

“But that’s due to growing pains. 
Don’t kid yourself about us encour- 











FULL AND SEMI-HYDRAULIC 
FRAME LIFTS 


Wheels hang free, for faster wheel, tire and 
brake work. Springs are relaxed and bearings 
free for faster and more thorough lubrication, ad- 
justment and repairs. Full under-car accessibility. 


Handle more 
jobs... QUICKER 
with modern 
SERVICE 
EQUIPMENT 





OTHER 
CURTIS 


PRODUCTS... 


For faster, better, more prof- 
300 Ibs. 
pressure. Long-lasting, self- 
oiling pump with brass-lined 
cylinders. Full accessibility ... 
- Precision 


INDUSTRIAL AIR COMPRESSORS AND AIR HOISTS, 


COMMERCIAL AND HOME AIR CONDITIONING 





PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 KIENLEN AVENUE * ST, LOUIS 20, MISSOURI 





aging dealers to give up the service 
business.” 
* = * 


Push for Facilities? 


As A matter of fact, it is likely 
that dealers who have been 
complaining that they have been 
getting too many cars from the 
factory will be told before long 
that they won’t be able to get as 
many unless they expand their 
service facilities in line with their 
volume. 

And, having set up their business 
to operate on a low-unit profit 
basis, they will have to have the 
volume to keep their financial 
statements in the black. 


The idea of making bigger in- 
vestments in their dealerships 
gives the shudders to many deal- 
ers. They are thinking in terms 
of spreading out their investment 
instead of concentrating on it. 

Some have a half-million dollars 
in one dealership and would prefer 
to have five $100,000 dealerships. 

* * x 


What's Alternative? 


4 pe alternative to the present 
dealers putting more money in 
the business? Additional dealers. 
Nor does that bring joy-to the 
hearts of the present dealers. 
Some are shocked at the idea 
that they should expand service 


facilities. 


What about that dealer build- 
ing spree right after the war? 
What about the talk that they 
have huge monuments now which 
crush them with overhead in a 
downturn? 

What do the factory men say to 
that? 

“Well,” one replied, “we haven’t 
stopped expanding. We had a bil- 
lion-dollar expansion program after 
the war, too. We spent that money, 
and we are continuing to sink 
money into capital expenditures. 
Why shouldn’t our dealers continue 
to expand along with us?” 

Factory men don’t take kindly 
to the suggestion that the dealers 
aren’t making the money the fac- 
tories are, and thus-don’t have it 
to invest in more facilities. 


“Look,” said a sales executive. 
“I’ve just studied the figures. In 
the first seven months, our dealers 
handled 48 percent more cars than 


'they did in the comparable 1954 


months. And they made 85 percent 


| more profits.” 


There are many angles to this 
volume sales concept. We don’t 
pretend that we have the answers. 
But we’ve got a hunch: 

If you are a dealer in a fast- 
moving popular line, get ready for 
a “sell” from the factory soon on 


, additional service facilities. 


Delco Schedules 
‘Colorful’ Series 


Of Sales Parleys 


DETROIT. — A 30-minute color 
movie will highlight the United 
Motors Service-Delco battery sales 
meetings this fall, it has been an- 
nounced by Samuel] A. Orr, United 
Motors assistant general merchan- 


dising manager. 





The motion picture, narrated by 
newscaster Lowell Thomas, tells 
the manufacturing story of the 
Delco battery. 

The sales meetings begin this 
month and will continue through 
December. They will bring together 


| Delco battery dealers from through- 


out the country. Orr says the meet- 
ings will be the most elaborate and 
colorful in many years. 

The meetings will point out the 
dealer sales and service potential 
of checking batteries before they 
fail completely. Statistics show that 
10 percent of the nation’s car bat- 
teries are on the edge of failure. 


Kansas City Picks 


Show Chairman 


KANSAS CITY. — Jerry Smith, 
Buick dealer, has been named 
chairman of the 1956 motor show 
committee by Ervin Feld, presi- 
dent of Motor Car Dealers of 
Greater Kansas City. 

The show, to be held Feb. 25- 
March 3, will mark the 50th anni- 
versary of the dealer group. Others 
on the committee are Don Coffin, 
BE. H. Norrington, Jerry Scott jr. 
and Ray Smith. 
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In this week’s Post...a double gatefold... 


It's a double gatefold — giving the biggest display to 
a new car in magazine advertising history! You'll see it 
on pages 50-55 of The Saturday Evening Post out Tues- 
day, Oct. 4 — and in the Post alone! It may well be the 
most talked-about ad of the year. But Mercury didn’t put 
it in the Post just to start talk. They picked the Post for a 
bigger and better reason — sales! 


For years the Post has held first place for automotive 


; rte 
urday he ot Les) 


POS 








advertising* (and automotive sales! ) because the Post has 
won first place in millions of homes. It is first in the weekly 
field in the number of hours readers spend with it, in the 
number of times they pick up and re-read it and in the 
confidence they give to it. As a result, it is America’s 
greatest automotive advertising medium. 


*The Post carries more automotive pages than the next 2 


general weeklies combined! 


— gets to the heart of America 
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Handy Donates Training Cars— 


Handy Motor Co. (Chevrolet) delivers four Chevrolets for use in driver training at 
high schools in Minneapolis, Kans. Dick Handy is shown presenting keys to Clair M. 
Sloan, Minneapolis superintendent of schools. Others pictured are, from left, Victor 
McCabe, Joe Ornelas jr. and Lee Price jr. 


St. Louis Gets Pontiac 
B-P-B Pontiac, Inc., is a new/|firm are Fred Behle, president; 
dealership in St. Louis with tem-| Frank J. Pursley, vice-president, 
porary headquarters at 800 S. Flor-|and Robert J. Burns, secretary- 
rissant Ave. Officers of the new | treasurer. 


RIGHT UNDER HIS NOSE 
... but does he see it? 





.* Socony Mobil will help train your hg 


lubrication men to find extra business 


ONLY SOCONY MOBIL OFFERS ALL THREE: 


@ America’s Favorites—Mobilgas and Mobiloil. 
@World’s Greatest Lubrication Experience. 


@ Exclusive “On-The-Job” Training. 


*s, for your other service departments! _.* 


Building Through Human Relations .. . 








Teamwork in the Dealer Shop 


Eprror’s Note: One of a 
series of letters to inspire team 
spirit to be utilized by a serv- 
ice manager or dealer orally 
in staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 


Dear Fellow Worker: 


H°” OFTEN do you see 
or know about some- 
thing that needs fixing, but 
don’t do anything about 
No. 18 it because “it 

r wasn’t ordered?” 
Sometimes we 
are too bashful 
about letting the car owner 
know about needs for serv- 


ice or replacement because 
we fear that he will think 
we are trying to scare him 
into getting some unneces- 
sary work done. 


Some unreasonable own- 
ers may accept a construc- 
tive suggestion in that 
manner, but I honestly 
believe that the great ma- 
jority of owners are grate- 
ful for such suggestions. 

Every owner is interested in 

his car—it’s the only car in 
the world as far as he is con- 
cerned. He likes to have others 
take an interest in it, to 
admire it, to praise him for 
taking such good care of it. 


In our contacts with car 
owners on any level, office 








Scores of training centers coast-to-coast — plus a staff of 


experienced instructors and salesmen to train your men 


on the job — make Socony Mobil’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 


emphasis on the make of car you sell ... teaches them to 


point out the need for parts and services to your custom- 


ers. Result: your service departments get extra business, 


your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 





SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 





or shop, we should be mind- 
ful of the fact that the 
motorist loves his car. 
Let’s say a few nice words 
about it to him, and when 
we note some needed serv- 
ice, mention it to him. As 
a matter of fact it is defi- 
nitely our responsibility to 
find and report service re- 
quirements when we are 
doing any kind of work on 
anybody’s car. 


Let’s show the owner 
that we are sincerely inter- 
ested in him and his car. 
It will benefit us as well 
as him. 


Cordially yours, 
CAR DEALER & 
COMPANY 
Manager 


Gore Says House 
Holds Fate of 
Road Program 


GATLINBURG, Tenn.—The coun- 
try will have a highway program 
if the House of Representatives 
passes a “reasonable” road-building 
bill next year, Senator Albert Gore, 
Tennessee Democrat, declared at 
the national highway conference 
of county engineers, sponsored by 
the American Road Builders’ Assn. 

Gore, who is chairman of the 
Senate Committee on Roads, made 
it clear that he thought a reason- 
able roads bill was one that resem- 
bled the bill passed by the Senate 
this year. 

“Perhaps the most important sin- 
gle advantage in the Senate bill is 
the fact that it is still alive and 
half-way through the Congress,” he 
stated. 

Gore termed “misleading” the 
popular idea that the three major 
road bills—the Administration bill, 
the House bill and the Senate bill— 
differed only in their method of 
financing. 

He said the Administration bill 
was poor because it took control of 
highway-building away from Con- 
gress and that the House bill did 
not make authorizations for the 
program beyond 1957, while the 
situation called for a much longer 
range program. 


Labino to Head 
L-O-F Research 


TOLEDO. — Plans for a new 
“research center” and _ executive 
personnel appointments in the re- 
search department of L-O-F glass 
Fibers Co. have been announced 
by R. H. Barnard, president. 

The new building will be the 
“nerve center” of research facilities 
at Waterville, O., which now total 
over 32,000 square feet. 

Dominick Labino has been ap- 
pointed vice-president and research 
director of the company, Barnard 
said. He had been vice-president in 
charge of glass research and proc- 
ess development. Labino has been 
with the company since 1947 and 
L-O-F said he was the first man to 
synthesize quartz in micro- fiber 
form, a discovery announced in 
1951. Barnard also appointed Ells- 
worth Smith technical director and 
Vernon Waltz jr. service manager 
of the new research center. 


Ternstedt to Expand 


Columbus Facilities 


COLUMBUS, O.—Ternstedt divi- 
sion of General Motors has let a 
contract for a multimillion-dollar 
addition to its body hardware and 
trim plant here. 

The new structure, geared for 
completion by next summer, will 
house new plating equipment. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


pe the past year, I have 
heard several hints and state- 
ments that controls for power- 
operated windows eventually would 
be taken off the door and moved to 
a new location probably the 
dashboard. 

Accuracy of these reports now is 
confirmed, as the first production 
application of this idea to come 
to my attention is the novel loca- 
tion of window lift controls on the 
1956 Lincoln. 

In this car, the bank of 
window-actuation switches is 
attached to the body. Location is 

just below the “wrapped por- 
tion of the windshield, and im- 
mediately above the “dog-leg” in 
the front door. 

By coincidence, I also happened 
to come across another unusual 
installation for window controls 
during my recent travels. This was 
a dash-mounted switch for remote 
control of front-door vent - wing 
position. Tests currently are being 
conducted on this device by one of 
the industry’s leading suppliers of 

body hardware. 
ok 


* * 
Competitors Silent 


On Ford Offer 


ORD’S offer to share crash data 

and design details for safety 
features apparently caught the 
rest of the industry flat-footed. The 
public announcement made by 
Benson Ford at the National 
Safety Forum elicited only official 
“no comment” reactions form other 
companies. 

One reason for the apparent 
surprise created by the Ford offer 
may have been thinking on the 
part of the industry that existing 
channels already assured pooling 
of “non-competitive” information 
and data in this important field. 

Although Ford is not officially 
a member of the Automobile man- 
ufacturers Assn., the company 
does have a representative on the 
AMA safety committee. One 
function of this group, as I 
understood it, is to provide an 
effective “clearing -house” for 
sharing useful data and discussing 
industry - wide problems related 
to vehicle safety. 

Furthermore, the SAE seat-belt 
committee (of which a Ford engi- 
neer is chairman) supposedly pro- 
vides another medium for the 
interchange of information per- 
tinent to establishing proper speci- 
fications for seat-belt installation. 

Imagine, then, the reaction 
among others in the industry 
when Ford comes along and makes 
a public statement magnanimously 
offering to do what the entire in- 
dustry was supposed to have been 
doing all along! As one Ford man 
cheerfully told me: “Sure it was 
a shrewd move from the public 
relations and merchandising view- 
Points, — but we’ll have to admit 
it really was a ‘dirty trick’ on our 
competitors.” 

* * as 


Pot Is Stirring 
Behind the Scenes 





T SHOULD be understood here 
that the term ‘dirty trick’ is 
used in the sense of praise, rather 
than condemnation. The whole idea 
seemed to be that the situation 
had been one in which the Ford 
organization had shrewdly “pulled 
a fast one,” as all manufacturers 
dearly love to do in this hard- 
fought automotive game. 
At this writing, there had been 


Auto-Lite Automation 


TOLEDO.—A new 350-ton press 
which completely automates the 
manufacture of outer housings for 
sealed beam headlight units is now 
in operation at Electric Auto-Lite 
Co's. Lockland (O.) plant, accord- 
ing to George A. Kessel, plant 
manager. 





no direct official reactions to the) 
Ford offer. But, behind-the-scenes, | 


the pot is boiling with discussions, 


reactions and plans for counter- | 


moves stirring throughout the in- 
dustry. 

Earlier this year, while gather- 
ing information for the seat-belt 
article published in our Apr. 25 
issue, I came to the conclusion 
that there was to be fierce rivalry 
in this field, with several com- 
peting companies determined to 
win acclaim as leaders in pioneer- 
ing protection for car occupants. 
Underlying the surface impression 


of full cooperation among the car 
;manufacturers, there were plenty 
|of indications that each company 
would go its own way—with indi- 
vidual decisions designed to cap- 
italize as strongly as possible on 
|any possible sales advantage. 

| One example may suffice to make 
|this point: At a time when many 
of our best-informed engineers 
frankly admitted that they lacked 
sufficient data to formulate an 
opinion on the effectiveness of seat 
|belts in reducing injuries, the 
|safety engineer at one company 
|told me: 

“Maybe the others don’t yet 
have enough information to de- 
cide one way or the other — but 
we have. We have some recent 
data that convinces us we know 
enough about this equipment to 
have a sound basis for recom- 
mending seat belts. The decision 
now lies with our company man- 
agement.” 





| So you see there were various) 


degrees of “sharing” data, coupled 
| with individual decisions on how 
|}much data would be “held-back’— 
and for how long. 


| I now share the open-minded 


' questioning attitude of many other !tude, and no intention of doubting 


| engineers throughout the industry 
as to whether the Ford offer will 
prove to have been a bold stroke 
for the creatjon of a “new climate” 
of mutual confidence—or have the 
reverse effect of heightening the 
competition as each company seeks 
occasion to thrust itself in the 
|public eye in a manner that will 
enhance its reputation for being 
“safety-conscious.” 
* oe x 


Grandstand Play 


Or Face Value? 
l NOFFICIALLY, there are varied 
reactions to the Ford offer. 

| In one interpretation, the state- 
|ment would be accepted at face 
|value, and the other companies 
|would expect to be given all data 
Ford has accumulated from its 
safety research programs. 

As one engineer pointed out, 
| if carried to the extreme, this 
| candid approach concievably 
| could lead to the free exchange of 
certain data and conclusions 
which are used as the basis for 
planning safety features of 1957 
| and 1958 models. 


With a purely questioning atti- 
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the sincerity of the Ford offer, 
one engineer asserted that such 
a procedure would be a natural 
outgrowth of industry-wide inter- 
est in getting the safest possible 
cars in the hands of the people 
at the earliest possible date. 

Another attitude, which frankly 

borders on the critical in implying 
that Ford was making a cleverly 
conceived “grandstand play,” is 
seen in the opinions of those who 
point out that official channels 
already existed for interchange of 
safety data ... and all Ford has 
added to this is the willingness to 
disclose full details of items which 
are in production and freely avail- 
able anyway for the scrutiny of 
industry rivals. 

One thing is certain, though— 
regardless of whose toes are step- 
ped on in the industry fight for 
leadership in safety—the motor- 
ing public is bound to benefit. 


The outcome may well be a 
healthy state of affairs where the 
jockeying and maneuvering for 
position in the safety race could 
become as intense as it has been 
among manufacturers who have 
been seeking to out-do competition 
in style, power and flashy perform- 
ance. 








MURDERO 


Insist on Scoflare for all 
LAMP 


LENSES 


US 


A flat tire, ignition trouble, a dozen and one 
things may force your driver to stop on the side of 

the road. Maybe he’Il have the “old buggy” rollin’ in a 
jiffy, but before he does, he must step out of that cab 
and place warning flares first. In the minutes required 
to set flares, your driver is risking his life, your truck, 
cargo, and the lives of unalerted motorists on the road 
. .. all unnecessarily. 


MINUTES 


Signal-Stat Sigflare ends this threat of multiple crash 
collisions when your vehicle becomes disabled. And, its 
protection starts before your driver even opens the cab 
door. A flick of the switch and all 4 signal lamps 
instantly and simultaneously flash an unmistakable 
warning of impending danger. Sigflare, and only Sig/flare, 
gives you this added safety feature as part of the 
multi-purpose signal system that out-modes all others. 
In addition, Sigflare provides the famous Signal-Stat 
class A, type 1 directional signals, equally powerful 
Signal-Stat stop lights, plus the best tail lights you can 
possibly have. Sigflare—with positive pilot action— 
economically accomplishes this complete lighting protection 
with but 4 lamps and one switch. For further details, see 
your authorized Signal-Stat distributor or write to: 


SWITCHES - 


—_¥ 





-around signaling protection 


SHOULD BE 


KEPT CLEAN 


DIRECTIONAL SIGNALS - 


FLASHERS 


Signal-Stat Corporation, 523-539 Kent Ave., Brooklyn 11, N.Y., U.S.A. 


FOR GREATER SAFETY 


DETROIT PUBLIC LIBRARY. 
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Only Detroit Hurti 


» NIADA Official Says... 





U. C. Dealers Called Strong 


. By Joseph M. Callahan 
Staff Writer 
N EMPHATIC denial that the 
exclusive used-car dealer is on 
the way out was made last week 
by Saul Grossman, a regional vice- 
president of the National Indé- 
pendent Automohile Dealers Assn. 

The week before, two veteran 
Detroit used-car men, Yale 
Simons and L. A, Joe May, an- 
nounced their departure from the 
used-car business and gave sev- 
eral reasons why it was so 
difficult to survive in Detroit. 

Grossman, who has traveled con- 
siderably in the eastern half of the 
U.S. while promoting the NIADA 
convention in Pittsburgh next 
month, said: 

“I've visited many towns east of 
Chicago, and Detroit is the only 
hard-hit spot I’ve seen. I don’t 
know exactly why this is so, al- 
though sharp cars are very scarce 
in Detroit and there is no question 


but that financing is tougher in 
Detroit. 
+ * * 
IN I ask dealers how they’re 
doing, most of them say 


they’re not setting the world on|« 


fire, but they’re making a living. I 
found the condition of the used-car 
dealers in Columbus, O.; Dayton, 
0.; Cleveland, Washington and 
Baltimore exceptionally good. Used- 
car dealers are actually becoming 
more numerous in Pittsburgh and 
Baltimore.” 

Grossman, who operates a 
used-car lot in Pittsburgh known 
as Pappy’s, said that it was true 
that profits are down $25 to $100 
per unit but that the greater vol- 
ume will enable most dealers to 
have a year-end profit in 1955 as 
high as in the previous two years. 

“We've separated the men from 
the boys this year,” he declared. 

Grossman implied that many 
used-car dealers outside Detroit are 
aided in their efforts to make a 


EATON is 


a Famous Name 
in Motor Truck 





2-SPEED AXLES 


This rugged housing, used in famous Eaton 2-Speeds, is 
also used for Eaton single-reduction and double-reduction > 
axles. The three types of heads are interchangeable. 


E ATO 





profit by selling new cars. However, 
he said that there are not as many 
used-car dealers selling new cars 
as is commonly supposed. 

* oa + 
ERSONALLY,” he continued, 
“Tll never sell a new car on 
my lot. I’ve bought them but only 
to wholesale to other dealers. 


“New cars on an outside lot re- 
quire a lot of upkeep and most 
people don’t find a new car attrac- 
tive when it’s on a lot. People like 
to see their new car in a showroom 
and they'll pay extra just to have 
it come from a showroom.” 

Predicting that the sale of new 
cars by used-car dealers is going 
to increase greatly in the next few 
weeks, Grossman asserted: 

“Where else can the new-car 
dealers get rid of the 683,000 cars 
they had on hand Sept. 1, with 
new models already coming out? 
Are the factories going to take 
’em back? Are the dealers going 
to keep ’em? 


but a large portion of these cars| paper. If we’re going to take the 
will have to be sold by used-car| risk, we might as well put up our 


dealers around the country.” 
* + * 
E DENIED that used-car deal- 
ers are keeping new cars on 
used-car lots to dress up the lots. 
“When a used-car operator puts 
a $2,000 to $4,000 vehicle on his 
lot, it’s there to sell, not to show,” 
he said. 
Grossman declared, “It’s the 
factories that are making it 
rough for us—blaming the used- 
car dealer for bootlegging when 
the factory is to blame for over- 
loading its franchised dealers.” 
Admitting that financing is be- 
coming more difficult for used-car 
operators, he said, “Eventually, 
used-car operators will be carrying 
much of their own paper. Many 
used-car dealers have made enough 
money in other years to do this. 
“Right now, more and more 
operators are doing their own 
financing, realizing that there’s 
almost as much money in the paper 
as there is in the car. 
ok * * 
“2 shouldn’t the used-car 
dealer handle his own paper? 
“The finance companies compel 
us in many cases to take all the 


“Sure they’ll retail a lot of them,| risk by making us take recourse 


and long life of more 


has been responsible for 


damental advancements 


AXLE DIVISION 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 





EATON experience and engineering 
know-how are reflected in the outstanding 
performance records, minimum hauling costs, 


than two million 


motor trucks. As a pioneer motor truck axle 
manufacturer, Eaton’s aggressive engineering 


a number of fun- 
in axle design 


and production — particularly in the field of 
2-Speed axles and tandem drive units. 








PRODUCTS: Sodium Cooled, Poppet, and Free Valves e Tappets « Hydraulic Valve Lifters e Valve Seat Inserts « Jet 
oo Parts e Rotor Pumps « Motor Truck Axles ¢ Permanent Mold Gray Iron Castings e Heater-Defroster Units e Snap Rings 
Springtitese Spring Washerse Cold Drawn Steele Stampingse Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 


own money and make a little profit 
on the financing.” 

Grossman said many finance 
companies won’t finance cars 
older than ’52s for a used-car 
dealer except on recourse, al- 
though they will finance older 
cars for a new-car dealer. 

He also said that “it’s a little 
hard to sell ’53s and ’54s when you 
can buy new cars for smaller 
monthly payments and for less 
downpayment. 

“One of the troubles in Detroit 
is that the finance companies have 
all the business they want from the 
new-car dealers. In Pittsburgh and 
other towns, the finance companies 
are still soliciting business from us,” 
he added. 

* * * 

OMPARING new-car dealers 

with used-car dealers, Gross- 
man said: 

“Sure we've lost some operators. 
But many more franchised dealers 
have dropped out in recent months. 
I’ve heard that as many as 5,000 
dealerships have changed hands in 
the last year. 

“The used-car dealer has a big 
advantage because he’s not being 
pushed by the factory. He can be 
a volume dealer or not, as he sees 
fit. Many of our members are con- 
tent to sell a smaller number of 
units, holding out for a fair profit 
on each.” 

Grossman said the used-car 
business is the vital nucleus of 
the auto industry because the 
used-car dealers siphon off a large 
portion of the used cars from the 
market and because it is the 
used-car dealers who set used-car 
prices. 

“The auctions don’t always set 
used-car prices,” he explained. “Too 
often the buyers at auctions pay 
from $100 to $200 more for a special 
car because they have a special 
customer in mind. Also many of 
these buyers will take a gamble by 
paying more for a car than it is 
actually worth.” 

He said today’s used-car operator 
has to be very careful about what 
he pays for a car because he 
doesn’t have the profit cushion that 
a new-car outlet has. 

“The boys who want to stay in 
business today will be the boys 
who do more for their customers,” 
he asserted. 


C.1.T. President 
Sees 6 Million . 
Auto Sales in 756 


NEW YORK. — More than six 
million new cars will be sold in 
1956, predicts Arthur O. Dietz, pres- 
ident of C.IL.T. 
Financial Corp. 

A major reason 
for his forecast, 
Dietz said, is the 
huge increase in 
the number of 
families in the 
$3,000-or-more in- 
come group. 

Dietz noted that 
in 1946 there were 
less than 15 mil- 
lion families with 
incomes of $3,000 or more. Today, 
there are 35 million and the number 
is likely to top 37 million by the 
end of 1956, he said. 


“Studies show that since 1948, 
new-car sales have been between 
15 and 18 percent of the over-$3,000 
families,” he said. “Assuming that 
16.5 percent—the midpoint of this 
range—will buy new cars next year, 
this means that more than six mil- 
lion cars will be sold.” 


Murphy’s 355 Sales Send 


Six on Winning Tours 


ST. JOHNSBURY, Vt.— (UTPS) 
—Murphy Chevrolet, Inc., has won 
sales awards given by Chevrolet in 
a 60-day contest covering the six 
New England states. 


As a result of selling 355 new 
and used cars during May and 
June, Dealer Bernard Murphy and 
wife will get a trip to Bermuda; 
Raymond Murphy, sales manager, 
and wife will visit Mexico City, 
and Philip Bovee, top salesman, 
and wife will see Nassau in the 
Bahamas. 





A, O. Dietz 
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More Cash... More Cars 





Tremendous Gain in Family Incomes Credited 
For. Booming Auto Sales 


ROCKLAND, Me. — The tremen- 
dous postwar growth in automobile 
ownership and use has resulted 
from a vast increase in real income 
among families in the lower and 
middle income ranges, according 
to an automotive industry research 
executive. 

Speaking for the Automobile 
Manufacturers Assn., Stephen M. 
DuBrul, of General Motors, said 
there has been a 73 percent in- 
crease in the number of families 
above the $3,000-a-year income 
level during the last 14 years. 
DuBrul addressed the 23rd annual 

conference of the American Assn. 
of Motor Vehicle Administrators. 
He heads the General Motors Busi- 
ness Research staff and is a mem- 
ber of the AMA field relations com- 
mittee. 

In 1941, DuBrul said, half of all 
VU. S. families had an income after 
taxes of less than $3,000 per year— 
measured in 1953 dollars. By this 
same measure, only three in 10 
families now earn less than $3,000, 
and over half exceed $4,300 yearly. 

“But the full meaning of this 
change is not clear,” DuBrul said, 
“unless we also consider that while 


Canada’s Trucks 
To Get Tubeless 
Tires in 1956 


MONTREAL. — Canadian truck 
operators soon will be able to use 
tubeless tires on all their vehicles. 

Most truck manufacturers will 
offer tubeless truck tires as stand- 
ard equipment on all 1956 models 
and one trailer company has an- 
nounced that tubeless tires are 
available. Other trailer manufac- 
turers are expected to make similar 
announcements soon. 


Truck makers have been hesitant 
on going tubeless because of con- 
fusion as to what type of rim would 
be used. Two types were being pro- 
moted —the drop-center type and 
multiple piece rim, employing a 
sealing ring or gasket. 

The rim situation now has been 
settled, with the announcement 
from the United States last month 
that the Tire & Rim Assn. has 
adopted standards for tubeless 
truck tires and rims. It is expected 
Canada will follow the U. S. pat- 
tern and adopt the same standards. 

A survey has revealed that many 


’ truckers feel that the cost of chang- 


ing present wheels to the new drop- 
center rims would be excessive. 
Many plan to continue with their 
present tires and feel it will take 
five to 10 years to change over all 
vehicles. 


Dodge Truck Post 
Goes to Woolsey 


DETROIT.—K. C. Deacon, Dodge 
general manager-trucks, has an- 
nounced appointment of William S. 
Woolsey as an as- 
sistant with the 
responsibility of 
co-ordinating 
truck sales activi- 
ties. 

During the last 
two years Wool- 
sey had been serv- 
ing as general 
sales manager - 
trucks. 

He has 29 years 
of experience in 
the automotive world. He joined 
Dodge in 1939 as district manager 
in the Pittsburgh region and the 
following year he was promoted to 
regional truck manager. 

Following World War II, he re- 
joined Dodge and served as San 
Francisco city manager, assistant 
regional manager of that region, 
and as Minneapolis regional man- 
ager before he was promoted to 
truck sales supervisor in the De- 
troit home office in 1949. He became 
assistant director of truck sales, 
director of truck sales, and sales 
manager-trucks before his appoint- 
ment as general sales manager- 
trucks. 





W. 8S. Woolsey 


all this was happening, we also 
have had a large population in- 
crease. The result is that where 
there now are, in the income range 
below $3,000, five million fewer 
families than before the war, there 
actually are 15 million more fami- 
lies today with incomes above 
$3,000.” 

This dramatic increase in av- 
erage family income has brought 
millions of new customers into 
the automobile market, and is a 
major factor behind the current 





Mass. Bill Would Require 


Safety Belts and Locks 


BOSTON.—A bill has been filed 
for consideration by the 1956 
Massachusetts Legislature that 
would require all vehicles to be 
equipped with safety belts and 
safety door locks by January, 
1957. 





record-breaking level of automo- 
bile sales, DuBrul stated. 

“As more people become able to 
buy cars,” he said, “they also be- 
come able to live further out in 
suburban areas, so we have seen a 
tremendous suburban home-build- 
ing boom. And once people move 
to the suburbs, they increase their 
use of automobiles—so another re- 
sult is the rapid rise in two-car 
families we have seen in recent 
years.” 

DuBrul said there is every reason 
to believe real income for the aver- 
age family will continue to in- 
crease. While the typical family of 
today has $4,300 yearly, after taxes, 
the figure should exceed $8,000 in 
25 or 30 years—measured in terms 
of today’s dollars, he said. 

These factors, plus increased 
leisure time for travel and recre- 
ation, will have a profound effect 
upon the nation’s future high- 
way needs, he said. 

DuBrul pointed to recent studies 
which show that highway travel in 
the U. S. will double in the next 30 
years, even if highway travel does 
not continue to grow faster than 
the nation’s economy—as it has in 
the past. 

“If better highways are provided,” 





DeSoto Topic of Conversation— 


Factory officials chat with presidents of the DeSoto dealers associations in California 
at the fifth annual joint meeting of the two dealer groups at Monterey, Calif. They 
are, from left, D. H. Copeland, western zone manager, Los Angeles; J. B. Wagstaff, 
DeSoto sales vice-president; Len Corporon, president of the DeSoto Dealers Assn. 
of Northern California, and Harry Frost, president of the DeSoto Dealers Assn. of 
Southern California. 





Vaughn Handles Triumph TR2 


Vaughn International Cars, Inc.,|sports car in the sales area served 
New York, has been appointed sub- | by the Port of New York. William 








Walter L. Jacobs, 
President, The Hertz 
Corporation 


he said, “traffic may well triple.” 


distributor for the Triumph TR2/! Vaughn is president of the firm. 


The Hertz Garage in Chicago, where trucks are serviced for many midwestern customers. 


HERTZ, world’s largest rental fleet proves 





Walter L. Jacobs, President of The Hertz Corporation, says— 
“Ours is probably the most diversified trucking operation 
in the world. As a truck rental company, we must meet the 
separate needs of a variety of customers in all types of 
industries. And we have found from experience that trucks 
equipped with RAYON CORD TIRES are ideally suited to 
do a better job in any given situation. That’s because Rayon 
Cord Tires stand up better, even under the roughest of 


RAYON CORD 


driving conditions. 

“We estimate that our 15,750 trucks will run up a total 
of 200,000,000 miles this year—and all but a small per- 
centage will be covered by rugged Rayon Cord Tires! Because 
our customers put our trucks to almost every kind of use 
imaginable, we must be sure our tires will stand up under 
all kinds of road and load conditions. That’s why we use 
Rayon Cord Tires. They can take it!” 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Atlanta 

For the first month in nearly two 
years’ time, Buick in August lost 
its third-place position in new-car 
registrations in Atlanta. Buick fell 
to fifth in August. 

Oldsmobile moved out ahead of 
Buick in the first 10-day period of 
the month, and continued to build 
up its lead as it took third for 
August. Pontiac came from behind 
in the last 10-day stretch to nose 
out Buick for fourth. 


Ford, as usual in Atlanta, finished | 


first and Chevrolet was second. 
The total for the month topped 
all previous records, with 3,854 
new cars and 568 new trucks reg- 
istered. August new-car registra- 
tions were the highest of any 
month this year except March, 


when 4,191 units were registered. | 


For trucks, the August total was 
higher than in any other monthly 
period on record. 

August new-car registrations by 
make were: Ford, 1,114; Chevrolet. 





Ne 





| 962; Oldsmobile, 358; Pontiac, 326; 


Buick, 323; Plymouth, 230; Mercury, 
175; Dodge, 95; Cadillac, 64; Chrys- 
ler, 51; Studebaker, 43; DeSoto, 34; 
Nash, 32; Packard, 18; Lincoln, 15; 
Willys, 2; Hudson, 1, and miscel- 
laneous, 11. 

New-truck registrations were: 
Chevrolet, 221; Ford, 183; Interna- 
tional, 60; GMC, 43; Dodge, 31; 
White, 19; Mack, 8; Studebaker, 1, 


and miscellaneous, 2.—(E. C. Bash.) 
* ad a 


Cleveland 


There has been a sharp increase 
in automotive turnover in Cleve- 
land, marked by fall buying in 
which customers are taking advan- 
tage of special offerings of 1955s in 
view of the approaching new 
models. 

New-car registrations in the 
week ended Sept. 17 reached 1,825, 
up almost 500 over the previous 
week and 700 over the same week 
of 1954. 

Used-car sales topped 1,700, or 


several hundred over the same 
week of last year. 

Commercial vehicle sales of 106 
new and 72 used units were sea- 
sonally strong.—(Sanford Markey.) 


* * * 


Emporia, Kans. 

Profits are dwindling and new- 
car demand is slackening, accord- 
ing to most dealers. New and 
used-car inventories are normal to 
high, but most dealers are ex- 
tremely active in promoting sales of 
cars and service. 

The general economy is good 
except for the effect of drouth on 
agriculture and stock raising. Credit 
is stable with repossessions normal. 


—(L. H. Houck.) 
* ok * 


Denver 
Registrations of new cars in Den- 
ver increased 32 percent in August, 
when the total was 2,375, compared 
with 1,792 in July. 
New-truck registrations, mean- 








strength keeps 
down—and as all 


minimum.” 


to under 5%.” 





while, rose 16 percent to 306 from 
the 264 registrations posted in July. 

In the first eight months of 1955, 
Denver dealers sold 14,304 new cars. 
Last year during the same period 
the total was 10,456. The truck total 
this year was 1,871, compared with 
1,262 last year. 

Ford led car registrations in 
August with 624. Chevrolet was 
second with 578, and Buick and 
Oldsmobile tied for third place 
with 185 each. Mercury came next 
with 153. 

Registrations of other makes 
were: Pontiac, 142; Plymouth, 132; 
Dodge, 103; Nash, 55; Cadillac, 51; 
Chrysler, 47; Studebaker, 26; Lin- 
coln, 22; DeSoto, 18; Packard, 13; 
Hudson, 11; Willys, 9; Volkswagen, 
7; Imperial, 4; Jaguar, 3; English 
Ford, 2; Mercedes, 2; Allard, 1; 
Kaiser, 1, and Porsche, 1. 

Truck registrations by make 
were: Chevrolet, 110; Ford, 85; In- 
ternational, 22; Dodge, 20; GMC, 
15; Willys, 12; Reo, 4; Studebaker, 
4; Kenworth, 2; Divco, 1, and mis- 
cellaneous, 14.—(Ira R. Alexander.) 

+ +. oa 


Pittsburgh 


New-car registrations in the 
Pittsburgh area for the week ended 
Sept. 17 were up from the preced- 
ing week but the gain was less 


THE NEWS GETS THERE ON TIME. 
“Some of our biggest customers in 
New York are the newspapers. It’s 
a newspaper’s job to get the news to 
the public—fast. Newspapers aren’t 
in the trucking business, and we re- 
lieve them of all the 
they would otherwise have by sup- 
plying them with trucks on long- 
term leases. Our own “headaches” 
are considerably lessened, thanks to 
Rayon Cord Tires. Their long-lasting 
maintenance costs 


“headaches” 


truckers know— 


that’s where profits lie.” 


MILK FOR BREAKFAST EVERY MORN- 
ING. “Dairies are among the biggest 
users of our trucks in*the Chicago 
area. Theirs is the toughest kind of 
driving there is—stop-and-go, in-city 
driving and on back roads. That 
means extra punishment on tires. 
But rugged Rayon Cord holds up 
and makes sure that the milk children 
need is delivered. We find that Rayon 
plus our systematic tire checking 
program pays off in less failures—and 
thereby keeps down-time loss at a 


FROM CHICAGO’S STOCKYARDS TO 
THE NATION’S DINNER TABLES. “Meat- 
packers are heavy users of our re- 
frigerated trucks. They travel cross 
country on modern turnpikes at high 
speeds. Here again Rayon’s safety 
and strength pay off. Rayon pays off 
in other ways, too. 
recaps per tire and allows us to keep 
spare tire inventories low. In our en- 
tire organization, in 650 cities from 
coast to coast, we average two and a 
half recaps per tire. For this reason 
we are able to keep inventories down 


It gives us more 


TIRES PAY OFF! 


Truckers say that tires made of Rayon Cord are better for any and all 
kinds of trucking. Records show that more truckers use RAYON CORD 
TIRES than any other. They can rely on Rayon because Rayon pays off! 





350 Fifth Avenue, 
New York 1. N. Y. 





than seasonal, according to the 
Bureau of Business Research of the . 
University of Pittsburgh. 


After allowance for seasonal 
changes, the bureau’s index of gen- 
eral business activity rose to 195.0 
percent of the 1935-39 average. It 
had been 194.0 a month earlier and 
198.8 in mid-July. 

The steel-ingot rate moved up to 
97.5 percent of practical capacity, 
the highest since late June.—(Leon 
M. Leffingwell.) 

+ * * 


Milwaukee 


August new-car registrations in 
Milwaukee County (Milwaukee) 
totaled 4,807, some 1,691 units fewer 
than the previous month, when 
registrations set an alltime record. 

The August figure, however, was 
still the fourth highest of any 
month in the last six years. 


Sales for the year to date are 
running at a record level. In the 
first eight months, 33,645 units 
were registered. This is 21 per- 
cent ahead of 1950 and 35 percent 
ahead of last year. 


Cumulative registrations for the 
first eight months include: Ford, 
7,319; Chevrolet, 5,942; Buick, 4- 
722; Oldsmobile, 3,825; Plymouth, 
2,518; Pontiac, 2,129; Mercury, 1,567; 
Dodge, 1,330; Nash, 1,231; Chrysler, 
613; Cadillac, 611; DeSoto, 604; Hud- 
son, 414; Studebaker, 231; Packard, 
227; Lincoln, 134; Willys, 81; Kaiser, 
11, and miscellaneous, 136.—(John 
E. Hubel.) 


* * ok 
Miami 
The drive to clean up inventories 
of 1955 models is at its peak here, 
with newspapers and radio-TV sta- 
tions reaping an advertising har- 
vest. 
New and used-car dealers are 
shooting the works in space buying. 
It is noticed, however, that while 


|the advertisements may appear 


more spectacular from a typo- 
graphic standpoint, the content and 
nature of the offers are considerably 
less fantastic than prior to the 
adoption of the code of ethics by 
the Miami Automobile Dealers 
Assn. 

Although dealers appear to be 
well stocked with 1955 models, 
especially in the volume lines, the 
consensus is that the situation 
here is considerably more satis- 
factory than at the end of the 
1954 season. 

Salesmen are stressing the fact 
that 1956 cars will be priced higher. 
The price factor is helping to move 
the 1955 models in many instances. 
—(G. S. Connell.) 





STATEMENT REQUIRED BY THE ACT 
OF AUGUST 24, 1912, AS AMENDED 
BY THE ACTS OF MARCH 3, 1933, 
AND JULY 2, 1946 (Title 39, United 
States Code, Section 233) SHOWING THE 
OWNERSHIP, MANAGEMENT, AND 
CIRCULATION OF 

Automotive News, published weekly at De- 

troit, Michigan, for October 1, 1955. 

1. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: : 

Publisher: Slocum Publishing Company, 
2666 Penobscot Bidg., Detroit, Michigan. 

Editor: B. J. Wemhoff, 2666 Penobscot 
Bldg., Detroit, Michigan. 

Managing Editor: Robert M. Finlay, 2666 
Penobscot Blidg., Detroit, Michigan. 

Business Manager: Richard L. Webber, 
2666 Penobscot Bidg., Detroit, Michigan. 

2. The owner is: (If owned by a corpo- 
ration, its name and address must be stated 
and also immediately thereunder the names 
and addresses of stockholders owning or 
holding 1 percent or more of total amount 
of stock. If not owned by a corporation, 
the names and addresses of the individual 
owners must be given. If owned by a part- 
nership or other unincorporated firm, its 
name and address, as well as that of each 
individual member, must be given.) 

Slocum Publishing Company, 2666 Pen- 
obscot Bidg., Detroit, Michigan. 

M. H. Slocum, 2666 Penobscot Bidg., De- 
troit, Michigan. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold- 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are: 
(If there are none, so state.) 

None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security appears 
upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in 
the two paragraphs show the affiant’s full 
knowledge and belief as to the circum- 
stances and conditions under which stock- 
holders and security holders who do not 
appear upon the books of the company as 
trustees, hold stock and securities in a 
capacity other than that of a bona fide 
owner. 

5. The average number of copies of each 
issue of this publication sold or distributed, 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was: (This information 
is required from daily, weekly, semiweekly, 
and triweekly newspapers only.) 42.346. 

RICHARD L. WEBBER, 
Business Manager. 

Sworn to and subscribed before me this 
twentieth day of September, 1955. 

ROBERT L. GOLDENBOGEN. 

(My commission expires July 19, 1958.) 



















It would take the 
entire automobile industry 
Over 2 weeks to produce all the new cars 


Newsweek families are buying this year* 










This is one of the reasons why, in 1955, Newsweek is carrying the advertising 


of all U.S. car manufacturers and featuring 18 out of the 21 makes advertised. 
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Hudson» Lincoln * Mercury * Nash * Oldsmobile * Packard * Plymouth * Pontiac 
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Newsweek readers 
will buy 358,626 
new cars this year. 
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Highways 


There’s nothing new about an 
accident these days even when two 
cars collide and two persons are 
thrown onto the street. 

What makes this one different is 
that three persons were injured 
and it occurred at the corner of 
Judson and Church Sts., right in 
front of the Northwestern Univer- 
sity Traffic Institute in Evanston, 
Ill., where experts from all over the 
world come to study safety and 
how to prevent accidents. 

+ * * 


Menter Donates Car 


Menter Ford Sales Co., Wood- 
ville, O., has donated a new car to 
the Woodville High Schoo] for its 
driver training course. Previously, 
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& Safety 


Woodville High shared a training 
car with another high school. 
* oa * 


‘Accident Facts’ Available 


The 1955 edition of the National 
Safety Council’s statistical year- 
book, “Accident Facts,” is now 
available at 75 cents a single copy 
and less for quantities from Na- 
tional Safety Council, 425 N. Michi- 
gan Ave., Chicago 11, Ill. 


 ¢ *# 


Willett Honored 


Howard L. Willett sr., president 
of Willett Trucking Co., Chicago, 
has been named Chicago Citizen 
of the Year by the Chicago chapter 
of the International Civitan Organ- 








those aluminum bodies now 
advocates who are trying to 


appreciate the Economy of 


1740 Broadway, New York 


LONESOME ARE THE FEW 


DELIVERY ECONOMICS 


ferent in design and construction, different even from 


ence is in the Quality, Workmanship and Know-How of 
Grumman’s 27 years of building fighter planes and 
23 years of Aerotype Aluminum Body Construction. 


quick deliveries, but Lower Operating and Maintenance 
Costs and Longer Life are what we offer to those who 


Our latest catalogue with a concise summary 
“Today's Economics of Route Deliveries” will be sent to 
you on request, to help make ‘56 a better year. 


4. B. E. Olson 


ization, a service club. The award 
praised Willett for his work in Chi- 
| cago’s traffic safety program. 

* * + 


Fleet Safety Studied 


The first of 16 courses on fleet 
safety supervision is under way at 
Washington State College Exten- 
|sion Service at the Lewis & Clark 
High School, Spokane, Wash. The 
courses are jointly conducted by 
the Extension Service and _ the 
| Spokane Area Safety Council. 


* + ae 
|Slow Drivers Irk Police, 


'But Don’t Violate Law 


The danger of slow drivers on 
main highways is of major con- 
cern to the South Carolina State 
Highway Patrol. 

However, says Claude R. McMil- 
lan, chief highway commissioner: 
“The most patrolmen can do is ask 





|slow drivers to use less traveled!arship to an art school, will be | 


ERSTAND 


Perhaps as few as 10% of business executives under- 


being offered by steel-body 
copy our success. The differ- 


Quality. 


Corporation 
19, N. ¥. COlumbus. 5-4300 





highways where rapid through 
traffic won’t pile up behind.” 
* oz * 
High Road in Vermont 
The highways of Vermont are 
undergoing the biggest face-lifting 
job in history, with nearly $10 mil- 
lion in construction in progress, 
including 57 projects. 


AAA hisienins 


| Poster Contest 


The American Automobile Assn. 
has announced its 12th annual traf- 
| fic safety poster contest for school 
|children. Deadlines for entries is 
March 3. 

A total of $3,625 in prizes will be 
awarded to 30 winners in each of 
four age groups. A grand prize of 
$350, intended as a one-year schol- 














awarded to the best poster sub- 
mitted in the contest. 

The contest is open to all pupils 
from the first through the 12th 
grade. Slogan topics have been 
assigned to each state. 

* * am 


New Road Pushed 


Highway contractors in Wash- 
ington are rushing to completion a 
$64 million modernization of US-99 
from the Oregon line to the Cana- 
dian border. One link, an $8.5 mil- 
lion freeway through Olympia, will 
not be completed until 1957. 


Regulation of Billboards 
Called Safety Matter 


Vermont Secretary of State How- 
ard E. Armstrong has authority to 
remove billboards from private 
|property if they interfere with 
highway safety. 

Deputy Attorney General Fred- 
erick M. Reed told Armstrong that 
regulation of billboards “is not as 
|much a regulation of private prop- 
erty as it is the regulation of the 
use of streets and highways.” 

* * * 


| War on Traffic Deaths 
Hailed by Article 


Washington’s success in cutting 
its auto-accident fatality rate “has 
proved conclusively that death on 
the highways can be dramatically 
reduced by strict enforcement of 
intelligent traffic laws,” declares 
Roderic Olzendam in the October 
Reader’s Digest. 

Olzendam hails the results of a 
highway - safety campaign started 
two years ago by Gov. Langlie. A 
program costing just under $10,000 
has brought about a $15 million 
saving in hospital and doctors’ bills, 
| wages lost from work and insur- 
ance premiums, he says. A high- 
way death rate of 7.8 persons per 
100 million miles driven in 1942-52 
has been reduced to 3.8 in the first 
six months of 1955, he says. The 
national average for 1942-52 was 
8.8. 

* 


Cadena | Duadors 
Lend 100 Autos 


Colorado auto dealers will lend 
| about 100 dual control training cars 
|for high school driver education 
courses this fall, according to the 
Rocky Mountain AAA Club. 


Nearly every public high school 
in the Denver metropolitan area 
| will offer driver education this year, 
| “thanks to the help of civic-minded 
| automobile dealers,” AAA officials 
declared. 
| Cooperating dealers in the Den- 
iver area include Viner Chevrolet, 
| George Irvin Chevrolet, Luby Chev- 
| rolet, Murphy-Mahoney Chevrolet, 
| Hover Motors (Ford), Burt Chevro- 
|let, Harry Groussman (Ford), Day 
|Chevrolet and Craig- Frederick 
Chevrolet. 





Safety League Cited 


The Ontario Safety League has 
been awarded the annual trophy 
|of the Canadian Good Roads Assn. 
|for making “an outstanding contri- 
bution to the understanding of 
|roads and streets during 1954-55.” 


Stamp Protection Limit 
On Policy, Oklahoma Asks 


Oklahoma has asked automobile 
insurance companies to stamp poli- 
cies in red ink in large letters if 
they do not provide all protection 
necessary under the State safety 
responsibility law. 

The request was made by Insur- 
ance Commissioner Joe B. Hunt. 
He said Safety Commissioner Jim 
Lookabaugh has informed him that 
many persons involved in accidents 
think they have liability and prop- 
erty damage insurance when they 
do not. 





* * * 


O’Daniel Heads Group 


Carl F. O’Daniel (Studebaker), 
Louisville, has been elected presi- 
dent of the Louisville Parking 


Assn. 
* * * 


Drivers Warned 


Washington motorists have been 
warned that they can lose their 
driver’s licenses if they are con- 
victed in another state of an of- 
fense which in the State of Wash- 
ington would result in suspension 
or revocation of the license. 














AUTOMOTIVE NEWS, OCTOBER 3, 1955 


MIC CC Me PP 


{ Monthly Section for those who make, 


sell and service 


tmericas Trucks. 


TTR a MO ae eT eT 


25 





Top Trucks 
New-truck registrations for 
seven months, plus 31 states for 
August: 
1955 Pos, Make 
1—183,182 Chev. 186,483— 1 
2—177,858 Ford 173,825— 2 
3— 64,857 Inter. 52,083— 3 
4— 45,256 GMC 43,516— 4 
5— 41,466 Dodge 37,894— 5 
6— 15,944 Willys 9,082— 6 
i— 8,367 White 71,439— 7 
8— 7,237 Stude. 6,946— 8 
9— 6,357 Mack 3,816— 9 
10— 2,209 Diamond T 1,730—10 
1l— 1,720 Reo 1,462—11 
12— 624 Brockway 7133—12 
4,825 Misc. 3,206 
Total All Makes 
902 528,215 


Further details on Page 50. 








HE “live-out-of-your-traveling- 

bag” period has arrived and 
from now on until early spring 
your corpulent reporter of things 
truck wise will be on the “tear- 
yourself-apart” circuit. The frazzle- 
nerve itinerary opened this year 
with the General Motors extrava- 
ganza, “Powerama,” and has con- 
tinued so far, through the Chrysler, 
Ford and Harvester previews. 

The Powerama deal, in my hum- 
ble opinion, certainly will demon- 
strate to the public that General 
Motors is interested in all forms 
of land transportation at least, 
with a goodly smattering of water 
and air forms thrown in for good 
measure. Many feel that back of 
this stupendous effort—and all of 
the adjectives of P. T. Barnum 
would not be too much out of place 
in describing the show — was an 
effort to further the interests of 
the Diesel and Euclid divisions. 

But [ve kinda got a hunch 
that Showman Curtice felt it was 
about time—perhaps politically— 
to insert a paragraph in the run- 
ning story of the corporation’s 
achievements that General Mo- 
tors is more than automotive and 
cars. 

While, as I mentioned, the Diesel 
and Euclid divisions seemed to 
dominate the show, GMC truck 
division did get more than a smid- 
gen. They showed a number of 
jobs, diesel engine equipped, how- 


ever. 
* * * 


Diesel’s Ups and Downs 


- FACT, unless I miss my guess, 
the GM Powerama will do a lot 
to enhance the sale of diesels in the 
truck field. As most truck men 
know, the diesel engine was intro- 
duced nearly 20 years ago and 
caught on only in the truck field 
in the far west for quite a while. 
For a time, it thrived and then 
seemed to go into a _ nose-dive 
until GMC truck really put some 
sales heat behind the two-cycle 
type of powerplant. 

It wasn’t so much the sales 
heat, in my estimation, that 
brought the diesel back into 


a masterful job of training hun- 





NEW PRODUCTS 






But Many Dealers Miss Out... 


[A= of product selling this year 
in the truck business has been 
pointed up particularly in the sale 
of the automatic transmission vehi- 
cles in most makes. 





have been doing little product 
selling and have been content to 
sell “deals” and discounts just to 
move the merchandise. 


These same truck men also seem 


While all of the major producers |to think, because of the unusually 
have offered automatic transmis- | low used-truck stocks in the hands 
sions as optional equipment in their | of dealers at this time, when com- 
under - 10,000-GVW models, fewer| pared with the number of new 


than 10 percent of the vehicles reg- 
istered to date have been equipped 
with this money-saving device. 
Truck men generally feel that 
this is a certain indication that 
most dealers and truck salesmen 


dreds of dealer service shops in 
diesel maintenance so that the 
truck owner had assurance that 
he could get service wherever~ 
he happened to be. 

Prior to GMC’s training deal, 
I think that lack of sufficiently 
trained diesel service facilities 
would have rung the death bell on 
the extensive use of the diesel. I 
really believe that the industry 
can give the truck company out 
in Pontiac a vote of thanks for 
keeping truck diesel power in the 
important sales picture it holds 
today. 


* * * 


New Dodge to Come 


7 annual preview circuit open- 
ed in earnest Sept. 12 with the 
showing of Chrysler’s new stuff to 
the press. Dodge’s new trucks were 
not shown; they are being held for 
(Continued on Page 31, Col. 1) 


models that have been sold, that 
most volume dealers have been 
studiously avoiding trades as well. 

They point out that many smart 
truck dealers, men who have made 
it business to get their dealerships 
known as truck headquarters, have 
been buying used trucks from their 
brother dealers despite their in- 
creased sales of the new units. 
These dealers have found that this 
year’s used-truck market is a prof- 
itable one to cater to. 

They have found the way to keep 
the used stuff moving at fair prof- 
its, and rarely do they have any 
35-day units on the lot if they con- 
dition them properly when they put 
them up for sale. 

+ 


* * 


Kudos for Automatic 


Y one truck maker has sold 

over 8 percent of its 10,000- 

GVW - and - under trucks equipped 
with automatic transmissions. That 
company has done what might be 
considered an outstanding job, in 
that approximately 34 percent of 
their up-to-one-ton jobs have gone 
into the hands of the buyer with 
automatic transmissions. 

Of course, the rate has been 
higher in the forward control mod- 
els of most makers, due to the fact 
that the jobs are used mostly for 
door-to-door delivery. 

But fleet operators who have 
had experience in using the auto- 
matic transmission in conven- 
tional trucks, even in these 
smaller sizes, are high in praise 
of the features which the auto- 
matic has brought them. 

Almost universally they claim 


». Automatics Spell Profits 


that in addition to making more | 


deliveries and having their drivers 
more alert at the end of the day, 
they also have experienced a much 
lower maintenance cost. 


These fleet operators claim that 
when they put an automatic- 
equipped truck in the hands of the 
average driver, the inability of 
these drivers to skid the wheels 
and put high shock loads on the 
driving parts has resulted in very 
worthwhile savings over conven- 
tional vehicles. These results less- 
ened tire wear and greatly reduced 
clutch, transmission, drive shaft 
and axle trouble. 

This, they claim, is particularly 
true in the case of salesman-drivers 
whose principal job is that of sell- 

(Continued on Page 26, Col. 1) 


How They Fared ... 


Lightest Models 
Get Nearly Half 
Of Production 


Pickups, Panels Show 
Appreciable Gain in 
First 7 Months’ Output 


ee and panels in the 5,000- 
pound - and - under GVW class 
|only lacked 1.35 percent of taking 
|half of the total truck production 
for the U. S. domestic market dur- 
ing the first seven months of 1955, 
according to figures compiled by 
the Automobile Manufacturers 
Assn. 

When combined with the 5,001- 
10,000 pound GVW class, the two 
lights accounted for 64.92 percent 
of the output. 

However, the lighter one keeps 
nibbling away at the production 
(Continued on Page 30, Col. 1) 





Commercial Car Registrations 


By Makes 


First Seven Months, 1955 - 1954 


1955 
Sales 
First 

7 Months 
.. 169,516 
64,769 

60,498 
41,129 


Make 
Chevrolet .. 
F 


International 


100.00 


1955 
Pet. 
Market 
32.69 
31.78 
11.67 


1954 
Sales 
First 

7 Months 
176,362 
164,204 

48,719 
41,069 

35,847 

8,482 
7,098 


of 


7.93 
7.45 
2.85 
151 
1.31 
1,12 
39 
32 
12 
86 


6,539 
8,615 
1,615 
1,391 

717 
3,076 


100.00 


* White includes Autocar, Freightliner and Sterling. 
** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, Federal, 


etc. 


—Compiled from R. L. Polk & Co, data. 








Dealer Interests Are Served by TBEA, ATA 


77 significant truck conven- 
tions will be held this month. 
They are the Truck Body and 
Equipment Assn. convention and 
show, set for Oct. 10-12, at Chicago’s 
Morrison Hotel, and the American 
Trucking Assn. convention, Oct. 
17-21, in Washington. 

The TBEA show is of particular 
interest and benefit to truck deal- 
ers because it has steadfastly held 
to the merchandising of truck 
bodies and other necessary truck 
equipment through, and in coopera- 
tion with dealers. 

The ATA, of course, is one of 
the strongest, if not the strongest, 
fighters for equitable legislation 
aimed at eliminating state bar- 
riers in the operation of inter- 
state haulers. 

TBEA was born in a “dogfight” 
era such as We are in now. Two 
groups, one in Columbus, O., and 
the other in Chicago, saw the 
necessity of organizing a common 
meeting ground for truck manu- 
facturers, body and equipment 
makers and distributors. 

The nation was just emerging 
from a war economy, and dealers 
who could sell cars at unbelievable 
profits were beginning to pay less 
attention to the trucks. 

* * > 


Business Demoralizsed 


Becsvss many distributors of 
bodies and equipment were 


failing to get cooperation from 
“low-price-car” dealers and could 
reap profits by selling directly to 
users, the body and equipment 
business was demoralized. 

So these men, mostly distributors, 
began to meet with the idea of 
forming some sort of an organi- 
zation that could establish sound 
practices in the selling of these 
products and keep the business 
on an even keel. 

Two groups had had preliminary 
meetings and formed skeleton 


Fruehauf to Build 
Clark’s Mobilvans 


[BTROIT.—Pruchaut Trailer has 
been given exclusive rights for 
the Clark Mobilvan System, a 
method of transporting large con- 
tained shipments of merchandise. 
The system was developed by 
Clark and introduced earlier this 
year. It is based, Clark said, on the 
use of its fork lift trucks to lock a 
van or container to the bed of a 
railroad flat car or to the chassis 
or flatbed of a trailer or truck. 
Under the agreement, Fruehauf 
will manufacture the vans and 
Clark will produce locking mech- 
anisms. The Mobilvan System will 
be marketed through Fruehauf’s 
network of factory branches. 


organizations when AUTOMOTIVE 
News suggested that the respective 
organizations join into one national 
group representing all makers and 
distributors. 

Happily for the industry this 
was done, and the new organi- 
zation got not only the approval 
of major truck builders but also 
their active support. 

Truck manufacturers know full 
well that it would be practically 
impossible today to make complete 
vehicles for every need. They know 
they can turn out better trucks at 
lower prices if they can concen- 
trate on production of chassis, with 
exceptions of highly specialized 
jobs such as pickups and panels. 


Many makers had gone through 
the period earlier when they had 
had a wholesale body department 
in their truck sales division. One 
or two makers had even gone so 
far as to stock and mount dump 
and farm bodies in addition to 
various stake and other bodies. 


* * * 


Customer Need Second 


Bott they and the dealers of 
those days knew that in far too 
many cases, the customer did not 
get the proper body or equipment 
to fit his hauling need. But because 
a truck with a certain body was 
available from the truck maker, 
the dealer would sell it in prefer- 


ence to the body that would have 
fitted the need more economically. 
Factory men sought some means 
to protect dealers from the type of 
distributor who ignored truck deal- 
ergs completely and even steered 
competitive salesmen into deals 
where the distributors had been 
tipped off by the selling dealer. 
This was one of thé heinous - 
practices that had begun to assert 
itself again and was of the ut- 


(Continued on Page 27, Col. 1) 


Chevrolet Extends 
Registrations Lead 


CSEPROLeT outregistered Ford 
by 5,680 trucks in July to draw 
ahead by 4,747 registrations in their 
race for the first seven months of 
1955. Chevrolet’s total was 169,516 
and Ford’s, 164,769, according to 
data compiled by R. L. Polk & Co. 


California forged back into top 
spot in July, easing out June’s 
champion, Texas, and Arkansas 
and North Carolina moved into 
the top 10 states in truck sales 
for the first time. 

Chevrolet’s market penetration 
for the seven months was 32.69 per- 
cent; Ford’s, 31.78 percent. Both 
dropped percentagewise from ‘the 
same period of 1954, however. Chev- 

(Continued on Page 36, Col. 5) 
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Dealers Missing Out . . . 


Automatics Sure Aid 
To Truck Profits 


(Continued from Page 25) 


ing or servicing rather than truck 
driving. 
+ . ” 


What Users Report 
A FLEET operator dealing in 
vending machines claims: 
“The ease of handling has induced 
a higher output of work resulting 
in increased sales on those routes 
where the (automatic-transmission- 
equipped) vehicles are in use.” A 
large candy manufacturer says: 
Needless to say, our drivers are 
very enthusiastic as it certainly re- 
sults in less driver fatigue.” 

Operating advantages are also 
being emphasized by those owners 
who have used the automatic- 
equipped trucks in rough going. An 
Idaho farmer wrote one truck 
maker: “It will crawl out of the 
mud where we would have been 
stuck before. It will do anything a 
conventional transmission will do 

“and a lot it can’t.” 

A contractor reports: 

“And if I need power, I’ve got 
it. I proved it not too long ago 
when my other pickup stuck in 
loose gravel up to the differen- 
tial. I just glided through the 
stuff with my automatic-equipped 
job and pushed that pickup out 
with no trouble at all.” 

From the standpoint of lessened 
maintenance, owners of the light 
jobs report savings comparable 
with the larger jobs being operated 
in over-the-road freight moving 
work, where costs are watched with 
an eagle eye. 

Texas businessman reports: 
“More economical to operate than 
a conventional transmission. Gaso- 
line use is about the same or pos- 
sibly a little better. There has been 
no maintenance or repair expense 
to the unit at all.” 

A contractor reports: “In 18,000 
to 25,000 miles have had no me- 
chanical trouble. Other make pick- 
ups bog down or tear out clutches.” 

+ 


Obvious Selling Pitch 


Wi all of the evidence from 
users indicating that the auto- 
matic transmission is even more 
desirable from both the easier driv- 
ing and the economic operation 
standpoint, it is surprising that 
more dealers who have been com- 
plaining about the lack of profits 
and the inability to do a selling job 
on the light trucks in the current 
highly competitive market haven’t 
put forth more effort to sell the 
automatic - transmission - equipped 
trucks against their competitors’ 
long trade and discount deals. 

The automatic transmission gives 
the salesman something to hang a 
strong product selling pitch on. It’s 
new to many buyers and is backed 
up with plenty of evidence of sound 
operational savings from more 
stops per route to less cost of oper- 
ation and elimination of “down 
time.” 

Or has selling the light truck 
dropped to such a low that many 
dealers have acquired the feeling 
that handling light trucks is just 
a necessity adjunct to represent- 
ing the line—like washing the 
windshield in a gas station opera- 
tion? 

Dealers who have made it a part 
of their business to understand the 
truck business and have gotten to 
like it are making money with 
their truck franchises, even on the 
lighter models. But they know that 
to make money with trucks, they 
and their salesmen must sell them 
to the buyer. 

* * 


Standard in More Jobs 


TSaRS is no question in any 
truck man’s mind but that more 
emphasis is going to be put on 
automatic transmissions in the 
truck end of the business. While 
these students of the industry are 
not prophesying that the industry 
will go fully automatic this coming 
year or the next, they do see more 
makers turning out a larger per- 
centage of the under-10,000-GVW 
jobs with automatic transmissions 
next year. 

Much more emphasis is to be 





placed on dealers’ selling this unit 
wherever conditions make its use 
feasible. 

It can be expected that more 
models will be brought out by 
the factories, perhaps for 1956, 
with the automatic as standard 
equipment. 

It also can be expected that more 
truck makers will extend their 
offerings in automatic transmissions 
to more models or to the full line. 

Factory officials are genuinely 
worried over the lack of selling at 
the retail level today. They know 
that those dealers who really like 
the truck business and know how 
to merchandise trucks properly 
show good returns profitwise on 
their effort. 

Many different ideas have been 
tried to get more dealers to take 
an interest in trucks, even to the 


extent of taking trucks away from 
those dealers who make no effort 
to sell properly. Few of these plans 
have worked out. 

* * + 


No Special Problem 


N THE under-10,000-GVW class, 
trucks are too closely allied with 
cars to rate a separate category. 
They must be handled in volume in 
the heavy use areas and experience 
has shown that most truck selling 
up to the 14,000 GVW size does not |g 
demand specialists to do a sound 
and profitable job of selling. ’ 

Any salesman who will work, use 
common sense and take just a little 
extra time with the prospects usu- 
ally can make the proper recom- 
mendations. 

Truck men sincerely feel that 
most of the current truck sales 
problem lies right at the door of 
the dealer who has made up his 
mind that he doesn’t like the 
truck business and won’t take 
the trouble to do a reasonably 
consistent selling job. 

With over 10 million trucks now 
on the roads and streets of the 
nation, eating more miles per vehi- 
cle each year than cars, there is no 
reason why dealers should consider 
trucks as a step-child in their 
franchise. 





a wes Sit 


Fruehauf to Make ‘Mobilvans'— 


Fruehauf Trailer Co., Detroit, has been given exclusive manufacturing and distribu- 


tion rights to the Clark Mobilvan System. Developed by Clark Equipment Co., the 
system uses Clark fork lift trucks designed to automatically lock a van or container 
to the bed of a railroad flat car or the flatbed of a trailer (above) or truck. At its 
destination, the container can become a storage structure for contents not needed 
immediately. Fruehauf will make the vans and Clark will produce the locking 
mechanisms under the agreement. 





TAILORED POWER 


FLEXIBLE POWER is the key to profitable haul- 


ing 


today. A vehicle must have the workhorse 


pulling power to haul heavy loads! Torque is 
needed for bad road conditions or hill-climbing! 


Speed is needed for fast haulin 
empty vehicle back for new loads sooner. 


ing, to bring an 


TDA 2-Speed Axles answer trucking’s need for 
flexible power. Exclusive double-reduction de- 
sign permits a range of spreads all the way from 


28% to 49% .. 


- in an almost unlimited number 


of gear combinations. TDA allows tailoring the 
power of your truck to meet any variety of 


hauling conditions. 
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Convene This Month... 





Dealers Helped by TBEA, ATA 


(Continued from Page 25) 
most concern to ethical distrib- 
utors. They recognized the con- 
siderable savings in selling costs 
from fair play with truck dealers. 


It became quite evident that 
something had to be done to curtail 
the tip-off practice. Some way had 
to be found for regaining the type 
of selling ceoperation that had 
existed for a short time in the past 
when both Chevrolet and Ford dis- 
continued handling the long line 
of bodies and equipment they had 
been furnishing their dealers. 


Much has been accomplished by 
TBEA in helping to keep selling 
on a@ more even keel and helping 
the small body and equipment 
makers to solve many of their 
manufacturing, legislative and sup- 
ply problems. 

x 


* * 


Show Much Larger 


= year, the eighth annual 
meeting will see TBEA greatly 


COMES T0 TRUCKING 


with TDA 2-speed axles 





expand its show, which up to this 
time has been held mainly for 
suppliers of the body makers. The 
125 booths that will be available 
in the Morrison Hotel will be open 
to body and equipment makers 
who wish to show their products 





Referendum Ruled Out 
On N. M. Weight Law 


ALBUQUERQUE, N. M.—The 
attorney general’s office has ruled 
New Mexico’s 1955 truck weight 
limit law is not referable to the 
voters. 

Former Gov. A. Y. Hannett, 
representing the Citizens’ Good 
Roads Committee, which is fight- 
ing the act, said he would begin 
work on a petition for a writ of 
mandamus asking the attorney 
general to show cause why the 
law is not eligible to general 
referendum. 








to the many topflight distributors | 
from coast to coast. 

The show also will be open to | 
truck dealers. The management 
hopes that every dealer who can | 
attend will avail themselves of the 
opportunity to get acquainted with 
the products that will be on display 
and the distributors present. 

The ATA, while not of prime 
interest to the truck dealer perse 
because it mainly aims to handle 
the problems of “for hire” truck- 
ers and big fleet operators, still 
is of great importance to dealers 
because it helps protect the deal- 
ers’ sale of trucks. 

If it were not for the valiant 
fight which ATA and similar or- 
ganizations have made against the 
railroads and other enemies of free 
and equitable truck operation, it 
is unlikely that the trucks on the 
road would now number over 10 
million and that four out of every 
five trucks sold would be for the’ 














BLIND MAN 
DRIVES THIS CAR. 





Sign seen on a truck belonging 
to Arrowhead Venetian Blind Co. 


cc 
replacement of those junked dur- 
ing the previous year. 

Without such organizations as 
ATA and the Automobile Manu- 
facturers Assn. watching out for 
the interests of all truckers, much 
of the use of current trucks would 
be in the hands of large fleet oper- 
ators who would bypass most deal- 
ers in filling their new vehicle 
needs. 





Exclusive, double-reduction design offers almost unlimited 
possibilities of gear ratios and ratio spreads—this versatility 
provides tailored power for every trucking need. 


4 





Wisconsin + Utica, Ne 


How TDA‘s extra “spread” works to your benefit. All 
2-speed axles employ an extra set of gears to give two 
ranges of speed or power to choose from . . . one for 
pulling power, the other for fast speed. Most 2-speed 
axles offer only one choice of “spread”—37%. Design 
limitations prevent changing this standard “spread.” 


However, TDA uses the exclusive double-reduction 
design. With TDA, spreads are available all the way 
from 28% to 49%. This means that your axle can actu- 
ally be tailored to give you just the power you need. 
Not only can you specify the spread most suited to 
your immediate trucking need—but you can easily 
change from one spread to another by merely changing 
the low speed helical pinion and gear—an easy me- 
chanical change. 

TDA’s more efficient use of engine power gives im- 
portant benefits . . . high road speeds, faster deliveries, 
better payload, and maximum fuel economy. No mat- 
ter what your hauling problem or load/road conditions 
you save with TDA. 

How TDA’s 2-Speed principle works! A husky hypoid 
ring gear and pinion set (No. 1 above) provide the first 
step of the total gear reduction for both fast and slow 
ratios. Two large, heavy-duty helical gear sets provide 


Lee ee | 
AXLES 


OCKWELL SPRING AND AXLE COMPANY 


World's Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 
Plants at: Detroit, dione . Chock, 
ww York « , Kenton 
and Newark, Ohio » New Castle, Pennsylvania 


©1955 RS&A Company 





the second step. Both sets are of balanced size and ca- 
pacity. One set (No. 2) is for fast speed; the other (No. 3) 
is for slow speed. The clutch collar (No. 4) power shifts 
to right or left to engage one helical pinion or the other. 


Greater endurance, longer truck life with TDA. TDA’s 
simple design eliminates small complicated parts and 
midget size gears. Large hypoid-helical design provides 
more teeth in contact — quieter operation 

and far less strain. Bearings are 
larger, too. All this adds up to 
more profitable operation “ 
under all conditions. 








Cabinet Report 


Called Threat to 
Truck Industry 


McCALL, Id. — If the so-called 
Cabinet Committee Report on 
Transport Policy is passed by Con- 
gress, it will permit the unrestricted 
entry of the railroads in the truck- 
ing field, Neil J. Curry, president 
of the American Trucking Assns., 
has charged. 

Addressing the Idaho Motor 
Transport Assn. here, Curry said 
the report recommends a policy 
that would “reduce economic regu- 
lation of the transportation indus- 
try to the minimum consistent with 
the public interest, to the end that 
the inherent economic advantages 
—including cost and service advan- 
tages—of each type of transporta- 
tion may be realized in such a man- 
ner as to reflect its full competi- 
tive capabilities.” 

He stated that the report urges 
the killing of the language on which 
the Interstate Commerce Commis- 
sion and the U. S. Supreme Court 
have rested in their decisions to 
keep the railroads out of other 
forms of transport. 

Noting that the financial re- 
sources of the railroads dwarf those 
of the largest truck lines, Curry 
said, “For 20 years the railroads 
have been planning, scheming and 
propagandizing against the day 
when they should make an all-out 
effort to eliminate competition — 
your competition with them. The 
day has arrived.” 


Iowa Out to Nab 


Gas Tax Evaders 


DES MOINES.—Iowa has 
launched an allout drive against 
truckers who attempt to bring 
more than 20 gallons of gasoline 
into the state without paying the 
state gas tax. The tax recently was 
raised one cent to six cents a gal- 
lon. 

Treasury agents recently set up 
road blocks along the Missouri 
border, examined the gasoline 
tanks of trucks, and demanded 
payment of the tax on all gas 
over 20 gallons. 

The state also has established 
a “border patrol” for southern and 
western Iowa. James W. Wilkins of 
Des Moines, former Polk County 
deputy sheriff, has been hired to 
check trucks entering from Ne- 
braska and Missouri. 


Operators Warned 


New Pa. Law Forebodes 


Trouble in 5 States 


CINCINNATI.—Any truck opera- 
tor loaded to the maximum under 
Pennsylvania’s new tandem law is 
likely to be overloaded if he hauls 
west from Pennsylvania into Ohio, 
Indiana, Illinois, Michigan and Wis- 
consin, 

That is, unless he has a tandem 
with a nine-foot spread between 
axles. 

The new Pennsylvania law allows 
36,000 pounds on a standard tan- 
dem, and a gross weight of 60,000 
pounds. But four of the five western 
states listed allow only 32,000 
pounds on a standard tandem, with 
Ohio allowing only 31,500 pounds. 
However, using a tandem with a 
nine-foot axle spread, operators can 
carry the full 36,000 pounds legally. 

These figures are taken from a 
chart that is part of the display 
Trailmobile is taking throughout 
Pennsylvania to acquaint operators 
with the Trailmobile tandem and 
the new Pennsylvania law. 





Diesel Trucks Target 
Of L. A. Smog Action 


LOS ANGELES. — The City 
Council has asked for a stepped- 
up enforcement of air pollution 
regulations applicable to motor 
vehicles, particularly to diesel 
trucks. 


John S. Gibson jr., council pres- 
ident, introduced the resolution 
which claimed that increased en- 
forcement was necessary as & 
curb against smog. A California 
Trucking Assn. spokesman denied 
that diesels contributed materi- 
ally to smog. He said: “Such 
trucks consume less than 1 per- 
cent of all motor vehicle fuel used 
in Los Angeles.” 
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96-IN. FROM BUMPER TO BACK OF CAB! That’s what makes it possible for Reo 
220 H.P. V8’s to haul 35 ft. square nose trailers within 45 ft. overall length. And this, of course, means 
bigger payloads for you—because a 35 ft. square nose (7 ft. high) will provide as much as 16.8 cu. ft. 
of extra payload area! Being more compact, Reo tractors also give you more power with less weight. 
Reo V8 Tractors are actually up to 2000 pounds lighter than others in the 200 H.P. range. You get 
2000 pounds more payload! Reo Gold Comet V8’s, gas or LPG—both with advanced wet sleeve con- 
struction and short stroke design—are pound for pound the most powerful truck engines on the road! 


CONVENTIONAL CAB! yes, you get this vital 96-in. dimension—from bumper to back of cab 
—with all the driver comfort of a conventional cab. There is less heat, less noise, and more leg room 
in Reo’s “full comfort”’ cabs. This means more efficient as well as more comfortable drivers. It means, 
too, that the engine is much more accessible for servicing. So take a long, close look at Reo—and 
compare before you decide! See one perform on your job. Your Reo representative will gladly arrange it. 








Hauls 35-Foot Square Nose Trailer | 
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with CONVENTIONAL CAB 


Within 45-Foot Overall Length 


LOOK AT REO!... For Bigger Pay Loads... 


More Compact Power... Greater Driver Efficiency! 


100,000 Mile or 1 Year Warranty ie dea 


Reo Gold Comet engine—your assurance from the manu- 
facturer of the lifetime performance that’s built into the Reo 
Truck for your job. Look under “‘R” in the telephone book 
and call your Reo Factory Branch or Distributor today! 


REO MOTORS, INC. 


Lansing 20, Michigan * Toronto, Ontario 


TUN Care 


TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT—GAS OR LPG | 





SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 
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Increase 7 Months’ Share .. . 


Lightest Trucks Get 
48 Pet. of Output 


(Continued from Page 25) 


penetration of the 5,001-10,000 
pounder. This has declined from 
19.15 percent in 1951 to 16.27 for the 
year up to July 31. (See accompany- 
ing Truck Volume by Weight 
Table.) gies 


ANOTHER steady loser is the 
10,001-14,000 pound GVW class, 





Electronic Scales 
Installed on Pike 


which has dropped from 7.01 in 
1951 to 3.89 for seven months in 
1955. 

As a matter of fact, only the 
5,000-pound-and-under, the medi- 
ums and the heavy -heavies 
showed a gain in comparing the 
1955 output with that for the 
same period of 1954. 

The 14,001-16,000 pound GVW 
class gained 0.47 percentage points, 
the 16,001-19,500 gained 0.71 and the 


“dream” trucks have taken to- 
ward reality. Most of these im- 
provements have been taking 
place among the lightest vehicles 


capacity—are luring buyers away 
from the 10,001-14,000 GVW class. 

Second, state legislatures have 
been displaying a more liberal atti- 
tude toward maximum weight lim- 
its and truck overall lengths and 
heights. This naturally will result 
in more tonnage being hauled by 
single units than has been the case 
in the past. 

If this trend continues, ag ob- 
servers believe it will, more of the 
over - 26,000- pounders can be ex- 
pected to be produced and put into 
service every year. 


+ 
Truck Volume by Weight Class 
First Seven Months, 1955-1954 
Pet. Pet. 
Share Change 





Canadian Truckers 
Urged to Register 
For Radio Permits 


By M. L. Schwartz 
Staff Correspondent 


OTTAWA. — Profiting from mis- 
takes made by U. S. truckers, the 
Canadian Trucking Assns. has ad- 
vised its members to make their 
intentions known immediately if 
they are interested in using two- 
way radio. 

By notifying the CTA or provin- 
cial trucking associations promptly, 
Canadian truckers can probably 
avoid the frequency shortage ex- 


and favorable decision on CTA’s 
application for channels. 


‘| HARRISBURG, Pa.—New elec- | 1.39 percentage points, only one be-| weignt Sales, 
Gavw 
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26,001 - pound - and - over picked up of of > 1 Pet. Sign of Satisfaction 
1955 1954 1955-1954 | An International truck with a “Metro” 


The demand in Canada for radio 
frequencies already exceeds the 
supply. Department of Transport 
officials now dealing with the CTA 
application for channels are being 
pressured from many quarters. 

“Radio frequencies are in the 
public domain and cannot be re- 
served indefinitely for potential 
users,” G. M. Parke, of Toronto, 
chairman of CTA’s committee on 


4 tronic weighing equipment is | hind the 5,000 - pound - and - under 
being installed at toll gates of | class which gained 1.40. 5,000 or less 48.65 47.25 -+1.40| body looms over Chicago's loop on the 
the Pennsylvania Turnpike, ac- .: 5,001-10,000 16.27 18.62 —2,35 | Jewel Tea Co.'s giant animated electric 
cording to Lee D. Rishel, who 7 facts seem to be reflect- 10,001-14,000 8.89 3.98 — .09| sign at State and Randolph Sts. Jewel 
heads toll collections. ing trends hitherto noted by | 14991-16000 17.82 17.85 47| Tea, whose 1,600 Metros comprise the 

The equipment will be used |AvTomotive News and commented | 1¢ 99-19,500 4.84 3.68 .71| nation’s largest fleet of International multi- 
when a new system of collecting (on as straws in the wind which will | 19 ,501-26,000 3.56 5.09 —1,53 | stop units, used the truck to represent its 
truck tolls, based on weight clas- (affect the truck picture in the/9¢991 @ Over 5.47 4.08 +-1.39| coast-to-coast home delivery service. Panel 
sifications, goes into effect Jan. 1. | months and years ahead. : at lower left carries animated cartoons in 








First is the rapid strides the 100. 100. a 20-minute show. 





TO BUILD MORE 
LUBRICATION 


BUSINESS... 


Ve 


new performance 
and efficiency 


+] 
to handle it faster and better! 


eye-catching new... 


WALL ALEMITER 


with built-in air hoist! 





It’s years ahead in design, with a modern custom- 
made look that builds customer acceptance fast. 
Simple fingertip control saves time and labor of 
manual drum changing... keeps lube area clean— 
ready for business! No greasy loading or trans- 
ferring. Delivers lube directly from 120-lb. drums. 

Famous Alemite Super-H Pump lets you handle 
lube jobs 4% faster! Also equipped with two Low 
Pressure Pumps for gear lube, automatic trans- 
mission fluid, or motor oil. One air line serves 
three pumps and air hoist. Multiply sales with 
the new Wall Alemiter! For full details, con- 
tact your Alemite representative today! 


sell more lubrication service with 
these Alemite advantages! 





BEAUTY ! The Alemiter modernizes every lubrication department — 
attracts new customers! 


CONVENIENCE ! Cover assembly and pumps raise automatically as 
a unit —with fingertip control! 


PERFORMANCE! All the power you need for every type of lubrica- 
tion service — one Super-H Pump and two L.P. Pumps! 


ps 


cS 


© Aluminum finished 
cabinet reinforced and 
welded in one unit! 


® Requires only 
60x18** floor 
wee la space | 


at ALEMITE 


REG U >. FAT OFF 


1 L Dept. L-95, 1826 Diversey Parkway, Chicago 14, Illinois 


pemdene e  s 








mobile radio communication, points 
out. 

“Should the trucking industry 
lose its present position in regard 
to allocations, it is unlikely to re- 
gain it. The Department of Trans- 
port is not likely to compel other 
interests to make ‘way for truckers 
by abandoning their own use of 
two-way radios,” he said. 


Congress to Study 
Keys to Effective 
Fleet Safety Plan 


CHICAGO. — Keys to a success- 
ful fleet safety program will be the 
theme of the commercial vehicle 
sessions at the 43rd National] Safety 
Congress and Exposition here, Oct. 
17-21. 

The fleet sessions will cover pre- 
ventability—the key to safe driving 
awards; the economic advantages 
of good accident reporting; how to 
determine accident costs and. put 
this information to work; methods 
of organizing effective fleet safety 
programs in both large and small 
fleets, and workshop sessions for 
common carriers, private carriers, 
automobile transporters, intercity 
buses and taxicabs. 

The three-day commercial vehicle 
program will reach its climax 
Thursday noon when more than 50 
winners in the Nationa] Fleet 
Safety Contest will be presented 
with trophies at an award luncheon 
sponsored by General Motors. Wil- 
liam F. Hufstader, vice-president 
in charge of General Motors’ dis- 
tribution staff, will be the speaker. 


Canada Outlets 
Named by Leece 


CLEVELAND. — Appointment of 
eight new Canadian central dis- 
tributors is announced by P. K. 
Bremser, vice-president of Leece- 
Neville Co. 

New distributors include Auto 
Electric Service, Ltd., Regina, Sask.; 
Auto Marine Electric, Ltd., Van- 
couver, B. C.; A. Cross & Co., Ltd., 
Toronto; Hutton’s, Ltd., Calgary, 
Alta. 

Other firms are International 
Electric Co., Ltd., Montreal; Lone 
Star Auto Electric Service, Ltd., 
Saskatoon, Sask.; Loveseth, Ltd., 
Edmonton, Alta., and Shape’s, Ltd., 
Winnipeg, Manitoba. 


Looking Ahead 


Mack Seeks to Design 
Bus of Tomorrow 


NEW YORK. — The conven- 
tional transit bus, basically un- 
changed for years in outward ap- 
pearance, may be in for a face-lift- 
ing, says P. O. Peterson, president 
of Mack Trucks. 

Mack has assigned Alexis De- 
Sakhnoffsky, an automotive stylist, 
to “take a good look into the fu- 
ture and determine what it holds 
for the bus, both in commuter com- 
fort and convenience.” 

Peterson said Mack is determined 
to be the leader in advanced bus 
design. 
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(Continued from Page 25) 


a later day inasmuch as they did 
not announce the present line until 
late this spring. While no date 
was pegged for the showing of 
next year’s Dodge truck line, it 
no doubt will be well after the 
first of the year. 

Inasmuch as there will be an 
upping in power in the Chrysler 
division engines, it follows _ 
cally that the Dodge truck line 
will soon inherit some of these 
increased power advantages, and 
especially the smaller models 
will get the advantage of more 

werful 


po brakes. 

Chrysler, along with Ford, is very 
safety concious this year, and I feel 
that Dodge truck dealers can expect 
to have some of this engineering 
toward greater safety spill over 
into the truck line. I hear through 
the grapevine that they also will 
have available to them as an op- 
tional piece of equipment a new type 
of heater that will warm the 
cockles of those in the areas where 
it really gets cold. 


Ford’s Offerings 
| prec sprung its new line on the 
typewriter poinders the next 
day, and the entire new line ef 
trucks was displayed. Six engines, 
ranging in size from a six “econ- 
omy” engine developing 133 hp at 
4,000 rpm to the Torque King 
Special eight developing 200 horses 
at 3,800 revs, will power the new 
line. 

Included in the offerings for 1956 
will be nine conventional models, 
ranging in GVW from light Courier 
to the F-900 with a GVW of 29,000 
pounds in five different wheelbases. 

The cab-forward line of six 
models starts off with the C-500, 
rated at 15,000 pounds GVW in 
three wheelbases of 110,134 and 158 
inches to the C-900 rated at 29,000 
pounds GVW with wheelbases of 
116, 132 and 156 inches. All will 
accommodate bodies up to 16 feet 
long in the larger sizes and 17 feet 
in the two smaller models. 

Three models are being offered 
in the tandem axle line starting 
with the T-700 with a GVW of 
28,000 pounds up to the T-800 
rated at 42,000 pounds GVW. 

The school bus chassis line of 
four models runs from the B-500 
of 13,000 GVW and built to ac- 
commodate a 36-passenger body 
to the B-750 of 21,000 GVW and 
which will take on a 245-inch 
wheelbase. 

Two new parcel delivery chassis 
complete the line, the P-350 with 
a GVW of 8,000 pounds and the 
P-500 with a GVW of 15,000 pounds. 

The upping of horsepower in the 
truck line for 1956 is pegged at 
ratings averaging 17.3 percent. A 
new seat arrangement allows the 
driver to adjust the seat cushion 
to accommodate hig leg length in 
addition to the movement of the 
entire seat forward and back. 
Tachometers are installed as stand- 
ard in the larger models, which 
will enable drivers to obtain greater 
efficiency in operation and less 
strain on the engines. The uneco- 
nomic ranges are clearly marked off 
with a red band running up from 
the low speeds as well ag the 
uneconomic highest range. 

Three of the new truck engines 
are equipped with four-barre] car- 
buretors. Thug the servicing of 
these new engines will demand 
more than the “slim dime and 
screw driver” type of electrical and 
carburetion settings that have pre- 
vailed in many truck operators 
shops. They will present not only a 
greater challenge to the Ford dealer 
but a greater opportunity to profit 
while he serves his truck customers. 

R. S. McNamara, general man- 
ager of the Ford division, looks 
forward with increased confidence 
to Ford maintaining its position 
in the up-coming highly competi- 
tive market with the completion 
of three new assembly plants with 
expanded facilities and room for 
truck assembly. 
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Harvester’s Hopes 

[®SPITE being in the throes of 
a strike which had shut down 

truck production completely, Inter- 

national Harvester pulled back the 

curtains on its news line to a 


selected group of trade and voca- 
tional paper editors in Chicago the 
day following the Ford sortie. 

All top Harvester truck officials 
were there including J. L. Mc- 
Caffrey, president, and Pete V. 
Moulder, executive vice-president 
who came up through the truck 
end of the business. 

New styling and especially a 
swing into two-toning and 
fabrics for seats and  badiie was 


Galion Names Acme 


GALION, O. — Galion Alisteel 
Body Co. has announced the ap- 
pointment of Acme Spring & 
Equipment Co., Charleston, W. Va., 
as distributors of its products 
central West Virginia. 






SPECIFY 


especially 
its spot among the builders of 


The line includes several] multi-| heavy-duty trucks where IH has 
stop, delivery models with factory | consistently produced around one- 
mounted Metro bodies, five cab-|third of all trucks built, according 
forward jobs, school bus, fire truck |to him. 


and three four-wheel drive models 
in addition to the conventional 
units. 

A new light duty 4 x 4 (S-120) 
with an extremely low loading 
height for an all-wheel drive unit 
highlights the newer creations. 
Another “new” pointed out with 
pride by Harvester sales brass is 
the light-weight multi-stop Metro, 
where a combination of fiber glass 
reinforced plastic, magnesium and 
aluminum alloys play an important 
part in reducing dead weight and 
increasing load carrying ability. 

J * + 


Eight Engine Soon? 


A NEW optional deluxe cab, 
available on all conventional 
models comes in special two-tone 
interior trim colors with color 
matching steering wheel; perfo- 
rated, sound-insulated roof trim 
panel and nylon with matching 
vinyl-coated fabric over thick foam 
rubber seat and back cushions. 
Ralph Buzzard, sales manager, 


in |is confident of being able to main- 


tain Harvester’s third place in 


Harvester has always emphasized 
product selling in its schools and 
not only trains its own salesmen 
but many from the 3,700 combina- 
tion dealers and the 1,500 dealers 
who are either car dealers or 
independents. 

To give additional emphasis to 
the kickoff of the new S line and 
the improved R lines the company 
will feature for 1956, two new 
films in color have been made that 
tell the Harvester story magnifi- 
cently. The films tell all but when 
the new eight-cylinder engine will 
be introduced into the line—which 
Tl bet won’t be too many moons 
away. 
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Shrimps Ahoy— 


Three shrimp gourmets stood for being 
labeled at the General Motors Powerama. 
On deck of the diesel-powered shrimp 
boat that came up from Jacksonville, Fla., 
to play its part in the diesel extravaganza, 


were, from left, Columnist Jack Weed, 
Charlie Bonner, of the Cincinnati Times- 
Star, and Bruce Forbes, of Forbes maga- 
zine. 





CE OF MIND! 


When you order new highway transport equipment, be 
sure to specify Midland Power Brakes — then you can be 
sure of getting the finest. Yes, you can rely on Midland 
Power Brakes—air or vacuum—to give you long, trouble- 
free, satisfying service — and at the lowest overall cost. 


Specify Midland, too, when replacing or modernizing 
the power brakes on your present equipment. Every Mid- 
land Air or Vacuum Power Brake Kit is especially en- 
gineered for the truck, tractor, or trailer for which it was 
designed — to give you top performance and positive pro- 
tection at all times. 

Specify Midland Power Brakes and enjoy real peace of 
mind! 


THE MIDLAND STEEL PRODUCTS CO, 


3641 E. Milwaukee Avenue - Detroit 11, Michigan 
_ Export Department: 38 Pearl Street, New York, N.Y. 





Every working part in Midland’s 
Power Brake Systems is thoroughly 
engineered and carefully tested to 
insure maximum efficiency and cus- 
tomer satisfaction. 


Midland Power Brakes are easily 
and quickly installed, come in com- 
plete kits for installation either at 
your nearest Midland distributor or 
in your own shop. 


Midland Power Brakes stop any 
legal load—quickly, easily, safely. 
Midland brake systems are designed 
and built with tremendous reserve 
power. 


Midland Power Brake Kits or parts 
—as well as service—are readily 
available through a national net- 
work of distributors, as well as rep- 
resentatives in most foreign coun- 
tries. There’s one near you. 


Those Who Know 


MIDLAND! 


Power Brakes Choose 








FAST-SELLING RP 


NEW HUDSON DEAL. 


Nothing else like it anywhere—a family 
car, ideal business car, perfect second car 
and women’s car — and now, model for 
model, America’s lowest priced car! Ram- 
bler line includes sedans, hardtops, station 
wagons —so popular that sales are up 
123.6% the first six months this year over 
last year—the industry’s biggest sales gain. 


RAMBLER CUSTOM CROSS COUNTRY STATION WAGON 


America’s lowest prices, lowest upkeep, highest mileage, and best resale! 


So easy on the budget — the Rambler 
is not only easy to buy, it’s easy to keep 
up. Gas, oil, tires, and service costs are 
at a minimum. Salesmen say Rambler cuts 
their travel costs 50% — fleet owners agree. 
Rambler economy is easy to demonstrate, 
makes just about any new-car prospect a 
red-hot Rambler prospect! 


Longest gas mileage of any American 
car, Rambler chalked up a second 27.47 
miles per gallon with Hydra-Matic Drive 
in this year’s Mobilgas Economy Run. 
Rambler owners continually report up to 
30 miles a gallon — potent sales point for 
every Hudson dealer in these days of rising 
gas prices, higher gas taxes. 


USED-CAR RETAIL PRICES* 
Four-Door Sedans, 1954 Models, Sept. 1955 
U. S. Composite — All Regions 


Retail Price Retention of 
Make Used Four-Door Original Price 
1954 Sedans — Per Cent 


RAMBLER $1,333 74.3 

Car B 1,262 74.2 
Car C 1,230 73.2 
Car D 1,185 67.1 
Car E 1,162 64.5 


*Source: NADA Official Used-Car Guide | 


Highest resale value in its field Ste 
(above) how Rambler brings the highest 
resale prices. Trades on Rambler, exclit- 
sive of American Motors makes, ale 
over 50% in the other four low-pricéd 
cars. Hudson dealers are trading for te 
fastest-moving used cars, giving them 
active, satisfactory used-car operations. 





AMBLER SPARKS 


.-THE DEALER'S DEAL 


| 


Industry's only truly low-priced, 
compact car proves its sales power 
with biggest percentage sales 
increase in the volume field 

...Stars in new Hudson deal with 
spectacular, new Hornets and Wasps! 





” 

Complete market coverage — The smart 

' Rambler, real “comer” in the volume, low-price 

; field; the spectacular Wasp, big economy buy in 

i the medium-price field; the fabulous Hornet, beau- 
tiful performer in the upper-medium-price field 

‘ — that’s the line-up that puts Hudson dealers in a 


position to do business with over 95% of all new- 
car buyers in their areas. This great line-up is 
backed with complete advertising, merchandising, 
and promotion at national and local levels — such 
as the smash-hit “Disneyland” television show, 
now on 178 network stations. 


: Hudson. 


- Motors Division Be. saat” 








Highest gross-profit margin— number-one feature 
in the Hudson franchise! A discount structure as liberal 
as any in the industry, plus area bonuses, give Hudson 
dealers a top-profit opportunity. And this isn’t wiped 
out by arbitrary car shipments or tie-in orders. Straight 
through, the Hudson deal is a Dealer’s Deal! 





How to get all the facts: There are a few Hudson 
franchises still available in choice areas. You can get all 
the facts on The Dealer’s Deal by writing, wiring, or 
phoning N. K. Van Derzee, Vice President in Charge of 
Sales, at the address below, or by contacting the nearest 
Hudson Zone Office. 


of American Motors 
Corporation 


‘ 


14250 Plymouth Road, Detroit 32, Michigan 
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Truck World in Brief 


LONDON. Leyland Motors, 
Ltd., has announced that it will 
construct diesel-engined vehicles of 
20,000 pounds GVW and over in 
India. The Indian firm will be 
called Ashok Leyland, Ltd., and 
has placed initial orders for ma- 
chine tools, jigs and other equip- 
ment. 


* * 


* 
‘Clark Adds 4-Wheel Brakes 


On 75A Tractor Shovel 


BENTON HARBOR, Mich— 
Four-Wheel hydraulic brakes, pre- 
available only on larger 
machines in the line, are now 
standard equipment on the Michi- 
gan Model 75A tractor shovel man- 
ufactured by the construction ma- 
chinery division of Clark Equip- 
ment Co. 

With four-wheel drive and rear- 
wheel steering, the Model 75A is 
offered with either a 77 horsepower 
gasoline engine or an 80 horsepow- 
er diese] engine. It also has a 12- 


volt electrical system and four 
speeds forward and reverse, with 
a maximum of 26 m.p.h. in either 
direction. 

* * = 


New Truck-Equipment Plant 


Planned for Brantford, Ont. 


BRANTFORD, Ont. — A new 
truck-equipment factory will be 
built here, according to W. Ashton 
Cockshutt, general manager of 
Brantford Coach & Body Co., Ltd. 

The company, Brantford - Holan, 
Ltd., will be a joint operation of 
the Brantford firm and J. H. Holan 
Corp., Cleveland. It will make truck 
bodies and hydraulic truck equip- 


ment. 
€ > « 


Truck License Change 


Seen in Ontario 

TORONTO. — A major change 
in the system of issuing licenses 
for public commercial] vehicles 
probably will be instituted shortly. 


Under the new procedure it is said | Tr: 
PCV licenses 


will be taken from 
the Ontario Municipal Board and 
put under a separate commission. 
At present the board hag to ap- 
prove all applications for PCV’s 
before they are issued by the De- 
partment of Highways. Members 
of the Legislature have complained 
that the board hag been inclined 
to favor large trucking concerns. 
Many small truckers applying for 
licenses have had licenses refused 
in recent years on the grounds that 
“public convenience” didn’t require 
their services, it ws, reported. 


Mack Gets Bus Order 


NEW YORK.— Forty additional 
Mack buses have been ordered by 
the Puerto Rico Ports Authority to 
supplement 50 delivered by Mack in 
June. The new order, amounting 
to $750,000, brings the total orders 
for buses during 1955 to more than 
$1,680,000. 7k 


Parkton Purchases 


3 Canadian Carriers 
MONTREAL. — James E. Hous- 

ton, president, and George M. 

Parke, vice-president, of Parkton, 


Ltd., have announced that the com-/| Co 


pany has purchased Automobile 


ansport, Ltd., of Montreal, Gil- 
son Automobile Transport, Ltd., of 
Toronto, and Roadway Carriers, 
Ltd., of Windsor, Ont. 

Parke hag been appointed presi- 
dent and general manager of the 
three companies and will continue 
as vice-president of Quigley Truck 
Lines, Ltd., of Hamilton, Ont. 

* 


GE Introduces Cooler 


Rated at 14% Tons 


SCHENECTADY, N. Y.—General 
Electric Co. has introduced a truck 
refrigeration system in a one-and-a- 
half-ton rating providing for in- 
transit and plugin standby cooling. 

It is in addition to the company’s 
line of one-half, three-quarter and 
one-ton ratings. GE said it was de- 
veloped for over-the- road, semi- 
trailer and wholesale truck use. 


Transportation Equipment 


Named Galion Distributor 


GALION, O.—Appointment of 
Transportation Equipment Co., East 
St. Louis, Ill, as distributor of 
Galion, products in southern Illi- 
nois and eastern Missouri, has been 
announced by Galion Allsteel Body 


The new distributor, located at 





On the assembly line of a leading automotive manufacturer, workers are installing Johnson bearings in a popular six-cylinder engine. 


Leading Automotive Manufacturer Depends 
On Johnson As A Supplier Of Bearings 


Here’s Why: First, Johnson engineers, metal- 
lurgists, and production men devote all the time 
necessary to help solve problems in the design 


and production 


of engine bearings to meet de- 


mands for higher speeds and longer service. 
Second, Johnson, as a leading supplier of orig- 
inal equipment bearings to automotive manufac- 
turers, can be depended upon to meet exacting 
specifications bearing after bearing, order after 
order when it comes to tolerances, smooth, 
mirror-like finish, and chemical analysis of the 






various metals specified 


Third, Johnson has built a reputation for get- 
ting bearings delivered when and where they are 
wanted and in the type of packages ordered. 

Fourth, Johnson’s prices are competitive with 
other leading bearing manufacturers. 

If you have a problem in the design of engine 
bearings, a Johnson man might have your an- 
swer. It won’t cost anything to talk it over. 
Write, wire, or phone the Johnson Bronze Co., 


685 S. Mill St., New Castle, Pa. 





1354 St. Clair Ave., will provide 
complete maintenance and parts 
service together with well-equipped 
body and hoist installation facili- 
ties, says O. C. Henkel, Galion 
president. 


Eastern Goes Hydra-Matic 


PONTIAC. — GMC has received 
an order from Eastern Freight- 
ways, Inc., Carlstadt, N. J., for 40 
highway tractors equipped with 
Hydra- Matic transmissions. The 
firm becomes the first big fleet in 
the northeastern section to go 
Hydra-Matic. 


* * * 


Manitoba Truck Statistics 


OTTAWA. — About 57 percent of 
the trucks licensed in Manitoba 
are farm vehicles, not restricted as 
to area of operation, the Canadian 
government reports. In all, 49,789 
trucks are registered in that prov- 
ince, with about 36 percent re- 
stricted to town operation. 


Employment, Wages Climb 
In Canadian Truck Industry 


OTTAWA.— The Canadian Gov- 
ernment’s latest nationwide survey 
of the truck transportation indus- 
try reveals that 18,245 employes 
were engaged in such operations 
on Apr. 1 when employment rose 
to 146.5 percent of the 1949 index. 

Average weekly salaries and 
wages were $64.29 on Apr. 1, as 
compared with $63.51 on March 1 
and $61.32 a year ago. 

* * + 


Three Fruehauf Plants 
Win Safety Awards 

DETROIT. — Fruehauf Trailer 
Co. hag announced that its Mem- 
phil, Avon Lake (O.) and Fort 
Wayne (Ind.) plants have “cap- 
tured a major share of honors” in 
the first annual plant safety awards 
contest sponsored by the Truck 
Trailer Manufacturers Assn. 

The Memphis plant was selected 
as the safest trailer manufacturing 
plant in 1954 and the Avon Lake 
and Fort Wayne plants were win- 
ners of honorable mention awards. 

eB a = 


Piedmont Truck Opens 


BURLINGTON, N. C.—Piedmont 
Truck Sales & Service, Inc., has 
been chartered. Partners are C. W. 
Reich, W. H. Hofler and L. H. 
Mount, all of Durham, N. C. 

* 


* * 


Trucker Renews Award 


BALTIMORE.—Joseph Davidson, 
president of Davidson Transfer & 
Storage Co, has announced re- 
newal of the firm’s scholarship 
award to the University of Mary- 
land. 

* 7 z 
Truck Branch Rising 

ALBUQUERQUE, N. M.—A $100,- 
000 factory motor truck branch of 
International will be completed here 
by Jan. 1, according to H. A. Jensen, 


branch manager. 
- a 


em 
Court Dismisses 17 Suits 


When Truckers Pay Fees 


SPRINGFIELD, Ill. — Circuit 
Court suits against 17 truck opera- 
tors have been dismissed, after the 
truckers paid a total of $16,015.84 
in taxes and fees for delinquent 
1952 truck licenses and privilege 
taxes. 

Attorney - General Latham Castle 
said the payment brought to $328,- 
286.38 the amount collected to date 
from delinquent truckers as a result 
of suits filed against them. 

= 


* « 
Body Plant Opens 
MONTREAL. — Hamilton - Van - 
Wilson, Ltd., has opened its new 
plant at Aldershot, Ont., where it 
will produce school coaches and 
truck bodies. 


* = z 


Service by the Acre 


MIAMI. — General Truck Sales, 
Inc. (GMC), has moved into its new 
headquarters here, covering 7% 
acres. It has room for 600 trucks 
and has 60,000 square feet of space 
under roof. 

* x = 


N. H. Buys Mack Trucks 


CONCORD, N. H.— New Hamp- 
shire has awarded a contract for 
two new trucks to Mack Motor 
Truck Co., Manchester, N. H., at a 
bid price of $5,159. 

4 
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’ 
SERVES INDUSTRY 
| .. -WITH MORE THAN 40% PRODUCTS 
OF THE HIGHEST QUALITY 


From the early days of the automotive industry, 
Auto-Lite has earned a reputation for building 
products of the highest quality and dependability 
for cars, trucks, tractors, planes and boats, as 
well as for our government and industry. That 


quality is reflected in the public acceptance of 


the name Auto-Lite—the best-advertised name 
in the automotive aftermarket. It is reflected, 
too, in the established Auto-Lite service facilities 
throughout the world. Today’s buyers know 
“You’re Always Right . . . With Auto-Lite.” 

THE ELECTRIC AUTO-LITE CO., Toledo 1, Ohio 
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BATTERIES © BUMPERS & GRILLES * CASTINGS — Gray Iron, Zinc and Aluminum 
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ASSEMBLIES * MOTORS — AUTOMOTIVE FRACTIONAL * STARTING MOTORS 

' SPEEDOMETERS * SPEEDOMETER CABLE © PLASTICS * SEAT AND WINDOW 

MOVING MECHANISMS ¢ SPARK PLUGS * SWITCHES 

WINDSHIELD WIPERS * WIRE & CASLE 
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14 Increase Gasoline Taxes .. . 


States Revise Trucking Laws 


ASHINGTON.—Most state leg- 

islatures have adjourned for 
1955, leaving behind a torrent of 
new trucking laws to be digested 
by the industry. 

Heading the list are boosts in 
gasoline taxes in 14 states, expected 
to add about $187 million to the 
users’ tax bills. Most of the revenue 
thus raised will go for highway 
improvement, although some is for 
schools. 

States which approved increases 
are: Alabama, one cent; Connecti- 
cut, two cents; Georgia, % cent; 
Towa, one cent; Maine, one cent; 
Michigan, 1% cents; Montana, 
one cent; Nevada, % cent; New 
York, two cents; North Dakota, 
one cent; Texas, one cent; Ver- 
mont, % cent; West Virginia, one 
cent; Wisconsin, two cents. 

Tax rates on other motor vehicle 
fuels were also increased. In most 
states the increased rates corre- 
spond with gas tax rates; however, 
different rates will be in effect in 





Today Stewart Mobile homes are seen 
and bought everywhere...and they can 
be sold from your showroom or used 
car lot. You, who have the proven 
ability to sell...and with practically 
no increase in personnel or facilities 
...can now get plus profits from selling 
STEWART mobile homes. 


Iowa, increased from five cents to 
seven cents. Montana, 6 cents to 
nine cents, and Texas, six cents 
to 6.5 cents. 

Michigan increased the liquified 
petroleum gas rate but not the 
diesel rate. Kansas increased its 
special fuel rate from five cents to 
seven cents but retained the same 
gas tax rate. 

In some states, portions of the 
tax rate were temporary and due 
to expire. Such taxes were extended 
or made permanent in California, 
Iowa, Kansas, Nebraska, North 
Dakota, Oklahoma and Pennsyl- 
vania. 

* * J 


(CONNECTICUT changed its car| 


registration fee from a range 

of $7 to $11 to a flat fee of $8. 
Georgia changed passenger car 
fees from a weight basis to a flat 
fee of $5 and provided a slight 
increase for smaller private trucks 
and smaller semi-trailers.. Registra- 
tion fees for common and contract 





carrier trucks and trailers were 
increased approximately 10 percent 
for those up to five tons rated 
capacity. 

Kansas repealed its ton-mile tax 
and revised its registration fee 
schedule for buses, trucks, and 
tractor-trucks effective Jan. 1, 1956. 
Gross weight is now the basis for 
computing fees which range from 
$7.50 for vehicles under 4,000 pounds 
to $825 for those over 60,000 pounds, 
with trailers and semi-trailers 
licensed separately at $20 each. 

Colorado further changed tax 
rates which became effective the 
first of the year. Effective Apr. 1, 
the mileage tax rate became 8 
mills per vehicle ton-mile, plus 
two mills per cargo ton mile. 

The mileage tax now applies to 


| vehicles weighing over 4,500 pounds, 


instead of those weighing over 
8,500 pounds; however, such vehi- 
cles now pay a $17.50 annual regis- 
tration fee, instead of one based on 
a schedule graduated to $589. 
New Mexico, like Kansas, repealed 


“Jan, Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov-Dec. 


its ton-mile tax in favor of higher 
truck and bus registration fees 
effective next January. 

Idaho enacted new registration 
fees and a mileage tax to become 
effective next year. Passenger car 
fees were increased, with a new top 
fee of $17.50, and special attention 
was given to taxation of commer- 
cial vehicles over 16,000 pounds 
gross weight and to non-commercial 
vehicles over 24,000 pounds. 


* * * 


— postponed for one 
year increased registration 
fees for passenger cars and com- 
mercial vehicles. 

Nevada increased fees for vehi- 
cles registered on a flat fee basis 
by 50 cents and by five cents for 
those on a per hundred weight 
basis. 

Montana increased truck and 
trailer fees effective Jan. 1, 1956; a 
new method for registering three- 
unit combinations was enacted and 
non - resident commercial operator 
single trip fees were amended. 

Tennessee increased registra- 
tion fees for all classes of vehi- 
cles by substantial amounts, but 
repealed the 3 percent gross 
receipts tax, reduced the bus 


a 


1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 
Dept. AN-10, Bristol, Indiana 


‘ 

inspection fee, and authorized pro 
rata registration of interstate bus 
fleets. 

Minnesota and North Dakota 
increased fees for all classes of 
vehicles by approximately 5 per- 
cent. 

Vermont provided a fee of $1.15 
per hundred weight for trucks that 
exceed 40,000 pounds gross weight. 

Other changes briefly are as fol- 
lows: Arizona increased its basic 
registration fee from $3.50 to $4; 
New Jersey provided new fiat 
annual fees for passenger cars 
(instead of horsepower); South 
Dakota provided a system of truck- 
tractor registration by which inter- 
changeability of trailers is facili- 
tated; Texas reduced motor bus 
fees; Minnesota reduced fees for 
intercity buses, and Utah changed 
its basis for computing commercial 
vehicle fees from an unladen to a 
gross weight basis. 

* * * 
-FIVE states already 
have chosen the constitutional 
amendment method for protecting 
their highway user tax proceeds. 

This year two states — Montana 
and Tennessee—adopted resolutions 
for anti-diversion amendments. The 
‘Montana proposed amendment will 
be voted on in 1956 and Tennessee 
in 1958. 


Laws newly enacted in Cali- 
fornia, Montana, Oregon, and 
Washington provide for creation 
of new reciprocity boards and 
adopt new reciprocity provisions 
and requirements. 

Thirteen states considered bills 
providing for proportionate alloca- 
tion of fleet vehicle registrations 
among states through which such 
vehicles operate. Thus far, 11 states 
have enacted such legislation: Cali- 
fornia, Kansas, Nebraska, Nevada, 
New Mexico, North Dakota, Okla- 
homa (buses only), Tennessee, 
Utah, and Washington. 


Generally, they provide for pro- 
rating (on a mileage operated 
basis) of vehicle registrations and 
certain specified taxes and fees: 
they apply to all property carriers 
and to for-hire passenger carriers. 
The Tennessee law, however, is 
restricted to passenger carriers 
only. 

e = a7 

At LEAST 10 states have 

amended their traffic laws to 
conform more closely to the “Rules 
of the Road” chapter of the Uni- 
form Vehicle Code. They include 
Connecticut, Indiana, Montana, 
Nevada, New Mexico, North Caro- 
lina, North Dakota, Tennessee, 

| Utah, and Wyoming. 


Arkansas and Indiana increased 
height limit from 13 to 13% feet. 


Idaho changed its table of 
(Continued on Page 37. Col. 1) 


‘Chevrolet Extends 


Registration Lead 
In Truck Race 


‘Continued from Page 25) 


|rolet’s loss was 2.68 percentage 
points and Ford’s was 1.15. 


= * * 


J[NTERNATIONAL was third with 

11.67 percent of the market: 
|GMC, fourth with 7.93 percent; 
| Dodge, fifth with 7.45, and Willys, 
|sixth with 2.85 percent, a 1.16-per- 
| centage-point rise from 1954. 

The others scored as follows: 

White, 1.51 percent; Studebaker, 
| 131; Mack, 1.12; Diamond T, 
| 0.39; Reo, 0.32; Brockway, 0.12, 
| and miscellaneous, 0.86. 
| In July, 45 states topped the same 
| period of 1954 to shove the month’s 
total registrations to 84,413, the 
second highest of the year. In June, 
90,005 trucks were sold, to top 1954’s 
June sales of 85,859. 
* * +. 

| CMevncL aT almost made a 
clean sweep of the states, tak- 
|ing the lead in 47 and the District 
i+ Columbia. Ford led only in Ohio. 


The top ten states for July were: 


July, July, 

State 1955 1954 Gain 
1. California 7,823 65,312 2,511 
2. Texas 7,149 6,095 1,054 
3. New York 5,066 3,956 1,110 
4. Penn. 3,821 2,884 937 
5. Ohio 3,750 2,262 1,488 

| 6. Illinois 3,612 2,670 942 

| 7. Michigan 3,235 2,635 600 
8. Arkansas 2,812 1,953 859 
9. N. Carolina 2,432 1,826 606 

10. Indiana 2,433 1,549 874 
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“4 Increase Gasoline Times eb. 
Many States Revise 
Laws on Trucking 


(Continued from Page 36) 


weights to increase maximum gross 
weight from 72,000 to 76,800 pounds. 
This law, also, provided special 
limits for vehicles hauling logs, 
aggregates, cattle and farm prod- 
ucts graduated from 37,800 to 79,000 
pounds. 

New Mexico, Washington and 
Wyoming all passed laws to permit 
combinations consisting of tractors, 
semi-trailers, and trailers and 
Arkansas repealed its restriction on 
number of units. 

New Hampshire increased gross 
weight from 50,000 to 66,400 
pounds based on tables of axle 
spacing, and increases single axle 
limit from 22,000 to 22,400 pounds. 

Pennsylvania increased weight 
for truck tractors and single-axle 
semi-trailers from 45,000 to 50,000 
pounds. Axle weight was increased 
from 20,000 to 22,400 pounds. 


North Dakota now permits three- 
axle trucks a length of 40 feet. 

Illinois, North Dakota and Texas| 
increased length of combinations | 
from 45 to 50 feet. 

Vermont increased the weight) 
allowed for a tandem-axle semi- | 
trailer from 50,000 to 60,000 pounds. | 

Washington increased weight for| 
a two-axle trailer from 32,000 to) 
36,000 pounds and also increased 
height to 13% feet for auto trans- 
ports and covered vans. 

* * * 
LL the states have now adopted | 
the new headlamp provisions | 
to permit use of new sealed-beam | 
headlamps. . | 

However, the code’s periodic} 
inspection provisions, although con- | 





Truckers Slam 
‘Discrimination’ 


+ . 
In Highway Bill 
WASHINGTON. — The trucking | 
industry is not opposed to the na- | 
tional defense highway —, | 
but does oppose strongly attempts 
to saddle trucks with “discrimina- | 
tory levies,” according to John V.| 
Lawrence, managing director of | 
American Trucking Assns. 
Lawrence cited the industry’s 
early and vigorous support of the 
program, but pointed out the pres- | 
ent House bill will assess a five-axle | 
truck, already paying $2,370 in| 
Federal taxes, an additional $1,200 | 
per truck. 
In contrast, he said, the tax on a 
light passenger car, now $175, would | 
be increased by only $5.76 a year. 
He added that discriminatory 
taxes were being piled on top of | 
the fact that, with the same rate 
for all vehicles, trucks make far} 
higher tax payments. 
As an example, he pointed to the | 
proposed 2-cent-a-gallon gasoline 
tax increase, noting that a car gets 
about 16 miles to the gallon on the 
highway, while trucks get about 
three miles. Thus trucks pay about 
five times more tax per given dis- 
tance traveled. 


Relaxed Limits 
Urged in Kentucky 


FRANKFORT, Ky. — A recom- 
mendation that Kentucky’s truck | 
weight limit of 42,000 pounds “be 
substantially increased” was made 
by the State Department of Motor 
Transportation in its annual report. 

Asserting that the trucking in- 
dustry in Kentucky “continues to 
be plagued by the relatively low 
gross weight limitations applicable 
on Kentucky highways,” the report | 
added: | 

“These weight restrictions force | 
the carriers to operate with smaller | 
equipment having less cargo ca- 
pacity and thereby increase the car- 
riers’ cost per ton mile, resulting 
in the need for higher rates than 
would be necessary if higher gross- 
weight limitations were in effect.” 


Dodge for Sunday 
Sunday Motor Sales Co. is the 


new Dodge-Plymouth dealership in 
St. Louis. 
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sidered in 20 states this year, have 
been enacted in none. In addition, 
New York postponed until Dec. 1, 
1956 its inspection program which 
had been scheduled to take effect 
Sept. 1, 1955. J 

State laws were amended to con-| =a 
form more closely to the Uniform 
Vehicle Code Chapter on equip- 
ment in Idaho, Indiana, Montana, 
North Carolina, North Dakota, 
Utah, Washington, and Wyoming. 


Washington and Wyoming 
adopted in virtual entirety and 
almost verbatim the entire Uniform 
Vehicle Code chapter on equipment. 

Idaho and Indiana adopted the 
Code equipment revisions practic- 
ally without exception. 

North Carolina enacted a law 
increasing conformity to the UVC 
article on lamps and other lighting 
equipment, also prohibiting dis- 
colored safety glass and enacting 


Time Saver Down on the Farm— 


A Gar Wood hydraulic underbody hoist can cut farmers’ harvest time by 50 
percent for many products, according to Milton G. Peck, sales director of Gar Wood 
Industries, Inc., Wayne, Mich. Peck notes that 60 percent of the harvest time today 
is spent unloading trucks by hand. A hoist also speeds unloading of grain and bulk 
feeds, and hauling of fence posts, building materials, baled hay and fertilizers, 
he says. 


the Code provision requiring turn| warning devices and air condition- 
signal devices on the basis of size} ing equipment into closer accord 
of vehicle or load. with the code, and Utah amended 

North Dakota brought provisions| equipment requirements to largely 
on headlights, flares and other! incorporate UVC provisions on 





wiley 


brakes, headlights, other lights, and 
reflectors. 

A bill was presented in Congress 
by Senator Frank A. Barrett which 
would have required all motor vehi- 
cles to be equipped with safety 
belts. Bills to require safety belts 
were introduced in nine state leg- 
islatures. 

California has a law to 
fix standards for safety belts and 
Illinois has enacted a measure 
requiring all new vehicles to be 
designed to be equipped by the 
owner with hooks for the attach- 
ment of safety belts. 

Michigan has passed a law to 
require windshield washers on all 
new vehicles. 

The following six states have 
passed laws to require mud flaps 
on trucks and trailers: Maine, Ne- 
braska, New Hampshire, Rhode 
Island, Tennesee and Utah. 

An additional nine states have 
passed laws to require turn signals 
on vehicles of specified dimensions 
—usually when the body, cab, or 
load extends 24 inches to the left 
of the center of the steering post 
or 14 feet to the rear. 

The states are Idaho, Illinois, 
Indiana, Montana, North Carolina, 
Oregon, Tennessee, Utah and Wyo- 
ming. 








of all passenger cars produced from Jan. 1 to 
September 3, 1955 were equipped with the 










PERFECT CIRCLE 


TYPE 98" 


chrome oil ring 


CHECK THESE 
REASONS WHY 


it has been proved better than any other 
oil ring for high-compression, high-vacuum 
overhead valve engines! 


C] Provides maximum oil drainage 


...all depths 


U.S. Patents 2,635,022 and 2,965,825 


* Of the 5,561,720 U.S. passenger cars produced 
in this period, 45.7% were equipped with Type 


Oil Ring. 54.3% were equipped 


with ail other oil ring types combined, inciud- 
ing other Pertect Circle oif rings. 


CJ Uniform pressure on entire circumference 


C] Multiple tiny springs exert both side and radial pressure 


sg Universal application... bottomless and conventional grooves 


NOTE: Perfect Circle’s 2-in-1 Chrome Set with the new ‘98’ Chrome Oil Ring 
is now available for replacement in most late model cars. Will also be 
available for other models as soon as production facilities permit. 


Perfect Circle Corporation, Hagerstown, Indiana; The Perfect Circle Co., Ltd., Toronto, Ontario 
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ICE MELTER — Ice-Foe is a chemical 
compound said to possess a melting 
capacity up to 30 times greater than 
salt. A non-toxic compound, the tiny 
chemical balls will not damage tires, 
concrete, asphalt or shoes, and is harm- 
less to grass and vegetation, it is claimed. 
it comes packaged in 10, 25, and 100- 
pound sizes. Walton-March, 1935 Sheri- 
dan Rd., Highland Park, Ill. 

C6 





OIL WARMER—The Hoskinson Thermo- 
trol has been redesigned as a one-piece 
unit. Connected to the oil header line and 
clamped to the exhaust pipe, the unit uses 
the exhaust heat to raise the oil tempera- 
ture quickly. The result is said to be less 
sludge formation which stops valve lifter 
trouble and prolongs engine life. Conti- 
nental Thermotrol, Inc., New Hyde Park, 
N. Y. 





BOOSTER CYLINDER — A triple-cylinder 
truck body hoist has been designed which 
gives a 62 percent increase in capacity 
over a previous model. Model 444 is a 
direct lift type hoist which employs an 
auxiliary cylinder to apply the initial lift- 
ing force until the platform reaches a 
15-degree angle. Then the two rear cyl- 
inders take over for the remaining action. 
Platform distortion is said to be elimi- 
nated. Daybrook Hydraulic division, L. A. 
Young Spring and Wire Corp., Bowling 
Green, O. . 





— 


DRIVER TRAINING MANUAL — “Driver 
Selection and Training” is a manual for 
the trucking industry recently published 
in a revised edition. It is said to assist 
operators in developing driver training 
programs tailored to their own operations. 
lt includes typical forms and tests used 
for such programs. White Motor Co., 
Cleveland 1, O. 

es © «# 


Enamel Finishes Match 
Colors of 11 Manufacturers 
High gloss synthetic enamel fin- 
ishes that match the body colors 
used by 11 farm and road equip- 
ment manufacturers have been 
marketed. Called Farm and Road 





Equipment Finishes, the new paints 
are formulated for refinishing trac- 
tors, trucks and heavy-duty farm 
and road equipment. 

In addition to black, white and 
aluminum, there are two grays, 
three reds, two greens, three yel- 
lows and an orange. Sherwin-Wil- 
liams Co., Automotive Division, 
Cleveland 1, O. 





PLATFORM LIFT —Hy-Deck is truck- 
mounted platform that is hydraulically 
elevated for work on poles or other high 
places. The platform is 30 by 96 inches 
and rotates in qny direction. A four- 
cycle, air-cooled gasoline engine powers 
the lift and controls are all located on 
the platform. An aluminum ladder leads 
from the platform to the truck bed. G. 
W. Galloway Co., 25 N. Fourth Ave., 
Arcadia, Calif. 


* * * 
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PRESSURE HOSE — A line of Hi-Duty 
pressure hose and reusable couplings for 
use in making up hose assemblies for 
heavy duty applications have been intro- 
duced. Included are single wire braid, 
rubber covered hose; double wire braid, 
rubber covered hose, and single wire, 
cotton covered hose. Imperial Brass Mfg. 
Co., 1200 W. Harrison St., Chicago 7, Ill. 


* * * 





MOTOR CONDITIONER—Monolube is a 
liquid conditioner said to clean, lubricate 
and repower internal combustion engines. 
Suitable for gasoline, diesel and LPG en- 
gines, it is available in five-gallon cans, 
15, 30 and 55-gallon drums. Revere Chem- 
ical Corp., Cleveland 6, O. 

* cd os 
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SPARK PLUG WIRE—Polysil is a crystal 
clear insulated spark plug wire with a 
tinned copper-coated steel conductor. It 
is said to be oil, grease, alkali, moisture 
and flame resistant. Belden Mfg. Co., Chi- 
cago, lil. 
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VAN BODY—The Boyertown Merchan- 
diser body is designed to mount on the 
new forward control stripped chassis. In- 
terior width is 74 inches. A radiator door 
and removable grille give access to the 
engine along with the engine cover inside 
the cab. Hi-tensile steel is used for the 
body, with aluminum offered as an option. 
Boyertown Auto Body Works, Inc., Boyer- 
town, Pa. 





WINDSHIELD COVER — A cover for 
keeping snow, sleet, frost and freezing 
rain off windshields of parked cars has 
been marketed. Known as the Perfect 
cover, it is said to be made of heavy, 
tear-resistant plastic, and has elastic tapes 
with adjustable snap-fasteners at each of 
the four corners. The tapes are fastened 
inside the car. It is available in two 
models — fer regular and wraparound 
windshields. Cardinal Products Co., 15614 
Detroit Ave., Cleveland 7 oO. 





ASH TRAY—The “Twin-Grip Shake- 
proof” ash tray has neoprene vacuum 
grips for fastening to autos, boats, tables, 
trays or desks. It holds a cigaret securely 
without pinching, it is claimed. The tray 
is made of black Bakelite with a 344-inch 
wind-breaker rim of silver or gold tone. 
Twin-Grip, Inc., 2032 E. Twenty-second 
St., Cleveland 15, 0... . 


Ross Straddle Dump 
Detailed in Brochure 


Performance characteristics, con- 


struction details and engineering York 1, N. Y. 


* = * 





ALUMINUM TRAILER—This all-aluminum welded flatbed-truck trailer is said to pro- 
vide a more than 3,000-pound increased maximum payload. The 35-foot trailer was 
designed by Kaiser Aluminum & Chemical Corp., Oakland, Calif., and produced in a 
joint development by Beall Pipe & Tank Corp., Portland, Ore. The prototype, said to 
weigh 7,986 pounds and have a payload of 45,000 pounds, has been in continuous 


service since January, 1955. 


specifications of its new straddle 
dump carrier are contained in a 
brochure available from Ross Car- 
rier Division,.Clark Equipment Co., 
Benton Harbor, Mich. 

Described is a hydraulically oper- 
ated dumping device for use with 
the 10-ton capacity Ross straddle 
carrier. 


TRUCK MIRROR — The KD 51 Big Boy 
mirror assembly can be installed on either 
side of all trucks and commercial vehicles. 
It is said to be completely adjustable to 
fit any vehicle cab — vertically from 14% 
to 19 inches, and horizontally from 8 to 
9% inches. The glass mirror is replace- 
able. K-D Lamp Co., Cincinnati, O. 
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AUTO THERMOMETER—The Taylor ther- 
mometer attaches to the right hand vent 
window and shows the outside tempera- 
ture with the car windows closed. When 
the window is locked, the thermometer 
cannot be removed, it is said. Taylor In- 
strument Co., 95 Ames St., Rochester 1, 
N. Y. 


TRAILER DUMP—A two-axle, four dual- 
wheel trailer dump is made for towing 
behind heavy-duty dump trucks. Model HH 
Hitchhiker, as it is called, comes in body 
lengths of 15 or 16 feet, with payload 
capacities of 10 to 20 cubic yards. Duo- 
_}|ram hoists of up to 18 tons capacity are 

_| available. Galion Allstee!l Body Co., 
Galion, O. 

DRILL CONVERTER—The ‘‘Stutter-Chuck” 
is an attachment that converts electric 
drills into impact wrenches. It weighs two 
pounds and is 33%, inches long and 2 
15/16 inches in diameter. Four models 
are available in socket drive sizes from 
Y_ inch square to ¥% inch square, with 
imput shaft sizes from 5/16 inch to % 
nch. Hewitt & Co., 1827 S. Hope St., Los 
Angeles 15, Calif. 








INTAKE MANIFOLD — An “Eldorado- 
type” dual-quad intake manifold has been 
designed for 1948-55 Oldsmobile engines. 
Made of aluminum alloy, it is said to 
equalize flow of fuel to the cylinders. 
Polished aluminum valve covers are pro- 
vided with the manifold. Offenhauser 
Equipment Corp., 5156 Alhambra Ave., 
Los Angeles 32, Calif. 

DISPLAY MATERIAL—The Sta-Put Color- — 6s 
Vision dealer display material includes 
trade name banners, merchandising slogan 
banners and interchangeable numerals to 
describe year and price of car. These ban- 
ners are silk-screened on self-adhering, 
flexible plastic which sticks to glass with- 
out glue or tape. The colors are said not 
to fade or bleed and to be washable. 
Sta-Put Signs Corp., 298 Fifth Ave., New 





* x * 





FOUR - WHEEL DRIVE — Powr - Pak im- 
proved four-wheel drive units have been 
introduced for 2, %, 1, 1% and 2-ton 
Chevrolet and GMC trucks. Installation re- 
quires no frame cutting and the transfer 
case, which gives eight speeds forward 
and two reverse, is mounted on rubber. 
A power takeoff is optional. Napco Prod- 
ucts division, Napco Industries, Inc., 834 
N. Seventh St., Minneapolis, Minn. 


* * * 


Tarpaulins, Tents Made 
Of Plastic Material 


Nyvel tarpaulins and tents are 
made of a light-weight material 
which incorporates the use of Nylon 
and vinyl plastic film. High tear 
strength, water-proof, fast color 
and rot-proof are among the fea- 
tures claimed. 

Stock-size tarpaulins are carried 
up to 100 by 100 feet. Strength, Inc., 
James St., Somerville, N. J. 
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By Leo T. Parker 
Attorney at Law 


— to a late higher 
‘% court decision a used-car dealer 
is not required to pay a state’s li- 
cense or excise tax on a used car 
purchased in another state. 

For illustration, in Jack Kendall 
v. Oklahoma Tax Commission, 283 
Pac. (2d) 511, it was shown that the 
Kendall Motor Co., a used-car 
dealer in Oklahoma is duly licensed 
and registered. It purchased from 
a motor company in Texas a sec- 
ond-hand Plymouth automobile. 
The automobile had been licensed 
in Texas. The Oklahoma commis- 
sion refused to issue an Oklahoma 
certificate of title to Kendall unless 
it first paid the motor vehicle ex- 
cise tax amounting to $26.57. 

In later suit the higher court 
held that Kendall was not re- 
quired to pay this excise tax to 
the state of Oklahoma in order 
to receive a license plate and cer- 
tificate of title. 

For comparison, see Green-Phil- 
lips Chevrolet Co., 208 Okla. 214, 
254 P. (2d) 977. This court held that 
an automobile dealer who is a new- 
car dealer seeking to register and 
obtain a certificate of title to a 
new car must comply and pay the 
excise tax although he intends 
selling the car, as used, on a used- 
car lot. 

+ * = 


Caveat Emptor 


A FEW weeks ago a higher court 

rendered an important deci- 
sion defining the legal rights of a 
person who purchases and repairs 
a stolen automobile; a company 
which insured the car; and a 
finance company which loaned 
money on the automobile. 

For illustration, in ae 
Credit Corp. v. Monroe, 277 S$. 
(2d) 423, it was shown that a a 
named Monroe purchased an auto- 
mobile from a dealer and executed 
a conditional sales contract to se- 
cure the payment of a part of the 
purchase price. 

The Commercial Credit Corp. 
bought this contract from the 
dealer. The Fulton Fire Insur- 
ance Co. insured the automobile 
against theft. The automobile 
was stolen. One Gary bought the 
stolen automobile and did me- 
chanical work on it as the thief 
had wrecked it. The Commercial 
Credit Corp. filed suit against 
Monroe and Gary to replevy the 
automobile and sell it under the 
conditional sales contract. 

_ The higher court held that the 
insurance company must pay Mon- 
roe $2,195.00 less the $625.00 for 
which the wrecked automobile was 
sold. Also, the court held that Mon- 
roe must pay Commercial Credit 
Corp. the balance due on the con- 


Company Accused 
Of Overcharging 
Policy Holders 


AUSTIN, Tex. — Service Fire In- 
surance Co. of New York, affiliated 
with Universal C.I.T., has been ac- 
cused before insurance commis- 
sioners of six states of collecting 
“millions of dollars” in excess 
charges from auto insurance pol- 
icy holders. 


Executives of the company de- 
nied the charges before the insur- 
ance commissioners of Texas, Ne- 
braska, Wyoming, Kansas, Arkan- 
sas and Oklahoma. 

Texas Commissioner J. Byron 
Saunders said a mail check of the 
company in Texas showed that 
$89,000 in overcharges had been 
paid by 42 percent of the policy 
holders who replied. He said the 
company made refunds in each 
case. 

An examiner said the over- 
charges were the result of “mis- 
Classifying automobile policy hold- 
ers by putting them in a higher 
bracket than where they belonged.” 

Saunders said a check of 16 or 18 
other companies also showed over- 
Charges of $42,628 by Cavalier In- 
surance , Boston, and $8,846 by 
Calvert Fire Insurance Co., also of 
Boston, 


Lawsuits Affecting Dealers... 
Court Decisions 









ditional contract. And further that 
Gary could collect nothing for the 
repairs he made on the wrecked 
automobile, and that he lost the 
money he paid for the stolen auto- 
mobile, although at the time he 
made the purchase he had no 
knowledge that the automobile had 


been stolen. 
* 


° . 
Garage Held Liable 
SS a higher court ren- 
dered an important decision to 
the effect that a garage owner, 
whose employe damages an auto- 
mobile left for storage, must pay 
the amount of the damage to the 
insurance company which insured 
the automobile. 

For instance, in Friend v. Mary- 
land Casualty Co., 278 S. W. (2d) 
872, it was shown that a woman 
owned a Cadillac automobile and 
insured it with the Maryland Cas- 
ualty Co. One day the woman 
drove the car into the Marchman 


rer ee 





Hotel garage for the purpose of 


parking it while she did some er- x 


rands in town. She had been leav- 
ing her car there about once 4a 
week for a year or more. She never 
received a storage ticket, nor did 
she ever pay the storage until she 
called for the car. On the occasion 
in question, at about 10:30 a.m. she 
drove the car to the entrance to 
the garage; the entrance was some- 
what congested with cars; she did 
not try to drive inside, but stopped 
at the entrance, and a colored boy 
came out and took possession of 
her car; she noticed that the boy 
got into the car, but she did not 
notice whether he drove it into the 
garage. In about one and one-half 
hours she returned and learned 
that the car had been taken away 
and damaged. 

The manager of the storage 
garage refused to assume any re- 
sponsibility and the Maryland 
Casualty Co. paid the woman 
$682.79 the cost of repariring the 
wrecked automobile. The insur- 
ance company then sued the stor- 
age garage. 

It is interesting to observe that 
the higher court held that the stor- 
age garage must pay $682.79, plus 
interest, to the insurance company. 





Pontiac Dealer Addresses Admen— 

Bob Edwards, New Jersey Pontiac representative to the NADA, addresses the adver- 
tising sales and production staff of the Bergen Evening News, Hackensack, N. J., on 
“The Magic That Is Selling.” Edwards told the audience that intelligent work is the 
key to selling success. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 
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"Here comes winter profits! Its our 
shipment of Quaker State Light HD!" 


motor oils.’’ 


Quaker State Light HD is the advanced, 
super-quality, correct-detergency motor oil 
with satisfaction built in. Its quality begins 
with the Pure Pennsylvania Grade Crude 
Oil from which it is refined. That quality 


“Profits aplenty, because this one great oil 
meets every normal cold weather driving 
need. It has become our winter staple in 


is enhanced by the special refining methods 
developed by Quaker State through more 
than fifty years of leadership. Your proof 
is in the results it gives—longer lasting 
protection, complete Miracle Film lubrica- 
tion, money-saving endurance. 

Stock up now with Quaker State Light 
HD, make it your cold weather leader, and 
you'll be set for top winter profits. 


STATE 


MOTOR OIL 





QUAKER STATE OiL REFINING CORPORATION, OlL CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 
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Two-Axle Giant in Production— 


The Kenworth 803, a 40-ton dump truck which uses only two-axles, is in production 
at the Kenworth Motor Truck Corp. plant in Seattle. Engineered for off-highway 
earth or ore hauling, it has a body capacity of about 24 cubic yards. Gross vehicle 
weight rating is 150,000 pounds, and chassis weight, with body, is 68,000 pounds. 
A single diesel engine, varying between 300 and 500 horsepower, depending on the 
grades of the haul, powers the giant. 





WHEN YOU’RE THE MAN 


CARTER 


More than thirty-seven million cars on the road 
today are over 3 years old! Think how many of 
these in your community are in need of CARTER 


Power Center® Recarburetion. 


CARTER CARBURETOR CORPORATION, 
INDUSTRIES, 


Division of ACF 











Across the Nation .. . 


Auto Dealer Changes 


Santelli and J. B. Ferguson jr., 


Vaughan Internationa) Cars, Inc., | 
vice-presidents; Milton Gold, sec- 


New York, has been appointed sub- 
distributor of the Triumph TR2 | retary, and Guy M. Stanfill, treas- 
sports car for the sales area served| urer. The firm is distributor for 
by the Port of New York. William | Morgan, Daimler and Borgward 
Vaughan is president and general | and Fords of England. 
manager. * * © 


Tyas | L-M Deal Goes to Graves 
Adams Buys Delano | Don D. Davis (Lincoln-Mercury), 
Roy Adams has purchased | Redding, Calif., has been purchased 
Delano Motor Sales (Lincoln-Mer-|by C. B. Graves. The dealership 
cury), Delano, Calif., owned by the | has been renamed Moore Lincoln- 
late Eugene Thomas. | Mercury Sales, and will be managed 
= & | by Karl D. Moore. 


Fergus Changes Hands; dae 


Dube Named President | Eckles Sells to Johnson 

Fer Motors, Inc., New York. Parker Eckles has sold his Olds- 
gus * |mobile dealership in Los Angeles 

has been reorganized and re- (4, wp, Johnson. 

named Fergus Imported Cars, o- . 2 

Inc., following the retirement of 

J. B. Ferguson. The new officers | Travis Changes Lines 

are: | _ William Travis, operating as 
P. F. Dube, president; Louis C. | Travis Motor Sales, Napoleon, O., 





WHO STOCKS AND SELLS 


oot ee 
CARBURETERS 


eure 


CARTER tune-ups are easy for you to sell because 





CARTER products are nationally advertised... 
famous for their quality. For full details on this 


BIG profit opportunity, call your CARTER supplier. 


St. Louis 7, Missouri 


INCORPORATED 








has taken over the Cadillac-Olds- 
mobile franchise from 8. H. Billig, 
one of the oldest dealers in Napo- 
leon. Travis formerly handled 
Ford. Billig is retiring. 

* * 


Kennedy Sells Out 


H. D. Kennedy has sold his in- 
terest in Miller-Kennedy Motors, 
Inc., McPherson, Kans., to George 
Hughes and George Thye, and in 
Miller-Kennedy Sales & Service, 
Inc., to J. C. Christensen. 


Nash Appoints 
50 New Outlets 


Across Nation 


Nash appointed 50 new dealer- 
ships in August, it has been an- 
nounced by Roy Abernethy, sales 
vice-president. 

They are: Ramey Nash Motors, 
Clarksdale, Miss.; Glidewell Nash 
Motors, Fort Smith, Ark.; Henry 
Motor Co., Inc., Lenoir, N. C.; Sea- 
vey’s Nash Garage, Candia, N. H.; 
Price’s Garage, Ipswich, Mass.; 
Sterling Motors, Inc., Dallas; Carr- 
McCoy Nash Sales, Charlotte, Mich. ; 
Jacksonville Motors, Jacksonville, 
Til. 


Hinshaw Motors, Texarkana, 
Ark.; Midway Motors, Kannapolis, 
N. C.; R & J Implement Co., Long- 
mont, Colo.; Shepard - Richardson 
Nash, Oklahoma City; Chardon Mo- 
tor Sales, Inc., Chardon, O.; Honest 
Aubrey Nash Sales, Port Arthur, 
Tex.; Valley Nash Co., Grand Rap- 
ids, Mich.; Roy’s Auto Supply, Nor- 
folk, Va.; Nash Pasadena, South 
Houston, Tex.; Dixie Motors, Alex- 
ander City, Ala.; Blalock-Jones 
Motor Co., Dothan, Ala. 
| H & M Motor Co., Valdosta, Ga.; 
Trask’s Esso Station, East Corinth, 
Me.; Shaw Motors, Caribou, Me.; 
Wedekind Motors, Inc., Schenec- 
tady, N. Y.; Immon’s Motors, Waco, 
Tex.; Nash Palo Alto, Inc., Palo 
Alto, Calif.; Lake Auto Sales, Wa- 
terloo, N. Y.; McLatchy Motors, 
Inc., Chadron, Neb.; Dunmire Co., 
Inc., Meadville, Pa.; Kendall Gar- 
age, Kendall, N. Y. 

Wesley Haven’s, Catherine, N. Y.; 
|Bowman, Motor Service, Albany, 
Ore.; Vanderburg Motor Co., Bes- 
semer, Ala.; Demrod Motor Co., 
Pine Bluff, Ark.; Tedin Implement 
| Co., Oakes, N. D.; Model Garage, 
|New England, N. D.; Gunn Motor 
|Co., Central City, Ky.; Southeast 
Nash, Washington, D. C.; Lake City 
| Motors, Coeur D’Alene, Id.; Surroz 
|Nash, Grants Pass, Ore.; Nash 
| West Seattle, Seattle; Collier Nash 
Motors, Pikeville, N. C.; Soles Nash, 
|Turtle Creek, Pa.; Lake St. Nash, 
|Ine., Minneapolis; Druck’s Service, 
| Lewisville, Minn. 

O. D. Fough Nash, Dallas; Robb- 
| Haskins Servicenter, Mt. Pleasant, 
Tex.; Nash Wilshire, Santa Monica, 
Calif.; Kitchen Motor Co., Provo, 
Utah; Gordon Motor Co., Sidney, 
| Neb.; Stanley Motor Sales, Buffalo, 
‘and K & K Auto Sales, New York 
City. 
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Cruse Sells Ford Deal 


Cruse Motor Co., Abilene, Kans., 
| has been sold to Charles T. 
Lorenz, Salina, Kans. Charles 
Cruse, owner, plans to retire. The 
new name will be Chuck Lorenz 
Motor Co. 


o * 7 


Hinman Purchases Vogt 


W. P. Hinman, formerly of 

| Wichita, has purchased Vogt 
Motor Co. (Buick), Larned, Kans. 

| He will operate as Hinman Buick 


Renz to Move Dealership 
Eldon Renz has closed his Stude- 
baker- Packard dealership in 
Russell, Kans., and will open a 
Studebaker dealership in Great 
Bend, Kans. He had operated the 
business in Russell three years. 
s - a7 


Anderson Closes Deal 
Badger Sales and Service (De- 
Soto - Plymouth), Waukesha, Wis., 
has returned its franchise and sus- 
pended operations, according to 
Leonard A. Anderson, president. 


Hatch Opens Deal 


Clark Hatch, formerly with the 
Chevrolet zone office in Los Ange- 
les, has been appointed a Chevrolet 
dealer in E] Cajon, Calif. 
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Satisfy your 





Customers every 
fime with 


Bower Bearings 
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Bocause Quality comes Firat with Bower! 
Straight, Tapered and 4c 
Journal Roller Ascembiies | FEDERAL-MOGUL SERVICE aaa 
Division of Federal-Mogul-Bower Bearings, Inc. ‘a Dp) it R A 


DETROIT 13, MICHIGAN 
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ODERN communication and 

transportation are not unmixed 
blessings. Rainy Lake in northern 
Minnesota used to be the jumping- 
off place for hunters and fishermen. 
Now the woods, like the news, are 
full of politicians. Now they can 
go anywhere and can be heard 
from everywhere. 

People used to look in the old 
sock or at the black ink in their 
ledgers to decide whether they 
were prosperous or not. Now they | 
read the papers or listen to | 

‘ radio or TV to find out. 
Recently Democratic officials| 
from nine midwest states met in 





Rainy Lake with the Democratic 
national chairman Paul M. Butler, ' 









“to devise a new plan for stopping 
the drop in farm prices.” The 
phrase in quotes, for my money, 
is apt to be the main plank in 
both 1956 Presidental platforms. 

Though, “Are we prosperous or 
aren’t we prosperous?” also seems 
to have the markings of a good 
political football. 

* * * 
UTLER said, “As for prosperity, 
I cannot see how the Republi- 

cans can claim it exists when the 
farmers are nearing the lowest 
price level since 1941. Neither can 
I see it when the nation’s automo- 
bile dealers now have on hand more 
than 850,000 1955 model passenger 
cars.” 

He said, also, “Our woods are 
full of good men. We don’t need to 
depend on one man.” 


On the same day, at a “party | 


campaign school” in Denver — 
that’s great country, too — Presi- 


| dent Eisenhower said, “The party 


is too big and well-manned to 
be dependent solely on one-man 
leadership.” 

Federal Government figures show 
that the boom is stil] booming. The 


Administration, which has been) 


issuing optimistic forecasts, is wor- 
ried nevertheless about the “low- 


“When iti Time to Re-Tine /” 


The Little Boy is the Big Buy! When you’ve 
got Fisk... you’ve got everything! 


@ A marketing area customized to fit your. 


expansion plans with 
—Unmatched profit opportunity 
—Unhampered selling opportunity 


@ Heavy advertising and promotion support 


@ An Independent Distributor Franchise and 
Policy that leaves your business entirely in 


your hands 





| Maybe 


Mr. 








| Trailmobile's ‘Optimum Cube’— 

The “Optimum Cube” truck trailer which Trailmobile, Inc., will introduce this 
month, is designed to carry a 50,000-pound payload. Cubic capacity is 2,227 inches. 
The company says it's the optimum in balance between cube, weight, strength and 
streamlining. 2 


| pressure area in the high-pressure |answer when he said, “That bill of | 
economy” — far 
* 


| rights does not guarantee to each 
jof us a profitable living” and 


WELL. you'll be hearing more | pointed out that it guarantees only | 
of the same from now until the | “an equal opportunity.” 
| 1956 election. Are we rich or poor? | 


So, as silly as it may sound, it 


Eisenhower had the! looks as if the main issue in this 


m, FISK rings you. 


the world’s most famous trademark... 
b the most modern full-line opportunity’ 


The Fisk Franchise is tailored to meet the re- 
quirements of the truly Independent Distributor 


and to provide him with a premium line for an 


unequalled profit opportunity. For more infor- 


mation on how you can increase your income 
with a Fisk Franchise, write to John A. Boll, 
Sales Manager, Fisk Tires, United States Rubber, 
Rockefeller Center, New York. 


Visit us at the Empire Suite, Hotel Statler, 
New York City, October 9-12. 


FISK SAFTI-FLIGHT 


The Nylon tubeless with the double- 
strength carcass gives you...up to 
95% more tire strength, up to 58% 
more safe mileage, up. to 51% 
quicker stops. 


FISK SUPER TRANSPORTATION 


Premium truck tire for long-distance 
hduling under heavy loads...safety- 
molded treads are 44% deeper... 
with Nylon or Super Rayon. 


Tt 


FISK AIR-BORNE deluxe 


The new Air-Borne deluxe has 
deeper safety grooves for new-tire 
traction even when 60% worn... 
gives up to 25% more mileage. 


FISK TRANSPORTATION 


Engineered for highway use on long 
or short hauls. Wide, level tread in- 
sures even wear... husky shoulder 
blocks insure better driving control. 


ITO PZ 


FISK RANCHER 


The mud-and-snow tire for quicker, 
spin-free starts with full tread depth 
for the necessary grip power to pull 
free. Self-cleaning. Muffles tire noise 
over the road. 


FISK TUF-LUG 


An “on the road-off the road“ util- 
ity tire with 68% more shoulder and 
72% deeper center tread for greater 
traction, longer mileage. 








| 








|the sock... 


Presidential campaign will not be 
the usual “What’s the matter and 
whose fault is it?”, but “Is there 
anything the matter, and if so 
what?” 


I’m all for progress and the two- 
party system, but isn’t it about 
time they set up some preserve or 
sanctuary where the harassed voter 
or “tired businessman” can _ get 
away and hunt or fish or just 
think, without running into poli- 
ticians—even presidents? 


A place where he can contem- 


I plate the state of the world with 


his own unaided brain—unaided 
by radio, TV and newspapers that 
make us doubt the red and the 
black in our ledgers, the weight of 
where he can come to 
conclusions based on enough per- 
sonal interest to make democracy 
a matter of opinion and not the 
result of the machinations of some 
high-powered public relations man? 
* ed * 


S CONFUSING as it all is, I 

still think communication and 
transportation will be a big factor 
in solving the world’s problems. 
But we do need a few sanctuaries 
for people as well as for “our 
feathered friends,” where man can 
exercise that faculty that makes 
him different from animals — the 
faculty to THINK. 

P. S. My daughter, Jane, called 
me a short time ago and said, 
“Remember when I used to watch, 
wide-eyed with envy, you and my 
brother and Grandpa and Uncle 
Fred get the big shotguns out of 
their leather cases for oiling or 
getting together fishing tackle for 
that trip to the northwoods? And 
Mother said, I couldn’t go along 
until I learned to braid my own 
hair?” 

Like little girls, then, she was 
proud to be able to sit on her own 
braids and Irene Castle had not yet 
made “bobbed” hair respectable. 

“Well,” she went on, “I’m 
thinking of taking off for the 
northwoods — Rainy Lake, Lake 
O’ the Woods, maybe Tamagami 
and all those magic places you 
talked about.” 

I warned her they probably 
wouldn’t be the same. 


She says she’s still looking for 
that ideal “getaway place. With the 
ice-cap shrinking, she might be 
able to find it. But she’ll have to 
be quick or the politicians will 
have beaten her to it. 

Sooo-oh, Ma, do you mind if I 
borrow back my Royal Coachman 
Fly from your Lilly Dache hat? 
It’s later than you think. 


Won't Listen 


‘To Merger Talk, 


NASCAR Says 


DAYTONA BEACH, Fla.—Offi- 
cials of the National Assn. for 
Stock Car Auto Racing have an- 


|nounced that they are willing to 


meet and cooperate with the newly 


| formed United States Auto Club 


but they insist that they are not 
interested in merging the groups. 

NASCAR will continue to operate 
as the official stock-car sanction- 
ing, certifying and timing body in 
the United States, officials de- 
clared. 

President Bill France said the 
organization will expand its opera- 
tions next year. France made the 
statement in answer to an an- 
nouncement by the United States 
Auto Club that it would accept 
other racing organizations and 
individuals. 


Detroit Plant 


DETROIT.— ARco Steel Fabri- 
cators, Inc., a new subsidiary of 
Automotive Rubber Co., Inc., is do- 
ing. business in a new plant here 
adjoining the parent company’s 
general offices. 

ARco Steel will complement Au- 
tomotive Rubber’s rubber process- 
ing operations by furnishing the 
latter with tanks, vessels, pipe, fit- 
tings and fabricated equipment for 
the application of corrosion-resist- 
ant rubber and plastic coatings and 
linings. 

General manager of ARco Steel 
is R. A. Jackson. 
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Some people will go to great lengths... 


When Holiday families take a trip, it’s usually 
a humdinger. They’re active, energetic, upper- 
income people who like to pile into their cars and 
leave their cares behind... far behind. 

A few vital statistics: Holiday’s more than 
850,000 families take a liberal average of 2.8 vaca- 
tions annually (mostly by car). They drive an 
astronomical total of 15 billion miles per year... 
the equivalent of 75 round trips to the sun. 

Here is a big market... bigger, perhaps, than 
you thought... with a whopping potential of 9 
million spark plugs, 2% million oil filters, 600,000 


batteries. Not to mention the market for new 
models, year after year! 

And Holiday puts these prospects in a motor- 
ing mood. A happy, Holiday mood. It’s an excit- 
ing, glamorous magazine, full of places to go, 
sights to see, things to do... the perfect back- 
ground for your selling message. 

No wonder Holiday carries the advertising of 
13 out of 18 American passenger cars (and 8 
foreign cars). Plus dozens of other outstanding 
automotive advertisers. How about you? 
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- Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold at wholesale auction 
skidded downward $10 last week, according to Automotive News’ index. 

For the second time in recent weeks each individual model showed 
a decline. As usual, latest models suffered most. 

Setbacks were: ’54s, down $29; ’55s, down $15; ’50s, down $10; ’52s, 
down $8; ’48s, down $7; 49s, down $6; ’51s, down $5, and ’53s, down $2. 

New lows were set for all models except '48s, which hit a low of $148 
last May 16. The new low for ’54s erased the old mark which had stood 


DODGE—'55 Coronet 


AUTOMOTIVE NEWS, OCTOBER 3, 1955 


$1,920; 2-dr., 2 at $1,845, $1,400; Two- 
ten (8) Delray coupe, $1,880; 4-dr., 
$1,725; Bel Air (6) 4-dr., $1,905*; 2-dr., 
$1,725; One-fifty (6) Handyman, $1,875; 
2-dr., $1,535, $1,480; Two-ten (6) Del- 
ray coupe, $1,740; 4-dr., $1,660, $1,640; 
%-ton pickup, $1,395, $1,390, $1,345. ‘54 
Two-ten Handyman, $1,260, $1,205; 2- 
dr., $1,000; Bel Air 4-dr., $1,230* (ps); 
2-dr., $1,035*. °53 One-fifty Handyman, 
$1,115; Bel Air conv., $950; 4-dr., $940, 
$900; Two-ten 2-dr., $850. 52 SL Deluxe 
Bel Air, $715*; 4-dr., $540; ‘%-ton 
pickup, $600; %-ton pickup, $525. ’51 SL 
Deluxe 4-dr., $540. '50 SL Deluxe 4-dr., 
$265. °48 FL Aerosedan, $200. 


CHRYSLER — '55 Windsor 4-dr., $2,850* 
(ps). °54 NY conv., $2,065* (ps). °52 
Windsor 4-dr., $380*. '50 Windsor conv., 
$225°. 

DeSOTO—'52 4-dr., $770*. 

(8) 4-dr., $2,175°. 

'51 4-dr., $370*, $260, $260*. ‘50 %-ton 


. & pickup, $400; Coronet coupe, $225*. 
oy othe : : FORD — '55 Fairlane (8) Country sedan, 
At a group of representative auctions last week, 70.2 percent of all $2,315, $2,.295*: 2-dr., $2,000*; 4-dr., 
offerings were sold. The sales ratio had been 68.3 in the previous week. $1,900°, $1,875*, $1,765; Main (8) Ranch 
The average auction last week had a consignment of 167 units, com- ae ‘a tebe, Cantata jae 
pared with 187 in the previous week. $1,420: %4-ton pickup, $1,325, $1,270. *54 
Prices marked with an * indicate a unit equipped with an automatic a _ 4 ne es #.- 
transmission or overdrive and (ps) indicates power steering. Main (6) Ranch Wagon, $1,235; Custom 
(8) 4-dr., $1,195. '53 Crest (8) Victoria, 


TT “ | $1,275*. '53 RM Riviera coupe, $1,305*; 
LI LETON, COLO. | 4-dr., $1,145* (ps), $1,045* (ps); Super 
(Denver Auto Auction. Sale every Fri-| 4-dr., $985*; Special 2-dr., $870. ’'52 


Special Riviera coupe, $775*; 4-dr., $750*. 
CADILLAC—’55 (60) Special 4-dr., $4,600* 


day. Prices are for sale of Sept. 16.) 
(Market good. Sold 194 cars out of 





$1,225; Main (8) Ranch Wagon, $1,140, 
$1,000*; Custom (8) 4-dr., $1,000*; 2-dr., 


$775; Custom (6) 2-dr., $690; %-ton 
pickup, $665. ‘52 Crest (8) Victoria, 
$935; Country sedan, $910*; Main (8) 


364 offerings.) (ps); (62) coupe deVille, $4,200* (ps), Ranch Wagon, $905. 51 Custom (8) Vic- 
BUICK—’55 Century Riviera 4-dr., $2,850*| $4,270* (ps); 4-dr., §$3,755* (ps). °54 toria, $585*; 4-dr., $515°. 50 Custom 
(ps), 2 at $2,700*; coupe, $2,525* (ps), (62) coupe deVille, $3,400* (ps); coupe, (8) 2-dr., $425, _ 5835. 49 Custom (8) 
$2,485*, $2,465*; RM 4-dr., $2,620* (ps);| $2,300* (ps). ‘53 (62) coupe deVille, 2-dr., $300, $205; club coupe, $240. — 
Special Riviera 4-dr., $2,595*; coupe, $2,425* (ps), $2,400* (ps); 4-dr., $2,-| HUDSON—'54 Hornet coupe, $1,100*. "53 
$2,320*; 4-dr., $2,250*%; conv., $2,075*; 170* (ps). '51 (62) 4-dr., $1,100*. '50 Jet 4-dr., $485*. ‘51 4-dr., $425°. °50 

4-dr., $210; Commodore (8) 2-dr., $110. 


(61) 4-dr., $925*. '48 (62) 4-dr., $395*. 
| CHEVROLET —'55 Bel Air (8) 4-dr., 2 at 





Super Riviera coupe, $2,590* (ps); 4-dr., 
$2,580* (ps). '54 Special Riviera, $1,675*, 
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LINCOLN—'55 Capri conv., $2,875* (ps). | 











Average Used-Car Prices 


(Compiled by Automotive News) 





1948... 


July, 
1955 
$2,155 

1,340 
948 
656 
467 
343 
238 
164 





Overall 


Average $ 747 739 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


’53 Capri 4-dr., $1,625*. '52 Cosmopolitan 
4-dr., $1,050*. 

MERCURY—'55 Montclair 4-dr., $2,700*; 
coupe, $2,610*, $2,500, 2 at $2,465; 
Monterey coupe, $2,400, $2,234, $2,308; 
4-dr., $2,258. '54 Monterey coupe, $1,635*. 


53 Monterey coupe, $1,225*. ’51 4-dr., 
$305*; coupe, $300, $275. °49 4-dr., 
$295, $165. 

NASH — ’53 Rambler sedan, $665. ’52 
Statesman 4-dr., $580*. '51 4-dr., $375*. 

OLDSMOBILE — '55 (98) conv., $3,030* 
(ps), $2,825* (ps), $2,820* (ps); Holi- 
day coupe, $2,780* (ps); (88) Super Holi- 
day, $2,870* (ps), $2,735* (ps); 4-dr., 


$2,780* (ps); 2-dr., $2,500* (ps); Deluxe 
Holiday, $2,575*; 2-dr., $2,115*. ’54 (98) 


Now car dealers can 


mechanize accounting 


Burroughs and Sensimatic are trade-marks 


without changing their 
factory-approved system 


With this accounting machine, the versatile 
Burroughs Sensimatic, you can mechanize to 
economize—and still conform to your factory- 
recommended system. All forms go through the 
machine, and the all-important Distribution 
Journals can be prepared three times faster! What’s 
more, changes in procedures, or growth of your 
dealership, won’t make the Sensimatic obsolete. 
The exclusive sensing panel—the master control 
that provides automatic operation—can be easily 
changed to adapt your machine to any new jobs. 
For the full story, and a quick demonstration of 
this easy-to-use accounting machine, call the 
branch office that’s listed in your telephone 
book. Or write to Burroughs Corporation, 
Detroit 32, Michigan. 


Burroughs 





PARTS. ACCESSORIES AND SERVICE 


Accounting Systems. 2 ' co + 
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Holiday, $2,235* (ps); (88) Super Holi- 
day, $2,160* (ps); 2-dr., $1,560*. ’51 
(88) Super 4-dr., $615*; Deluxe 4-dr., 
$595*. °50 (88) 4-dr., $410; (98) Town 
sedan, $405*. 

PLYMOUTH — '55 Belvedere (8) Sport 
coupe, $2,020; Plaza (6) sedan, $1,300. 
"49 Deluxe 4-dr., $130. 

PONTIAC—’55 Star Chief (8) conv., §$2,- 


610*, $2,575*; Catalina, $2,480*, $2,455*, 
$2,350* (ps); 4-dr., $2,350* (ps); Chief- 
tain (8) Catalina, $2,325*; 4-dr., $2,250*, 
$2,235*; 2-dr., $1,885. °54 Star Chief 
(8) 4-dr., §$1,575*. ‘53 Chieftain (8) 
4-dr., $830*. ‘52 Chieftain (8) 4-dr., 
$600. ’51 Silver Streak (8) 2-dr., $520*. 
’50 Silver Streak (8) 4-dr., $335*. 

STU DEBAKER—’53 Champion Sport coupe, 


$800. ‘52 Commander 4-dr., $430. ‘51 
Commander 4-dr., $280. 

WILLYS—’56 (6) station wagon, $2,200; 
jeepster, $1,550. °55 (6) %-ton pickup, 
$1,385. ‘51 jeepster, $625. ‘50 %-ton 
pickup, $340. 

MISCELLANEOUS — ’52 Henry J sedan, 
$200. 

FLINT 
(Flint Auto Auction, Inc. Sale every 


Wednesday. Prices are for sale of Sept. 

21.) 

(Prices were down generally from $50 
to $75. Sold 118 cars out of 159 offer- 
ings.) 

BUICK—'55 Special Riviera 2-dr., $2,275°*. 
‘54 Super Riviera 2-dr., $1,725* (ps); 
Special 4-dr., $1,500*; 2-dr., $1,420*. 
’53 Super Riviera 2-dr., $1,190*, $1,155*; 
RM 2-dr., $1,075* (ps), $1,000*; Special 
2-dr., $805; 4-dr., $800. "52 RM 2-dr., 
$685*; Super Riviera 2-dr., $675*, $655*, 
$620. '51 Special 2-dr., $465*, $190; 4-dr., 


$325, $230, $200*. '49 Super 2-dr., $140. 
CADILLAC—'51 (62) 4-dr., $825. ’50 (62) 
4-dr., $930*. °48 (60) 4-dr., $280*. 
CHEVROLET—’54 Bel Air club coupe, $1,- 
130; 2-dr., $1,055; conv., $1,050*. °53 
Bel Air club coupe, $870, $845; conv., 
$775*; Sport coupe, $770; 4-dr., $730*; 
Two-ten 2-dr., 2 at $735, $730*, $715, 
$625; 4-dr., $715, $655. ‘52 SL Deluxe 
4-dr., $530*, $505*, $500*. °51 %-ton 
pickup, $465; SL Deluxe 4-dr., $325, 
$210. ‘50 SL Deluxe 4-dr., $150, $135; 
2-dr., $125*, $125, $115; club coupe, 
$110. '49 SL Deluxe 2-dr., $100. 
DODGE—’'53 Coronet 4-dr., $715*; %-ton 


panel, $425. '52 Meadowbrook 4-dr., $390. 
‘49 Coronet club coupe, $210*; 4-dr., 
$105. 


| FORD—’55 Fairlane (8) club coupe, $1,- 


790*; Main (6) station wagon, $1,715. 
’54 Crest (8) club coupe, $1,370, $1,255; 
Victoria, $1,170; Custom (8) 4-dr., $1,- 
045, $1,000; 2-dr., $950; Custom (6) 
2-dr., $875; Main (8) 2-dr., $865; coupe, 
$600. °53 Crest (8) Victoria, $1,005, 
$950*; 2-dr.. $785; Custom (8) 4-dr., 
$795; 2-dr., $780; Main (8) 2-dr., $700. 
"52 Custom (8) 2-dr., $555; Custom (6) 
2-dr., $475; 4-dr., $455; %-ton panel, 
$270. '51 Custom (8) 2-dr., $420*, $380*, 
$265*; 4-dr., $195. "50 Custom (8) conv., 
$185. 

MERCURY—’52 Custom 4-dr., $700*; 2-dr., 
$600; Monterey club coupe, $665*. °51 
club coupe, $300*; 2-dr., $400*. ’50 club 
coupe, $235. °49 4-dr., $120*. 

NASH—'52 Rambler station wagon, $425; 
2-dr., $405; club coupe, $335*. '51 States- 
man 4-dr., $175*, $155*. 

OLDSMOBILE—’54 (88) 2-dr., $1,700*. ’52 


(88) 4-dr., $880*. °51 (98) 4-dr., $245*. 
"50 (88) 2-dr., $150. 
| PACKARD—’51 club sedan, $250. 
PLYMOUTH—’55 Savoy (8) 4-dr., $1,460. 


*53 Cranbrook club coupe, $630. '52 Cran- 
brook station wagon, $525. '51 Cranbrook 
Belvedere, $400. 

PONTIAC—’55 Chieftain 
810*. '53 Chieftain (8) club coupe, $1,- 
120*. '52 Chieftain (8) 2-dr., $325*. 

STUDEBAKER—’'53 Champion 4-dr., $420, 
$400. '50 Commander 2-dr., $100*. 


VALDOSTA, GA. 


(Tom Hewitt’s Auto Auction. Sale every 


(8) S-ar:, $i,- 


Friday. Prices are for sale of Sept. 16.) 


(A very high percentage of our cars 
sold, especially clean cars selling good. 
Sold 163 out of 219 offerings.) 


BUICK—’55 Super 4-dr., $2,400* (ps). °54 


Super Riviera coupe, $1,680*; Special 4- 
dr., $1,665* (ps); 2-dr., $1,600* (ps). '53 


RM Riviera coupe, $1,100* (ps). ’51 
Super 4-dr., $425*; 2-dr., $320*. ‘47 
Snoer 2-dr.. $100. 

CADILLAC—'55 (62) 4-dr., $4,100* (ps), 
$3,870* (ps); coupe, $3,700* (ps). ’54 
(62) 4-dr., $3,250* (ps). "50 (62) 4-dr., 


$890*. '49 sedan, $665. 
CHEVROLET—’55 Bel Air (8) conv., $1,- 
800; 4-dr., $1,720, $1,715, $1,600; 2-dr., 
$1,650; Two-ten (8) Delray, $1,750, $1,- 
500; (6) 2-dr., $1,435, $1,410. '54 Two- 
ten 2-dr., $1,010, $1,000, $975. '53 Bel 
Air Hardtop, $1,020; Sport coupe, $935; 
Two-ten station wagon, $930; 4-dr., $815; 
2-dr., $700; One-fifty 4-dr., $445. °52 SL 
Sport coupe. $825; Deluxe 2-dr., $660, 
$625; coupe, $595, $575. ’51 Bel Air Sport 
coupe, $600; SL conv., $325. 
CHRYSLER—’51 Imperial 4-dr., $600. 
DeSOTO—'51 Deluxe 4-dr., $345. '46 Cus- 
tom 4-dr., $130. 
DODGE—’'50 %-ton truck, $125. ’49 Way- 
farer 2-dr., $195. 


| FORD—’55 Country sedan, $2,200*; Fair- 
lane (8) 4-dr., $2,025*; conv., $2,010*; 
(6) 2-dr., $1,560; 4-dr., $1,490; Custom 


(8) 4-dr., $1,795; (6) 4-dr., $1,540*, $1,- 
450. '54 Custom (8) 4-dr., $1,260; 2-dr., 
$1,100, $1,075; Crestline (6) 4-dr., $1,- 


(Continued on Page 46, Col. 1) 
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The 


thread 
of the story 


1S 
Lurex’ MM 


(made with Mylar* 
polyester film) 






in the most successful showrooms 


How can a four-hundred dollar dress move more cars? You’ll see how it works when the full-color 
advertisement for Lurex MM appears in the Oct. 29th New Yorker and the October issue of D.A.C. News. 
The eye-catcher in this ad is a gown designed by Oleg Cassini in a fabulous Lurex-knit. It’s the same 

with Lurex-woven upholstery fabrics. They catch and hold a woman’s interest in the finest new cars. That is 
why Lurex MM is a feature in more and more cars and that is why all Lurex advertisements are important 


to your business. Lurex and Lurex MM, non-tarnishing metallic yarns made only by the Yarn Division of 


The Dobeckmun Company, Cleveland 1, Ohio + New York: 350 Fifth Avenue + London + Amsterdam 


*Mylar is a Dupont registered trademark 
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200*. °53 Victoria, $1,050*, $950*; Sun- 
liner, $1,025, $910; Custom (6) 4-dr., 
$850, $830, $775; Main (6) coupe, $600. 
$460*. '50 Custom 








$830*, $635, '51 Special 4-dr., 2 at $390, 
$320, '50 Super 4-dr., $325. 


CADILLAC—’55 (62) coupe, $3,985* (ps), 





(88) Holiday, $335*, 2 at $165. "49 (76) 
4-dr., $120. 
PACKARD—’'51 Clipper 2-dr., $410. 
PLYMOUTH—’54 Savoy 2-dr., $895, $885. 
’52 Cranbrook station wagon, $970, $760; 
4-dr., $660. ‘50 Special Deluxe 2-dr., 
$265. 


PONTIAC—’53 Chieftain (8) 2-dr., $870*, 
$865*, $850. '52 Chifetain (8) 4-dr., $590*, 
$480. '51 Silver Streak (8) station wag- 

$460. °49 Silver Streak (8) 2-dr., 

. '47 Torpedo (6) 2-dr., $120. 

STUDEBAKER—’52 Champion 4-dr., $280. 
’51 Champion 4-dr., $305; 2-dr., $155. 





"51 Custom (6) 4-dr., $3,610* (ps). ’52 (62) coupe, 2 at $1,-| , : 
(6) 2-dr., $165. ’49 Custom (6) 4-dr., 495*, °46 (61) 2-dr., $175. 41 4-dr., $405. oe — 2-dr., $225; Champion 
Pac a: le aabe CHEVROLET—'54 Bel Air 2-dr., $1,100; = 
DSON—’ ornet conv., . Two-ten 2-dr., $1,015. ’53 Bet Air conv., 
MERCURY —’55 Monterey 4-dr., $1,950.| $905; 2-dr., $850, $485; Two-ten 2-dr., DANVILLE, VA. 
’54 2-dr., $1,200. ’°53 4-dr., $1,025*. "52 $900, $825; 4-dr., $800, $575; One-fifty (Danville Auto Auction. Sale every Wed- 
Sport coupe, $625*. '51 4-dr., $350; club 2-dr., $645. 52 SL Deluxe 4-dr., $565, | nesday. Prices are for sale of Sept. 21.) 
coupe, $235. ’49 4-dr., $155. $550. 51 SL Deluxe 2-dr., $440. ’50 SL (Dealers stocking up for tobacco mar- 
NASH—’52 station wagon, $450. 50 4-dr., Deluxe 4-dr., $200. ket. More clean autos needed. Sold 74 
$100. CHRYSLER — '51 Saratoga 4-dr., $510,| cars out of 93 offerings.) 
OLDSMOBILE—'5S5 (88) Holiday 4-dr., $2," $445, '48 NY 4-dr., $130. BUICK—'52 Super Riviera, $865*; 4-dr., 
Ste Pe ook toe), $2315" ips); Super | DeSOTO—'S0 Custom 4-dr., $295. $615°. ‘51 Special 4-dr., $505, $500. '50 
Holiday coupe, $2,450*. '53 (88) 4-dr.,/ DODGE—'54 Coronet 4-dr., $1,220. '53 Cor-| -, Special 4-dr.. $985. |’ 6 a 
$1,200* (ps). '49 (98) 2-dr., $150*. onet conv., $895. ’52 Coronet 4-dr., $345. (61) coupe, $900°. . : 
PACKARD—’53 4-dr., 860°. FORD — '55 Crest (8) Victoria, $1,800; | CHEVROLET—’55 One-Fifty (8) station 
PONTIAC—’'55 Chieftain 2-dr, sedan, $1,- Custom (8) 4-dr., $1,780. ’54 Main (8) wagon, $1,460*. ’54 Bel Air 2-dr., $1,155; 
600*. '54 Star Chief Custom 4-dr., $1,- Ranch Wagon, $1,405; 2-dr., $905, $850; Two-ten 4-dr., $1,025. 52 SL Deluxe 
450*. ’53 (6) conv., $980*. '52 (6) sta-| Custom (8) 4-dr., $1,070. '53 Crest (8) 2-dr., $640. ’51 SL Deluxe 2dr., $485, 
tion wagon, $810; 4-cr., $675*. ’51 (6) Victoria, $850*; Main (8) Ranch Wagon, $380: %-ton pickup, $405. '50 SL Deluxe 
Catalina, $675*. $1,060, $960; 2-dr., $610; 4-dr., $700; 4-dr., $415, $310; Sport coupe, $380. °49 
STUDEBAKER—’50 Business coupe, $125. Main (6) 2-dr., $475. '52 Custom (8) SL Deluxe 4-dr., $320, $315; 2-dr., $340, 
WILLYS—-’55 Pickup truck, $1,730. 2-dr., $675, $580. @ 50 Custom (8) 4-dr., $305, $260. 
N $265, $255, $245.49 Deluxe (8) 2-dr.,| DODGE—'49 Coronet 4-dr., $330; 2-dr., 
FT $195. $270. 
- WAYNE, IND. HUDSON—'53 Jet 4-dr., $500. FORD—'55 Custom (8) 4-dr., $1,655*. '54 
(Carl Marker’s Auto Auction. Sale every | yeRCURY —'54 Monterey 2-dr., $1,350.| Crest (8) Victoria, $1,100. '53 Custom 
Tuesday, Prices are for sale of Sept. 26.)|/ +53 Monterey 2-dr., $1,115. ’52 Custom| (8) 4-dr., $805. '52 Crest (8) Victoria, 
(Prices holding fair on all late models 2-dr., $900. ’51 Custom 2-dr., $410, $250.| $805, $795; Custom (8) 2-dr., $870*. '51 
except 55s. Sold 87 cars out of 121 offer- '50 conv., $250. Custom (8) 2-dr., $570, $405*, $320. ’50 
ings.) OLDSMOBILE—’54 (88) Holiday, $1,545*.| Custom (8) 2-dr., $515, $505*, $500*, 
BUICK—’53 Special 4-<dr., $1,130. '52 Su-| ’53 (88) Holiday, $1,240*. ’'52 (88) Holi- $450, $380, $250; conv., $230*. °49 Cus- 
per 2-dr., $800*, $650; Special 2-dr.,| day, $920*, ’51 (88) 2-dr., $640*. ’50/! tom (8) 4-dr., $370, $360; 2-dr., $365, 
placate 
Why d t ile 
y do automobil 


advertisers run more 


new car 


Chicago 


linage in the 
Daily News? 









Here’s the score on new car advertising in 


for the first six months of 1955: 


BOease Pee. + 0 
Daily Tribune. ... . 
Daily American. . . . 
Daily Sun-Times. . . . 


CHICAGO 


New York 


Detroit 


Chicago’s 


In Chicago and sub- 
urbs, the Chicago Daily News 


Atianta 





$305, $200. ‘48 Deluxe (8) Business 
coupe, $300. °46 Deluxe (8) 2-dr., $135. 
HUDSON—’52 Wasp 4-dr., $380*. 
KAISER—’51 4-dr., $310. 
MERCURY—’52 4-dr., $805*. '50 Monterey 
2-dr., $270*, $210. '49 club coupe, $315*. 
NASH—’52 Ambassador 4-dr., $605*. °41 
Ambassador 2-dr., $100*. 
OLDSMOBILE—’52 (88) 4-dr., $815*, $810. 


’51 (88) 2-dr., $800. '50 (88) 4-dr., $425; 
(98) conv., $180. 49 (98) conv., $150. 


PLYMOUTH—’51 Cranbrook station wag- 


on, $540; Belvedere, $505. '50 Deluxe 
4-dr., $245; 2-dr., $330. 49 Special De- 
luxe 4-dr., $225. 

PONTIAC—'52 Chieftain (6) 4-dr., $320. 
‘50 Silver Streak (8) 2-dr., $305. ‘48 
Torpedo (8) 4-dr., $215. 

STUDEBAKER — ‘51 Commander 2-dr., 


$295; Land Cruiser, $215; Champion club 
coupe, $330. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Sept. 21.) 
(Prices steady on most models with 
prices on certain models higher than last 
week. Sold 76 cars out of 112 offerings.) 
BUICK—’53 Super Riviera 4-dr., $1,110*. 
‘52 Special sedan. $465. ’51 Super Rivi- 
era 4-dr., $430. ‘50 RM sedan, $310*. 
"49 Super sedan, $205. 
CADILLAC—’54 (62) sedan, $2,900* 
"51 (62) conv., $1,310* (ps). 
conv., $850*. 


(ps). 
"50 (62) 


’55 Bel Air (6) conv., $1,- 
940*. '54 Bel Air Sport coupe, $1,270*. 
‘53 Two-ten sedan, $800, $630. ’52 SL 
Deluxe sedan, $660, $615, $575. ’51 SL 
Deluxe sedan, $505. '50 SL Deluxe sedan, 
$450; SL Special sedan, $265. 

CHRYSLER—’52 NY Newport, $680*. 
Windsor sedan, $560*. 
$280. 

DeSOTO—’53 Custurn (6) sedan, $960*. 


Cc 





"51 
’49 Windsor conv., 


"51 








Because the Daily News 
home coverage reaches 


the able-to-buy households 
in the Chicago area. 


See your Daily News representative for all 
the facts on the home coverage study, pre- 
pared by J. R. Brady & Associates. 


—— a . > 


Chicago daily 


reaches the most able-to-buy house- 
holds at the least cost of any Chicago 
daily newspaper. 









newspapers 


572,808 lines 


. « « « « 482,943* lines 
. . - - - 386,248 lines 
. « « « « 299,790 lines 


*Zone Linage Included 


Source: 


Los Angeles 


Media Records, Inc. 


DAILY NEWS 


HOME Newspaper 


San Francisco 








Custom sedan, $480. °50 Custom sedan, 
$410. 

DODGE — '53 Coronet sedan, $770. '52 
Meadowbrook sedan, $500. °49 Coronet 
sedan, $230. 

FORD—’'55 Fairlane (8) sedan, $1,600. '54 
Custom (8) sedan, $1,070; Main (8) 
sedan, $950, $860. '53 Custom (8) sedan, 
$900*, $760, $725; Main (6) sedan, $525. 


"52 Custom (8) sedan, $750, 
Custom (8) sedan, $550*, $425. 
tom (8) sedan, $300, $250. 
(8) conv., $220. 
HUDSON—’52 Hornet sedan, $460*. 
MERCURY—’53 Monterey conv., 
’51 sedan, $440. '50 sedan, $300 
NASH—’52 Rambler conv., $300. 
bassador sedan, $340*. 
OLDSMOBILE — '54 (98) 


$720. ’51 
"50 Cus- 
"49 Custom 
$1,100°*. 
51 Am- 
sedan, $1,780*, 


$1,750*. °52 (98) Holiday, $1,110*. ’51 
(88) Super sedan, $650*, $550*. '49 (76) 
sedan, $200, $100. 

PLYMOUTH—’'54 Belvedere 4-dr., $990. ’52 


Cambridge sedan, $470; Cranbrook, $465. 
’51 Cranbrook Belvedere, $470; Cam- 
bridge sedan, $395, $280. ‘50 Special 
Deluxe sedan, $375, $370; Deluxe sedan, 


$295, $290. °49 Spécial Deluxe sedan, 
$230. 

PONTIAC — ’'53 Chieftain (8) Catalina, 
$1,210*, ’52 Chieftain (8) sedan, $725*. 


’51 Silver Streak (8) sedan, $500, $430. 
’49 Silver Streak (8) sedan, $245; Silver 
Streak (6) sedan, $190. 
STUDEBAKER — '52 Commander sedan, 
$410. '50 Champion sedan, $225. 
MISCELLANEOUS — ’51 Henry J sedan, 
$185. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Sept. 19.) 

(We had a lot of buyers and a good 
sale. The market showed a soft decline 
on ’53 models; all others sold about the 
same as last week. Car quality ran a 
little better than a week ago and all of 
the nice autos sold quickly at good prices. 
Sold 132 cars out of 175 offerings.) 


BUICK—’55 Special Riviera coupe, $2,270*. 
’54 Century 4-dr., $1,600*. 52 RM 4-dr., 
$700*. '51 Special 4-dr., $495*; RM Rivi- 
era 4-dr., $470*. '50 RM 4-dr., $310*; 
Super 4-dr., $310*; Special 2-dr., $170*. 
’*49 Super conv., $170. °48 RM 4-dr., 
$100*. 

CADILLAC—’53 (62) 4-dr., $2,150*. ’52 
(62) 4-dr., $1,825*. °49 (61) 4-dr., $650*. 

CHEVROLET—’55 Bel Air (6) 4-dr., $1,- 
850*. °54 Bel Air 2-dr., $1,060. ’53 Bel 
Air 4-dr., $950*; 2-dr., $830*; Two-ten 
4-dr., $900*; 2-dr., $790; One-fifty 2-dr., 
$725, $650; 4-dr., $650. 52 SL Deluxe 
4-dr., $515, $480; FL Deluxe 4-dr., $575; 
2-dr., $550. '51 SL Deluxe Bel Air, $650; 
2-dr., $430*, $410*, $380*, $345; 2-dr., 
$420, $350*, $275; coupe, $410*, $350. '50 
SL Deluxe 4-dr., $320*; 2-dr., $310, $300, 
$210; coupe, $270*; FL Deluxe 2-dr., 
$280; Delivery sedan, $160. °49 FL De- 
luxe 4-dr., $210; SL Deluxe club coupe, 
$200; SL Special 2-dr., $170. ’48 SM 
4-dr., $150. ; 

CHRYSLER — ’53 Windsor 4-dr., 
"51 NY 4-dr., $500*. 
$250. 

DeSOTO—’52 Custom Sport coupe, $560*; 
4-dr., $590*. '51 Custom 4-dr., $380*. ’50 
Custom 4-dr., $340*. '49 Custom club 
coupe, $175*, 

DODGE—’53 Coronet 4-dr., 
ton pickup, $420. 

FORD—'54 Crest 
Main (6) 2-dr., 
$670. 


$1,000*. 
*49 Custom 4-dr., 


$670*. ’52 %- 
(8) Victoria, $1,290*; 

$725. °53 Main (6) 2-dr., 

"52 Custom (8) 4-dr., $550*. ’51 
Custom (8) Victoria, $485, $450*; 2-dr., 
$450; 4-dr., $390; Custom (6) 4-dr., 
$285; Deluxe (8) 4-dr., $260. 50 Custom 
(8) 2-dr., $245; 4-dr., $230. ’49 Custom 
(8) 2-dr., $200, $100; station wagon, 
$150; conv., $130*. °36 1%-ton dump, 
$100. 

HUDSON—’51 Wasp 4-dr., 

KAISER—’53 4-dr., $380*. 

MERCURY—’52 conv., $740*. °51 4-dr., 
$340*. '50 4-dr., $160. '49 2-dr., $208*; 
4-dr., $196. 

NASH—’51 RamfBler station wagon, $360. 
’50 Ambassador 4-dr., $160*. 

OLDSMOBILE—’55 (88) Holiday, $2,275*. 

$1,200*. °51 (88) 
"50 (98) 4-dr., $350*; (88) 


"53 (88) Super 4-dr., 
4-dr., $360*. 
4-dr., $360*, $300*, $250*. '49 (98) Holi- 
day, $200*; 4-dr., $165*, $110*; (88) 
4-dr., $195*; (76) conv., $185*. 
PACKARD—’51 club coupe, $210*. 
PLYMOUTH—’54 Savoy 4-dr., $940*. °53 
Cranbrook station wagon, $900; club 
coupe, $620; 4-dr., $600. ’51 Cranbrook 
Belvedere, $500*; 4-dr., $320. '50 De- 
luxe Business coupe, $110. °49 Special 
Deluxe station wagon, $250. 
PONTIAC—'55 Chieftain (8) 4-dr., $2,- 
050*. °53 Chieftain (8) 4-dr., $1,125*; 
Catalina, $1,125*; 2-dr., $750. 52 Chief- 
tain (8) Catalina, $710*; 4-dr., $690*; 
2-dr., $600*, $440. '51 Silver Streak (8) 
$510*. °50 Silver 


4-dr., $600*; conv., 
$375*. °49 Silver Streak 


Streak (8) 4-dr., 
(8) 2-dr., $110. 

STUDEBAKER—’52 Champion club coupe, 
$380*; 4-dr., $325. '51 Champion 4-dr., 
$280. ’50 Champion 4-dr., $235, $180; 
club coupe, $130. 

WILLYS—’55 Custom 4-dr., $1,380*. 
Aero Ace 4-dr., $310*. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Sept. 16.) 

(Sold 178 out of 271 offerings.) 
BUICK—'55 Special Riviera 4-dr., 

4-dr., $2,475°*; 


$220. 


"53 


$2,550* ; 

Century Riviera coupe, 
$2,450* (ps). °54 Super conv., $1,875*; 
Riviera 4-dr., $1,780* (ps); $1,675*. '53 
Special Riviera, $1,240*; 2-dr., $850. ’51 
RM 4-dr., $515*, $495*. 

CADILLAC—’55 (62) 4-dr., $3,875* 
$3,665* (ps). ’53 (60) 4-dr., 
(62) 4-dr., $910*. ’50 (61) 
"49 (62) 4-dr., $505*. °47 
$105*. 

CHEVROLET — ’55 Two-ten (8) station 
wagon, $1,750; Bel Air (8) 2-dr., $1,- 
685*. '54 Bel Air 2-dr., $1,350; Two-ten 
Station wagon, $1, 350°; 2-dr., 
$1,030, $1,000; One-fifty 2-dr., 
Bel Air 4-dr., ‘$955, $905*; Bel Air coupe, 
$830; Two-ten station wagon, $940; 2- 
dr., $750, $645; %-ton pickup, $700. ’52 
SL Deluxe 4-dr., $595*, $555, $525*, 
$480*. '51 Bel Air coupe, $635*, $490*, 
$475. 

CHRYSLER—’53 Windsor 4-dr., $1,000*. 

DeSOTO — ’53 Powermaster 4-dr., $800* 
(ps). 

DODGE—’52 Coronet 4-dr., $455*, $275; 
Wayfarer 2-dr., $350. '51 Coronet conv., 
$295; 4-dr., $365, $175. '50 %-ton pick- 
up, $180. 

FORD—’'55 Fairlane (8) $1,970*; 
2-dr., $1,725* (ps), Custom (8) 
2-dr., $1,480, $1,415. 

(Continued on Page 47, Col. 


(ps), 
$2,050*. '51 
coupe, $850. 
(62) 4-dr., 


conv., 
$1,700°*; 


"54 Crest (8) Sun- 
1) 





| 
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liner, $1,500*; 4-dr., $1,135*. °53 Custom 


«s) Ranch wagon, $1,065; 2-dr., $850*, 
$790; Main (8) 2-dr., $650, $520. ‘51 
Custom (8) 4-dr., §$415*, $265*, $250. 


47 Custom (8) 2-dr., $210, $175; Station 
wagon, $120*. 

HUDSON—’53 Hornet 4-dr., $790°*. 

KAISER—’51 Deluxe 4-dr., $145*. 

MERCURY—'55 Montclair coupe, $2,235*. 

Custom 4-dr., $1,180*. ‘53 coupe, 
$1,240*; 4-dr., $1,190*. ‘52 Monterey 
coupe, $835*; Custom 4-dr., $735*. ’51 
t-dv., $355*. 

NASH—’'53 Ambassador Country Club, §$1,- 
075*; Statesman 4-dr., $870*. '52 States- 
man 4-dr., $585, $540, $485*; Rambler 
club sedan, $385*. ‘51 Statesman 4-dr., 
$230, $220*. 

OLDSMOBILE — ’'55 (98) Holiday coupe, 
$2,675* (ps); (88) 4-dr., $2,250*%. °54 
(98) Holiday, $2,125* (ps); (88) 4-dr., 
$1,750* (ps). °53 (98) Fiesta, $2,230* 
(ps); (88) 4-dr., $1,290, $1,155*; 2-dr., 
$390. "51 (88) 4-dr., $590*. 

PACKARD—’ 52 Clipper 4-dr., $295°*. 

PLYMOUTH—'55 Belvedere (8) conv., $1,- 
820%, $1,785*; Plaza (8) 4-dr., $1,475. 
*52 Cambridge club coupe, $375. °51 Cam- 
bridge 4-dr., $300. 

PONTIAC—'55 Star Chief conv., $2,240* 
(ps). °54 Star Chief (8) 4-dr., $1,380* 
(ps). °53 Chieftain (8) Catalina, $1,-| 
175* (ps); Deluxe 4-dr., $945*; 4-dr., 
$695*. °'52 Chieftain (8) 2-dr., $730*, 
$650. '51 (8) 2-dr., $500*, $465, $400*. 

STUDEBAKER — ’52 Commander coupe, 
$480. °51 Commander 2-dr., $230*. | 

WILLYS — '51 station wagon, $395*. 
y,-ton pickup, $160. 


DENVER 


«Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Sept. 19.) | 
“UV55 models steady; old cars were off. | 
Sold 285 out of 410 offerings.) | 
BUICK—’55 Super Riviera coupe, $3,000* | 
(ps), $2,510* (ps); Century Riviera 4-| 
dr., $2,860* (ps), $2,250*; Special Rivi- | 
era coupe, $2,595*, $2,275*; 2-dr., 2 at) 
$2,000*; RM 4-dr., $2,420* (ps), $2,120*| 
(ps). '54 Century 4-dr., $1,755*, $1,720* | 
(ps); Super Riviera coupe, $1,655*. "53 
Super 4-dr., $1,200*, $1,175*, $1,100*. '50 


"54 





“48 


RM Riviera coupe, $700*. ; 
CADILLAC—’'55 (62) coupe deVille, 2 at) 
$4,495* (ps), $4,255* (ps); club coupe, 


$4,100* (ps), $4,000* (ps), $3,955* (ps); 
4-dr., $3,975* (ps), $3,945* (ps), $3,700* 


(ps). °54 (62) club coupe, $3,395* (ps), 
$3,350* (ps). °53 (62) 4-dr., $2,170* 
(ps). ’52 (62) 4-dr., $1,750* (ps), $1,- 
710* (ps). 


CHEVROLET—'55 Two-ten Handyman, 3 
at $2,235* (ps), $1,955; Bel Air (8) 4- 
dr., 3 at $2,070*, 3 at $2,050*, $1,890, 
$1,820*, $1,805, 3 at $1,790, 3 at $1,740, 
$1,720; Sport coupe, $2,155*, $1,720. ‘54 
Bel Air Townsman, $1,455; 4-dr., $1,370*, 
$1,335* (ps), $1,260, $1,225* (ps), $1,- 
180, $1,105; Two-ten 4-dr., $1,105, $950, 
$925. '53 Bel Air conv., $955; One-fifty 
2-dr., $610, $575. °52 SL Deluxe 4-dr., 
$820, $395. '51 Bel Air coupe, $770; FL 
Deluxe 2-dr., $510, $495, $310. '48 2-dr., 
115. : 

CHRYSLER — °55 NY Newport, $§2,915* 
(ps); Windsor Nassau, $2,375* (ps); 4- 
dr., $2,155* (ps). '54 NY 4-dr., $1,900* 
(ps). °50 Windsor conv., $290*. 

DODGE—’55 Custom Royal 4-dr., $2,175*; 
Coronet (8) 4-dr., $2,100*. °53 Coronet 
(6) 2-dr., $725*, ’50 Coronet club coupe, | 
$295*. °46 Power Wagon, $480. | 

FORD—’55 Thunderbird, $2,850*; Fairlane 
(8) Victoria, 2 at $2,270*, $2,195*; conv., 
$2,080*, $2,000*; 4-dr., $1,850*, $1,830", 
$1,810* (ps); 2-dr., $2,020*, $1,875*, 
$1790; Custom (8) 4-dr., 2 at $1,730*, 
$1,725, $1,720, $1,700, $1,645* (ps). "54 
Custom (8) 2-dr., $1,390*, $1,300*, $1,- 
065; Skyliner (6), $1,250. °53 Victoria, 
$1,125*. °52 Main (8) Ranch wagon, 
$1,025; (6) Ranch wagon, $810. 

HUDSON—’53 Hornet 4-dr., $795*. °52) 
Hornet 4-dr., $690*%, $625*. ‘51 Pace- 
maker 4-dr., $280. 

LINCOLN ’54 Capri hardtop, $2,060* | 
(ps). °53 Cosmopolitan coupe, $1,520* 
(ps). °52 Capri 4-dr., $1,130*. '50 4-dr., 
$255*. 

MERCURY — '55 station wagon, } 
Monterey 4-dr., $2,355*; coupe, | 
"54 Custom 4-dr., $1,600, $1,500*, \ 
345*. °53 4-dr., $1,190, $1,075, $1,050. | 
*52 Monterey 4-dr., $860. ’51 coupe, $355. | 

NASH—’55 Rambler station wagon. $1,-| 
775*. °53 Ambassador 4-dr., $1,205*, | 
$950*. ’52 Statesman 2-dr., $540*; Ram- | 

} 
} 
! 
| 
} 
! 
| 
} 





$2,505; } 
$2,310*. 
$1,- 


bler country club, $530. '50 Ambassador 
2-dr.. $595*. 

OLDSMOBILE—’55 Super (88) conv., $2,- 
850* (ps), $2,550* (ps); 4-dr., $2,510* 
(ps), 2 at $2,475* (ps), $2.275*, $2,150*; 
(88) Holiday 4-dr., $2,690*, $2,635*; 
(98) 4-dr., $2,530*, $2.475* (ps). °'54} 
Super (88) Holidav, $2,135* (ps): 4-dr., 
$2,015* (ps), $1,820*. $1,805*, $1,705*. 
"53 (98) 4-dr., $1,455* (ps), $1.445*} 
(ps), $1,155*. °51 (88) 4-dr., $650*, 
$610*. $460*. 

PACKARD—’52 (200) 4-dr., $400*. 

PLYMOUTH—'55 Belvedere (8) Suburban, | 
$2.090*; 4-dr.. $1,775, $1,750; Plaza (8) | 
Suburban, $1.725: Savoy (8) 4-dr., $1,-| 
625*. '°54 Plaza Suburban. $1,135. $1,130. | 
"53 Cambridge coupe. $655. °52 Cran-| 
brook 4-dr., $485, $385. "50 Deluxe 4-dr., | 
$399. $275. 

PONTIAC—’55 Chieftain (8) station wag- 
on. $2.490*. $2.450*. $2.175*: Star Chief 
Catalina, $2.395*: Catalina. $2,190*: (8) 
4-dr., $2,100*. $1.995*. $1,880*. '54 Chief- 


tain (6) 4-dr.. $1,235*. $1,235, $1,205*, 
$1,160*. '53 Chieftain (6) 4-dr., $1,085*, | 
$1.905*, $920*. '52 Catalina (6), $865*. 


STUDEBAKER—’53 %-ton pickup, $595. 
"50 Chamnion 2-dr., $195. '47 Champion | 
club couve. $125. 

WILLYS—’53 station wagon, $980. '52 1- 
ton pickun. 2 at $640 

MISCELLANEOUS — '55 GMC _ Suburban, 
$2.350*; International %-ton pickup, 
$855 °52 GMC Suburban, $600. | 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 20.) 
(Sold 338 cars out of 483 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2,405* 
(ps), $2,390*. ’54 RM Riviera 4-dr., $1,- 
835* (ps); conv., $1,830* (ps); Super 
Riviera 2-dr., $1,720*, $1,705*, $1,680*. 
"53 RM Riviera 2-dr., $1,600* (ps); Su- 
per Riviera 2-dr., $1,210*, $1,205*; 4-dr., 








$1,150*, $1,090*, 
$995; 2-dr., $965*. 
CADILLAC—’55 (62) coupe deVille, $4,180* 
(ps), $4,100* (ps); coupe, $3,930* (ps), 
3 at $3,800* (ps), $3,750* (ps), $3,655* 
(ps). °54 (62) coupe deVille, $3,525* 
(ps); coupe, $3,275* (ps), $3,220* (ps); 


$1,015*; Special 4-dr., 


4-dr., $2,950* (ps). ’53 (62) 4-dr., $2,- 
300* (ps), $2,235* (ps), $2,135* (ps), 
$2,045* (ps), $2,010*, $1,960*. 


CHEVROLET—’ 55 Bel Air (8) Sport coupe, 
$1,795*; Bel Air (6) Sport coupe, $1,705"; 
2-dr., $1,520*. °54 Bel Air Sport coupe, 


$1,510*; 2-dr., $1,005*; Two-ten Delray 
coupe, $1,215*; One-fifty 4-dr., $835, 
$775; 2-dr., $775. ’53 Bel Air Sport 
coupe, $995*; 4-dr., $910*; 2-dr., $795*, 
$785; Two-ten 4-dr., $800, $795; 2-dr., 
$610. 


CHRYSLER—’54 Windsor 2-dr., $1,500*. 
’53 NY 4-dr., $1,165* (ps), $985*; New- 
port, $1,155*; Windsor 4-dr., $810*. ’51 
Windsor Newport, $520*, ’50 Imperial 
4-dr., $290*. 

DeSOTO — ’54 Fire Dome (8) Sportsman, 
$1,705* (ps). ’53 Fire Dome (8) 4-dr., 
$910* (ps), $895*; Powermaster 2-dr., 
$800* (ps). 

DODGE — ’54 Coronet (8) 4-dr., $975*, 
$775*. ’53 Coronet (8) 4-dr., $705*; 
Meadowbrook 4-dr., $545*. ’52 Meadow- 
brook 4-dr., $470*, $450*. 
brook 4-dr., $355*, $335*; Coronet 4-dr., 
$200*. 

FORD—’55 Fairlane (8) conv., $1,850*; 
2-dr., $1,710; Custom (8) 4-dr., $1,600*, 


"51 Meadow- | 





$1,535; Main (6) Ranch Wagon, $1,695. 
’54 Crest (8) Victoria, $1,385* (ps); 
Custom (8) 4-dr., $1,315*, $950; club 
coupe, $1,195; 2-dr., $1,170*; Main (8) 
Ranch Wagon, $1,130". °53 Crest (8) 
Country Squire, $1,245*. 


HUDSON—’'54 Wasp 2-dr., $965. '53 Hor- 
net 4-dr., $615; Jet 4-dr., $340*, 


KAISER—’53 4-dr., $720. '52 2-dr., $410*. 
"51 4-dr., $215*. 

LINCOLN—’54 Capri conv., 
"53 Capri 4-dr., $1,290* (ps). °52 Capri 
coupe, $980*. ’°51 4-dr., $340*. 

MERCURY—’54 Monterey coupe, $1,665* 
(ps), $1,620*, $1,510* (ps), $1,490* (ps), 
$1,395*; Sun Valley, $1,570; 4-dr., $1,- 
455*, $1,380*; 2-dr., $1,290. °53 Monte- 
rey coupe, $1,320*; Custom Sport coupe, 
$1,045*; 2-dr., $905*. '41 hot rod, $400. 

NASH — ’55 Rambler 4-dr., $1,200. ’54 
Rambler club coupe, $850. ’53 Ambassa- 
dor club coupe, $1,185* (ps), $830; 4-dr., 
$990*, $920*; Statesman 4-dr., $750; 2- 
dr., $730*, $655. 

OLDSMOBILE—’55 (98) Holiday, $3,025* 
(ps); (88) conv., $2,495*; 4-dr., $2,335*. 
’54 (98) Holiday, $2,300* (ps); conv., 
$2,200* (ps); (88) Holiday, $1,960*, $1,- 
895*, $1,850*; Super 4-dr., $1,915* (ps). 

PACKARD—’55 Clipper Hardtop, $2,320* 
(ps). ’54 Clipper 4-dr., $1,395* (ps). ’53 
Clipper 4-dr., $1,075* (ps), $785*, $755*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,500; 
Plaza (6) 2-dr., $1,405. °54 Belvedere 
Sport coupe, $1,390*; Savoy 4-dr., $915; 
2-dr., $850, $815*. '53 Cranbrook 4-dr., 
$750*, $690; Cambridge station wagon, 
$945. '52 Cambridge station wagon, $675. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
200* (ps). ’54 Star Chief (8) Catalina, 
$1,680* (ps); 4-dr., $1,430* (ps); Chief- 
tain (8) 4-dr., $1,285*, $1,050*. ’53 Chief- 
tain (8) Catalina, $1,175*, $1,125*, $1,- 
020*; 2-dr., $780*, $750*. °52 Chieftain 
(8) Catalina, $845*, $800*%, $765*. 

STUDEBAKER — ‘53 Commander club 


$1,955* (ps). 





coupe, $750*. °52 Commander 2-dr., 

$380*. °51 Commander conv., $355°; 

Champion 4-dr., $230. 
MISCELLANEOUS—’52 MG roadster, $410. 


JENISON, MICH. 


(Grand Rapids Auction, Inc, Sale every 
Tuesday. Prices are for sale of Sept. 20.) 
(The market definitely shaky on some 
merchandise. Autos were cleaner than 
for many weeks, but sales were much 
harder to make, Sold 116 cars out of 

186 offerings.) 

BUICK—’55 Special 4-dr., $2,300*, $2,180*. 
’54 Super Riviera 2-dr., $1,775*; Cen- 
tury 4-dr., $1,625*; Special Riviera 2-dr., 
$1,400. '53 Super Riviera 2-dr., $1,240*; 
4-dr., $1,180*; Special Riviera 2-dr., $1,- 
235*. '52 Special 4-dr., $760; RM Riviera 
4-dr., $635*. °51 Super Riviera 4-dr., 
$620, $615*, $585*, $550*; 2-dr., $530*, 
$405*; conv.,$490*; Special Riviera 2-dr., 
$615*; conv., $500*; 2-dr., $480. ‘50 
Super Riviera 4-dr., $395*, $225; Spe- 
cial 4-dr., $290*. '49 Super 2-dr., $160*; 


4-dr., $150. '48 Super conv., $130. 
CADILLAC—’53 (60) Special 4-dr., $1,- 
800* (ps). ’50 (61) coupe, $1,115*, '49 


(62) 4-dr., $350°*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
685*; Two-ten (6) Delray coupe, $1,605. 
’54 Bel Air 2-dr., $1,115; Two-ten 2-dr., 
$1,035*, $750, $670. °53 Two-ten 4-dr., 
$815, $725, $710; 2-dr., $625, $540, $425. 
"52 SL Deluxe conv., $615; 4-dr., $525. 
"51 SL Deluxe 4-dr., $355. '50 SL Deluxe 
Bel Air, $370*; club coupe, $360; 4-dr., 
$325*; FL Deluxe 2-dr., $280. ’49 FL De- 
luxe 2-dr., $285; 4-dr., $160. 

CHRYSLER—’53 Windsor 4-dr., $820*. ’51 


Saratoga 4-dr., $430* (ps). 

DODGE — ’'53 Coronet 4-dr:, $800, $695, 
$680*; club coupe, $585. ’52 Coronet Dip- 
lomat, $600*; 4-dr., $390. '49 Coronet 


4-dr., $250, $170*. 
FORD—'54 Crest (8) 


conv., $1,230; Cus-! 


tom (8) 4-dr., $1,090. '53 Crest (8) Vic- 
toria, $995; Main (8) 4-dr., $850; 2-dr., 
$795; Custom (8) 2-dr., $850, $825*. '52 


Custom (8) 2-dr., $625*%, $350*; Main 
(8) 2-dr., $400*. ’51 Custom (8) club 
coupe, $350*; 4-dr., $325; Deluxe (8) 


2-dr., $320*; Deluxe (6) 2-dr., $285, ’49 
Custom (8) 2-dr., $305; Deluxe (8) 2- 
dr., $160. 

HUDSON—’52 Hornet club coupe, $200. 

KAISER—’53 4-dr., $435. '52 4-dr., $200*. 

MERCURY—’54 Custom 2-dr., $1,450*. '53 
Custom 2-dr., $1,075*. 

OLDSMOBILE — '55 (88) 4-dr., $2,410*. 
‘53 (88) Super 4-dr., $1,510*%; Deluxe 
2-dr., $1,260*; 4-dr., $1,180*; (98) 4-dr., 
$1,350*, °50 (88) 2-dr., $200. '48 (98) 
4-dr., $125*, 

PLYMOUTH — ’'54 Belvedere club coupe, 


$1,150*. '53 Cambridge station wagon, 
$920; 4-dr., $515, $330. '51 Cranbrook 
4-dr., $280. °50 Special Deluxe 4-dr., 


$225. '49 Special Deluxe conv., $160, 

PONTIAC—’53 Chieftain (8) Catalina, $1,- 
200%; 4-dr., $1,075*, $725. ’52 Chieftain 
(8) 4-dr., $710*, $580*; Catalina, $700*; 
Chieftain (6) 2-dr., $400. ’51 Silver 
Streak (8) 4-dr., $500*, $425; club coupe, 
$445. 50 Silver Streak (8) 4-dr., $330*, 
$305; Silver Streak (6) 2-dr., $210; 4- 
dr., $110*, °49 Silver Streak (8) 2-dr., 
$225, $220; 4-dr., $185*, $175*. 

STUDEBAKER—'53 Champion 4-dr., $595. 
’52 Champion 2-dr., $365. 

— ee GMC Suburban, 
565. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co, Sale every 
Thursday. Prices are for sale of Sept. 22.) 
(Prices and demand slipping as fall 
clean-outs and new models arrive. Sold 
85 cars out of 117 offerings.) 
BUICK—’'51 Special 2-dr., $450*. °46 Super 
2-dr., $180. 


(Continued on Page 48, Col. 1) 





New Motorola car radio installed 
in 20 minutes gives you more 


gross profit than 460 gals. of gas! 





Did you know that more and more new cars are now 
shipped without car radios? That many old cars don’t 
have them either? This means that lots of potential 
car radio profits drive into your station every day. 
And now you can get those profits quick and easy 


with the new Motorola 5M car radio. 


all cars. Installs 


Fits almost 
with 3 simple tools in just 20 


minutes. Average gross profit: over a dollar a minute. 


Want full details? 


Phone your Motorola distributor 


—or write us. Motorola, Inc., Chicago 51, Illinois, 
Toronto 4, Canada. 


There’s a Motorola to fit the 


needs (and budget) 


every customer who stops at 


your station. 






Model 395 


$3995 Self-contained, includ- 
Under dash or in- 


ing speaker. 
dash installation. 
power. 


Model 555 


$5 495 Push-button con- 


trol. Self-contained, 
ing speaker. Under dash or 
in-dash installation. 


of almost 


Stepped-up 


Model 595 


includ- 
6x9 speaker, 
smaller case. 


Prices subject to change without notice. 









$5695 Same as 


model 555 With in-dash 
and 


Model 5M features: 1-piece universal unit. Volu- 
matic (no fadeout wherever there’s a signal) Auto- 
matic Volume Control. 6 tubes (including rectifier). 
6 x 9 in-dash Extended Tone Speaker. 6 or 12-volt 


electrical system. Tone control. 


World’s Largest Exclusive Electronics Manufacturer 


Controls fit 
through dash 
Opening as 
small as 


Model CTM5 


$4995 Simplified 
Chevrolet custom in- 


stallation. Tonecontrol. 
6x9 in-dash speaker. 







Model CTAS 


$6995 Simplified 
Chevrolet custom instal- 


lation. Push-button con- 
trol. 6x 9 in-dash speaker. 





ee 


} 
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(Continued from Page 47) 


* CADILLAC—'55 (62) club coupe, $4,010* 


(ps). ’50 (61) 4-dr., $485*. 
CHEVROLET—’54 Bel Air sedan, $1,090; 
Two-ten 2-dr., $1,190*, $1,040. '53 Bel 
Air 2-dr., $900; Two-ten 2-dr., $815*, 
$800, $675. '52 SL Special 4-dr., $495. 
‘51 SL Deluxe station wagon, $595; FL 
Deluxe 4-dr., $500*. '50 SL Special club 
coupe, $400; SL Deluxe 4-dr., $360, $300; 


club coupe, $300*; 2-dr., $270; FL De- 
luxe 4-dr., $375; 2-dr., $210*. ‘49 FL 
Deluxe 4-dr., $250. 


CHRYSLER—’51 Windsor 4-dr., 
town and country, $170*. 

DeSOTO—'53 Fire Dome (8) club coupe, 
$850* (ps). °46 Deluxe 4-dr., $100. 

DODGE—'52 Coronet 4-dr., $605. ’51 Coro- 


$470. °49 


net club coupe, $455*; 4-dr., $350. °50 
Coronet 4-dr., $410*. 
FORD—’55 Fairlane (8) 4-dr., $1,705*. 


'54 Main (6) 2-dr., $905. ’53 Custom (8) 
4-dr., $875*; 2-dr., $780; %-ton pickup, 
$710. '52 Custom (8) station wagon, 
$850; 4-dr., $745; 2-dr., $700; Main (8) 


2-dr., $570. °51 Custom (8) Victoria, 
$515*; station wagon, $505*; 4-dr., $455; 
2-dr., $420*; Custom (6) 2-dr., $470*. 


"50 Custom (8) 4-dr., $320*; 2-dr., $160; 
Deluxe (6) 4-dr., $190. °49 Custom (8) 
2-dr., $175; club coupe, $110*; Deluxe 
(8) 2-dr., $160. 

HUDSON—’'52 Wasp 4-dr., $510*. '51 Hor- 
net 4-dr., $210. 

KAISER—’51 Traveler 4-dr., $275*. 

MERCURY—’52 Monterey 4-dr., $700*. ‘51 
Custom conv., $695*. 

NASH—’50 Ambassador 4-dr., $240*. 


PPro 
mise reeeeeee® 





| 
| 


a 








OLDSMOBILE—’55 (88) Super 4-dr., $2,- 
150*. '51 (88) Super 4-dr., $860*. 

PLYMOUTH—’'54 Savoy 4-dr., $1,150*, °53 
Cranbrook Belvedere, $845*. ‘52 Cran- 
brook Belvedere, $560; 4-dr., $520; Cam- 
bridge 4-dr., $365. '51 Cranbrook 4-dr., 
$380. '49 Deluxe business coupe, $150. '47 
Special Deluxe 4-dr., $200. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,905*. 
"53 Chieftain (8) 4-dr., $950*. ‘51 Silver 
Streak (8) Catalina, $600*. ‘50. Silver 
Streak (8) 4-dr., $350*. '49 Silver Streak 
(8) conv., $250; 2-dr., $200*. 

STUDEBAKER—’53 Regal 4-dr., $495*. 
‘51 Champion 4-dr., $295*; Commander 
4-dr., $280*, $195*. °47 1-ton pickup, 
$150. 

WILLYS—’52 2-dr., $290*. °51 jeepster, 
$700. '47 (4) station wagon, $160. 

— GMC %-ton panel, 

5. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 


coupe deVille, $3,540* (ps); 4-dr., $2,- 
920* (ps). ’53 (62) coupe, $2,085* (ps); 


4-dr., $1,920* (ps), $1,660*° (ps). 
CHEVROLET — '55 Bel Air (6) Sport 

coupe, $1,750* (ps); 4-dr., $1,540. ‘54 

Bel Air 2-dr., $1,200°. '53 o-ten sta- 


tion wagon, $1,000; Sport coupe, $860, 
$850; 2-dr.. $690; Bel Air 2-dr., $890*, 
$730. '52 SL Deluxe 2-dr., $540. 51 SL 
Deluxe Bel Air, $510*, $455; 2-dr., $465*, 
$375*; FL Deluxe 4-dr., $475, $355. 

CHRYSLER—’53 Windsor Newport, $990*. 
’52 Windsor club coupe, $560*. '51 Im- 
perial 4-dr., $575* (ps); Windsor 2-dr., 
$305*. 

DeSOTO—'53 Custom 4-dr., $955*. °'52 
Custom 2-dr., $465*. °50 Deluxe 4-dr., 
$200. 

DODGE—’53 Meadowbrook station wagon, 
$880; 4-dr., $570*; 2-dr., $540. '52 Coro- 
net 4-dr., $350*. '51 Coronet 4-dr., $435*, 
$355*; Diplomat, $420*. 

FORD—’55 Fairlane (8) Country sedan, 
$1,890. "54 Main (8) Ranch Wagon, $1,- 


300*; Custom (8) 4-dr., $1,090*; 2-dr., 
$990*. °53 Crest (8) Victoria, $985*; 
Custom (8) 2-dr., $980*, $730; Custom 
(6) 4-dr., $825. °52 Custom (8) 2-dr., 
$665. °51 Custom (8) conv., $395; Cus- 
tom (6) 2-dr., $375, $365; Deluxe (6) 
2-dr., $255. 

HUDSON—’53 Hornet 4-dr., $585*; Super 
Wasp 2-dr., $580; 4-dr., $575*. '52 Hor- 


net 2-dr., $530*. 
KAISER—’51 Custom 4-dr., $270*. 
LINCOLN—’56 Premier 2-dr., $4,540* (ps). 


"54 (98) Holiday, $2,200* (ps), $2,180* 

$2,100* (ps). ‘53 (88) Holiday, 
; 4-dr., $1,200* (ps). ‘52 (88) 
Holiday, $1,100*; 4-dr., $840*. "51 (98) 
Holiday, $615*; 4-dr., $550*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
670*. ’54 Belvedere 2-dr., $1,210*. ‘53 
Cranbrook Belvedere, $810*. ‘52 Cam- 
bridge 2-dr., $215. ‘51 Cambridge 4-dr., 
$385, $355, $275; Cranbrook 4-dr., $325, 
$310; club coupe, $255. °49 Special De- 
luxe 4-dr., $255. 


PONTIAC—’54 Star Chief (8) Catalina, 
$1,575*. °53 Chieftain (6) 4-dr., $960°; 
Chieftain (8) 4-dr., $815*. '52 Chieftain 
(8) 4-dr., $525*. '50 Silver Streak (8) 
2-dr., $435* $300*. 

STUDEBAKER—’52 Champion 2-dr., $310; 
4-dr., $275. 

WILLYS—’53 Aero Eagle sedan, $545. 

MISCELLANEOUS — '52 Hillman Minx, 
$200. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. 
Friday. Prices are for sale of Sept. 23.) 
BUICK—’'53 Special sedan, $880. '52 Spe- 


cial sedan, $645, $585*. '50 Special sedan, | 


$275; Super conv., $190*. °49 Super se- 
dan, $250. 

CADILLAC—’51 (62) sedan, $1,055*. °50 
(61) sedan, $850*. °49 (62) conv., $585*. 


CHEVROLET — ’54 One-fifty sedan, $860. 
’53 Two-ten sedan, $700. '52 SL Deluxe 
sedan, $725, $615, $595*, $500; Bel Air, 


Sale every | 





Meadowbrook sedan, $275. °'50 Coronet 
sedan, $300. '49 Coronet sedan, $140*. 
FORD—’54 Crest (8) Victoria, $1,350*; 
Custom (8) sedan, $1,175. '53 Main (8) 
sedan, $740; Main (6) sedan, $600. '52 
Custom (8) sedan, $535; Main (6) sedan, 
$360; Custom (6) sedan, $470. ’51 Cus- 
tom (8) Victoria, $605; sedan, $420, 
$370*, $345*. '50 Custom (6) sedan, $170, 
$150; %-ton pickup, $375. °49 Custom 
(8) sedan, $255; club coupe, $250. 
HUDSON — '53 Hornet sedan, $960. ’51 
Commodore (6) sedan, $370*; Commodore 


(8) sedan, $335. °49 sedan, $140; club 
coupe, $135. 

KAISER—'52 sedan, $290. 51 sedan, $300, 
$205, $185. 

MERCURY — '50 sedan, $195. °49 sedan, 
$236. 

NASH — '52 Statesman sedan, $575*. ’50 
Statesman sedan, $135. 

OLDSMOBILE—'50 (98) sedan, $415*. 

PACKARD — '53 (200) sedan, $685. "51 
(200) sedan, $440. 

PLYMOUTH—’54 Savoy sedan, $920. °53 
Savoy club sedan, $685. °52 Cranbrook 


club coupe, $645; Belvedere, $600. ‘51 
Cambridge sedan, 2 at $350, $340, $200. 
’50 Deluxe club coupe, $450; Business 
coupe, $190. °49 Special Deluxe sedan, 
$325; conv., $175. '46 Special Deluxe club 
coupe, $105. 

PONTIAC—’53 Chieftain (8) sedan, $855°. 
’52 Chieftain (6) sedan, $590. '50 Silver 
Streak (8) sedan, $310; conv., $280*. '49 
Silver Streak (8) sedan, $240, $190*. '48 

















every Thursday. Prices are for sale of '54 Capri 2-dr., $2,065* (ps). '53 Cos- $755. '51 SL Deluxe sedan, $500, $455. Torpedo (8) sedan, $130*. 

Sept. 22.) mopolitan 4-dr., $1,275*. ’50 SL Deluxe sedan, $500, $385, 2 at| STUDEBAKER—’53 Champion club coupe, 
(Sold 191 cars out of 319 offerings.) MERCURY—’54 Monterey coupe, $1,545, $380, $255; club coupe, $350, $320; conv., $650*. °52 Champion Hardtop, $500*. 
BUICK—’55 Super 2-dr., $2,175* (ps). ’54 $1,435; Sport coupe, $1,490*, $1,470; $400. ‘49 SL Deluxe sedan, $195; SL| WILLYS — ’54 sedan, $740*. '53 sedan, 

RM 2-dr., $1,820* (ps); Super 4-dr., 4-dr., $1,405*, $1,140*%. °53 Monterey Special sedan, $160. '48 FL sedan, $240, $350*. 
ta’gane . t.ho quae’ | coupe, $1,275*; station wagon, $1,425.| $215, $145. '46 sedan, $105. 
" Ds); -dr., ,135*, ° »| °52 Monterey 4-dr., $720; Custom Sport| CHRYSLER—’50 Royal sedan, — 
$1,000* (ps); RM 4-dr., $1,350* (ps); coupe, $665*. 3 vi | NY sedan, $105. 7 acai MASON CITY, IA. 
Special 4-dr., $870*. '52 RM 4-dr., $840*; | NASH—’53 Statesman 2-dr., $655. ’°51 Am-| DeSOTO—'49 Custom sedan, $260. (Central States Auto Auction. Sale every 
_2-dr., $525°. bassador 4-dr., $440*; Statesman 2-dr.,, DODGE—’'53 Coronet (8) Diplomat, $750*;| Wednesday. Prices are for sale of Sept. 
CADILLAC—’'55 (62) coupe, $3,975* (ps); $200. | Meadowbrook sedan, $585. '52 Coronet/| 21.) 
4-dr., $3,665* (ps), $3,500* (ps). 54 (62) OLDSMOBILE — ’55 (98) conv., $2,820*. sedan, $565*. °51 Coronet sedan, $450; (Western and Northern market still 
— - = — - very active. Sold 84 percent of consign- 
| ment.) 
BUICK—’'55 Century 2-dr., $2,435* (ps), 
$2,385*; Super 2-dr., $2,395* (ps). °54 
RM 2-dr., $2,005* (ps); Super 2-dr., $1,- 
865*. '53 Super 2-dr., $1,355*. '52 Super 
4-dr., $755*, $740*. °51 Super 4-dr., 
$585*; 2-dr., $495. 
CADILLAC—’'55 (62) coupe, $3,780* (ps), 
$3,680" (ps). '53 (62) 4-dr., $1,880*. ’51 


(62) 4-dr., $1,285*. ’49 (62) conv., $805*. 
P CHEV ROLET—’'55 Bel Air (8) 4-dr., $1,- 
- | 740*; Two-ten Delray coupe, $1,580; 
<> 2-dr., $1,570*, $1,390. '53 Bel Air 2-dr., 
a $1,035; Two-ten 4-dr., $850*, $850. °52 
a SL Deluxe Bel Air, $695; 2-dr., $585, 2 
y at $570, $565. ’51 SL Deluxe 4-dr., $510*. 
*50 SL Deluxe 2-dr., $325. 


CHRYSLER—’'53 Windsor 4-dr., $845*. ’51 


Windsor 4-dr., $610. 

DeSOTO—’53 Powermaster 4-dr., $1,000*. 

| DODGE—'50 Meadowbrook 4-dr., $280*. 

| FORD—’55 Fairlane (8) 4-dr., $1,775*; 

; Custom (8) 4-dr., $1,800*; Main (6) 2- 

| dr., $1,255. ’52 Custom (8) 2-dr., $655. 
* e e 51 Custom (6) 2-dr., $310*. ’50 Custom 

| (6) 2-dr., $245. °49 Custom (8) 2-dr., 

incin as 

HUDSON—’53 Hornet 4-dr., $580*. 

@ @ @ MERCURY —'55 Montclair Hardtop, $2,- 
| §500*, $2,400*; Monterey Hardtop, $2,155*. 
| °54 Monterey Hardtop, $1,500*. ’51 Cus- 
| tom 4-dr., $525*; 2-dr., $410*. '49 4-dr., 

$195*. 
NASH—'53 Statesman 4-dr., $985. '52 Am- 
bassador 4-dr., $765*. '50 Statesman 4- 
dr., $200*. 
OLDSMOBILE—’55 (98) Holiday, $2,790* 
(ps); (88) Holiday,*$2,450*, $2,435* (ps), 


‘CINCINNATI TIMES-STAR CONCENTRATES 


84° c IT $2,420*, $2,400*, $2,315*; Super 4-dr., 
oO THE $2,325*, $2,295*, $2,280*, $2,110*; De- 
luxe 2-dr., $2,075*. '52 (98) 4-dr., $950*. 
"50 (88) 4-dr., $510*. °49 (98) 2-dr., 
ABC CITY ZONE shu! 
| PLYMOUTH—’55 Savoy (6) 4-dr., $1,550; 
Belvedere (6) 4-dr., §1,445* (ps). ’54 
Savoy 4-dr., $895. '53 Cambridge station 
| wagon, $860; Cranbrook 4-dr., $765*. 


| °52 Cranbrook 4-dr., $500. ’51 Cranbrook 
4-dr., $385. ‘50 Deluxe 4-dr., $305. 

PONTIAC—’55 Chieftain (8) 2-dr., $1,795*. 
’54 Star Chief (S) Catalina, $1,625*. °52 
Chieftain (8) 4-dr., $645*, $630. 

STUDEBAKER — ’'53 Commander 4-dr., 
$700. 

| WILLYS—’55 station wagon, $1,595. 

MISCELLANEOUS — '53 International 
ton pickup, $650. 


OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 22.) 

(A big sale—high consignment, terrific 
buying power. One of our best sales this 
year.) 

BUICK—’55 Century Hardtop, $2,675* (ps). 
54 RM Riviera, $1,835* (ps); Special 
4-dr., $1,405. '53 Super 4-dr., $1,045*; 
Riviera 2-dr., $1,025*. '52 Special Riviera 


Concentrated TIMES-STAR circulation provides advertisers with the 
most effective coverage of the Cincinnati market. With 97%, of its 


%- 


circulation in the City and Retail Trading Zone and 84°, in the City 





Zone alone, TIMES-STAR advertisers are not forced to pay for the 


rind. No other Cincinnati newspaper can match the effective concentra-| 2;3r. S72 ce han foes So shecial 
-dr., $310. 

CADILLAC . ig 7. 

. "5 (62) 4-dr., 2,200* (ps). *5 (62) 

tion of the TIMES-STAR. Remember, the TIMES-STAR is the largest| 3: $19; oa 

CHEVROLET — ’'55 Bel Air (8) station 


wagon, $2,160* (ps); One-fifty (6) 4-dr., 
$1,430. ’54 Two-ten station wagon, $1,- 
220*; Bel Air 2-dr., $1,180, $1,130; One- 
fifty 4-dr., $1,080*, $1,075; Two-ten 2- 
dr., $1,070. '53 Bel Air Hardtop, $1,050*; 
4-dr., $990, $925*; One-fifty 2-dr., $720. 
"52 SL Deluxe 4-dr., $535*, $485; %-ton 
truck, $525. '51 SL Deluxe 4-dr., $565*; 


evening paper and strongest selling force in Ohio's second largest 


market. 


conv., $475. '50 SL 2-dr., $390, $355*; 
Deluxe 4-dr., $380, $335*. 

CHRYSLER—’52 Windsor 4-dr., $580*. °51 
NY 4-dr., $580* (ps). 

DODGE—’53 Coronet club coupe, $630*. 

FORD—’55 Crown Victoria (8), $2,210*, 
$2.015*; Victoria (8) $2,000*; Fairlane 
(8) 4-dr., $1,770* (ps); Custom (8) 2-dr., 
$1.515*. '54 Custom (8) 2-dr., $1,060, 
$985; (6) club coupe, $1,035*. °53 (8) 


Country sedan, $1,295; Victoria, $1,150*; 
Custom (6) 4-dr., $850*; Main (8) 4-dr., 


Cincinnati's ABC City Zone and Metropolitan Area are prac- 


. % ia, 25°, s . 

tically synonymous. 98% of the Metropolitan Area population| $730": customs) Tar! gto; $600: 
d 5 < 5030. ‘Sean ated ai0k "Sl Gentes a 
an oT every 6 TIMES-STAR readers live in the City Zone.| +-<". 5495*. "490%, $450*; 2-dr., $475°, 
$435; Victoria, $465*, $425*. "50 Custom 


(8) club coupe, $365; 4-dr., $355*; 2-dr., 
$355, $345*. '49 (8) F5 Cab and Chassis, 
$245; 2-dr., $220. 
HUDSON—’51 Hollywood Hornet, 
(6) 4-dr., $400*, $290*, $170*. 
LEINCOLN—’55 Capri Hardtop, $2,995*. 
MERCURY—’54 Monterey Sun Valley, $1,- 
620* (ps); Custom 4-dr., $1,250. '53 Cus- 


$450*; 


CINCINNATI TIMES-STAR 


tom 2-dr., $1,040. °52 4-dr., $765*. ’51 

aoe $550*; 4-dr., $485*, $455. '50 4-dr., 

NASH — '53 Statesman 4-dr., $765*. °49, 

GENERAL ADVERTISING REPRESENTATIVES: O'MARA & ORMSBEE, NEW YORK, CHICAGO, DETROIT, SAN FRANCISCO, LOS ANGELES OLDSMOBILE—'S5 Super (88) 4-ar., $2,- 


FLORIDA REPRESENTATIVE: HAL HERMAN, MIAMI BEACH (Continued on Page 49, Col. 1) 
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consignors away. Sold 79 out of 117 $750*. °51 Commander 4-dr., $190. '49 $320°. "50 Custom (6) 2-dr., $275, $215. 
offerings.) Champion conv., $110. ’49 Deluxe (6) 2-dr., $170, $150. 

s e BUICK—'55 Special 4-dr., $2,000* (ps);| WILLYS—’53 Aero Lark 4-dr., $405. '52| HUDSON—’55 Cross Country 4-dr., $1,580. 
p 2-dr., $1,600. '52 Special 4-dr., $645. '51] 2-dr., $275. KAISER—’51 Traveler, $200. ; 
Used-Car Auction rices Special Riviera, $545; 2-dr., $500. °50/ wisckLLANEOUS—’51 Austin 4-dr., $105. eee’, 004 lee 53 4-dr., 
oneal NASH—'51 Rambler 2-dr., $405*. '50 Ram 
CADILLAC—’50 (62) conv., $1,115*. MINNEAPOLIS ” bler 2-dr., $175*, ” . 
CHEVROLET—’54 Two-ten 4-dr., $1,025, OLDSMOBILE — ’55 Super (88) Holiday, 
(Continued from Page 48) $990, $980, $975, $965, $955; 2-dr., $950,| (Minneapolis Auto Auction. Sale every! 9 519% (ps); (88) 4-dr., $2,240°. °'54 
$925, $875; One-fifty 4-dr., $860, $850, Wednesday. Prices are for sale of Sept. 21.) Super (88) 4-dr., $1,845*; (88) 4-dr., 


Holiday 2-dr., $2,290*. '54 
(as) 4-dr., $1,960* (ps); Super (88) 4- 
dr.. $1,835* (ps). '53 Super (88) 4-dr., 
$1,255", $935*. ‘51 (88) 4-dr., $600*; 
(9s) Holiday coupe, $460*. '50 (88) 2-dr., 


350°. 
PLYMOUTH—’54 Savoy 2-dr., $965. °53 


295* (ps); 
































































Cranbrook 4-dr., $700, $615; Cambridge 
club 


coupe, $575*. °52 Concord 4-dr., 
’51 Concord 4-dr., $280; Cambridge 
., $245. '49 club coupe, $155. 
PONTIAC — '55 station wagon, $2,075*; 
(860) 4-dr., $2,025*, $1,805; (870) Cata- 





lina, $2,020*. '54 Chieftain. Deluxe (8) 
4-dr., $1,215*; (6) 4-dr., $1,065. °53 
Chieftain (8) 4-dr., $875. °52 Chieftain 


(6) club coupe, $545. '51 Deluxe (8) 4- 
dr.. $530; (6) 4-dr., $465*, $385*, $285. 
"50 (6) 4-dr., $315*; Streamliner coupe, 
$260. '49 (6) 2-dr., $230*. 

STUDEBAKER—’ 52 Champion 2-dr., $315*. 
‘51 Commander 4-dr., $315*; %-ton pick- 
up, $335*. "50 Champion 4-dr., $225*. '47 
4-dr., $105°*. 

WILLYS—’52 Eagle sedan, $675°*; 
$350*. '50 1-ton truck, $470. 

MISCELLANEOUS—’51 Frazer 4-dr., $295*. 
"48 GMC %-ton panel, $395. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Sept. 22.) 
(Market steady with better activity on 
older models. Sold 58 out of 97 offer- 


2-dr., 


ings.) 

BUICK—’53 Super 2-dr., $1,120*, $1,035*. 
’52 RM conv., $630; Special 4-dr., $600*. 

CADILLAC—’53 (62) coupe deVille, $1,830* 
(ps). °52 (62) coupe deVille, $1,695* 


(ps). 

CHEVROLET—’54 Bel Air 2-dr., $1,125. 
’53 Bel Air conv., $800; Two-ten 2-dr., 
$680; One-fifty 4-dr., $450. "52 SL De- 
luxe 2-dr., $510*, $370*. °51 SL Deluxe 
2-dr., $345*; conv., $305. ’50 SL Deluxe 
4-dr., $250, $240. 


CHRYSLER—’53 Windsor 2-dr., $790. 
DeSOTO — '51 Sportsman, $420*; Custom 
2-dr., $340*. ’50 Custom 2-dr., $110. 


DODGE—’53 Coronet (6) Hardtop, $720; 
2-dr., $695*. 


FORD—’55 Main (8) 4-dr., $1,245*; %-ton 


(8) pickup, $1,010. °'54 Crestline (6) 
conv., $1,250%; Main (6) 2-dr., $855; 
Custom (6) 2-dr., $790. °53 Crestline 


(6) 2-dr., $725; Custom (6) 4-dr., $685; 
2-dr., $665; %-ton pickup, $680. 
Custom (6) conv., $630; Main (6) 2-dr., 


$400. °51 Victoria 2-dr., $415; Custom 
(6) 4-dr., $350. °50 Main (6) 2-dr., 
$195, $190. 


HUDSON—’53 Super Jet 4-dr., $375. 
KAISER—’52 Manhattan 4-dr., $340*. 
MERCURY—’53 2-dr., $820, $810. ’51 2-dr., 
$450*, $435*, $375*. °50 4-dr., $220. 
NASH—’52 Statesman 2-dr., $490. ’51 Am- 
bassador 4-dr., $100. 
OLDSMOBILE—’52 (88) conv., $635*. °50 
(88) 4-dr., $290*. 
PACKARD—’51 4-dr., $440. : 
PLYMOUTH—’52 Cranbrook 2-dr., $295. 
PONTIAC—’53 Chieftain (8) 4-dr., $825*, 


$745*. '52 Chieftain (8) 4-dr., $430. ’51 
(8) 2-dr., $340*, $280. 
STUDEBAKER—’50 Champion club coupe, 
$125. 
FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Sept. 22.) 
(Market very active; especially on 
clean units. Sold 61 out of 90 offerings.) 
BUICK—’53 RM 4-dr., $1,225* (ps); Spe- 
cial 4-dr., $805. '52 Super Riviera 4-dr., 
$690*. °51 Super Riviera 2-dr., $650*, 
$610*. ’50 Super 4-dr., $350*. 
CADILLAC—’53 (62) 4-dr., $1,880* (ps). 
CHEVROLET—’53 Bel Air Sport coupe, 
$880; %-ton truck, $590. '52 SL Deluxe 
2-dr.. $625, $525. °51 Bel Air coupe, 
$650*; SL Deluxe 4-dr., $400; SL coupe, 
$355. °50 SL Deluxe 2-dr., $320, $295; 
4-dr., $255. '49 SL 2-dr., $230. ’41 truck, 
$200. 
DeSOTO—'52 Fire Dome 4-dr., $600*. 


Meritseal Offers 


Its Franchise 
To Auto Dealers 


WHITE PLAINS, N. Y. —Merit- 
seal, Inc., here is offering accredi- 
tation to auto dealers for the seal 
of Auto Integrity. 

Meritseal said the franchise is 
limited on an exclusive basis within 
areas and, in addition to the black 
and gold, five-inch seal for use on 
windshields, aid is given in adver- 
tising and promotion. 

“These are appropriate times,” 
Meritseal said, “to make a start 
away from strictly ‘price advertis- 
ing’, provided the theme does not 
give the impression that you are 
not competitive.” 

The firm said that only high cali- 
ber dealers can be accepted. 


Laffer Elected 


Clevite President 


CLEVELAND.—William G. Laf- 
fer has been elected president of 
Clevite Corp., succeeding James L. 
Myers, who is retiring to devote 
fulltime to his post ag board chair- 
man. 

Willard W. Brown, vice-president 
£ marketing for Clevite, was 
iuamed to succeed Laffer as presi- 
dent of Cleveland Graphite Bronze 
Co., and O. P. Gokay was promoted 
to vice-president of finance and 
treasurer of Clevite. 









DODGE—’53 Coronet (6) 4-dr., $610. 


WILLYS—'52 Jeep, $750. 


$840; 2-dr., $850, $830, $825, $800. °53 


FORD—’55 Main (6) 2-dr., $1,405. ‘54 Two-ten 4-dr., $755; One-fifty 4-dr., $670, 
Main (6) 2-dr., $750. ’53 Main (8) 2-dr., $605; 2-dr., $665, $650. ’52 SL Deluxe 
$865. ’52 Main (8) 4-dr., $715*, $705;| 2-dr., $585, $480*; 4-dr., $415. °50 conv., 
%-ton truck (6), $700. '51 Deluxe (8) $390*. 
4-dr., $500; 2-dr., $475; Custom (6) | CHRYSLER — ’51 Imperial 4-dr., $525*; 
2-dr., $375. '50 Custom (8) 4-dr., $390;/ Windsor 4-dr., $270*. ‘49 NY conv., 
(6) 4-dr., $365. °49 Custom (6) 2-dr., $270*. 
$220, $215. DeSOTO—’49 Custom 4-dr., $300*. 

HUDSON—’53 Jet 4-dr., $500. DODGE — a. ere Sao” %i 

7 ’ 1,000*. ‘52 Coronet 4-dr., 7 

MERCURY—’'50 6-pass. coupe, $335. °49 Teungowtenek 4-dr., $295*. °50 Meadow- 
6-pass. coupe, $266. brook 4-dr., $175*. 

NASH—’53 Statesman Country Club, $850*. | FORD—’54 Victoria (6), $1,160; Main (6) 

OLDSMOBILE — ’54 (88) 2-dr., $1,525* 4-dr., $700, $685. '53 Custom (6) conv., 
(ps). °53 Super (88) 4-dr., $1,255*, $680*; Main (6) 4-dr., $625. '51 Victoria, 
$960*; Deluxe 4-dr., $1,140*. '50 (88) $510; Deluxe 4-dr., $350. '49 4-dr., $130. 


HUDSON—’51 Super 4-dr., $175. '50 Com- 
modore (6) 4-dr., $255. 

MERCURY—'54 4-dr., $1,290. ‘52 4-dr., 
$530*. '51 4-dr., $375*. '49 4-dr., $255. 

NASH —’'55 Rambler 2-dr., $1,010. '49 


Deluxe Holiday, $485*; club sedan, $285*. 
49 (98) club sedan, $235*. 

PLYMOUTH—’'54 Belvedere 4-dr., $1,065*. 
’53 Suburban, $965. ‘52 Suburban, $730; 
Cambridge 4-dr., $360. 


PONTIAC—’53 Chieftain (8) 4-dr., $945*. Super 4-dr., $115. 
’52 Chieftain Deluxe (6) Catalina, $885;| OLDSMOBILE — '53 (98) 4-dr., $1,200* 
(6) 4-dr., $695%, $595*. ‘51 (6) 4-dr., (ps). ’52 (88) 2-dr., $810*, $505. ‘50 


(88) 4-dr., $375*. '48 2-dr., $120*. 
PACKARD —’51 Clipper 4-dr., $410*, $300*. 
PLYMOUTH—’53 Suburban, $760; Cran- 


$280. '50 (6) 4-dr., $345. '48 conv., $145. 
*48 Jeep, $300. 


MISCELLANEOUS — ’52 International 2- 


ton truck, $710. brook 4-dr., $550. ‘52 Cranbrook 4-dr., 
$450; Cambridge 4-dr., $410. 
PONTIAC — '53 Chieftain (6) station 


NEW YORK CITY 


(Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Sept. 20.) 
(Hurricane threat kept both buyers and 


wagon, $940*; 4-dr., $760*. '52 Chieftain 

(6) 4-dr., $550*. '51 (8) station wagon, 

$670*. '50 Catalina (6), $485*. 
STUDEBAKER — ‘53 Commander 2-dr., 


SAVE!2 to 1/2 HOURS 





('61-’52-'538 red hot again. ’54 slow, 


used ’55s really good.) 

BUICK—’54 Super 4-dr., $1,640*. '53 Super 
4-dr., $1,075*. '51 Super 4-dr., $600*. '50 
Super 4-dr., $410*, $300*, $290*. 

CADILLAC—’55 (62) coupe deVille, $4,- 
040* (ps). '54 (62) 4-dr., $3,020* (ps). 
’51 (62) 4-dr., $1,190* (ps), $1,175* (ps). 

CHEVROLET—’55 Delray 2-dr., $1,670°*, 
$1,660*; Two-ten (6) 2-dr., $1,410*. '54 
One-fifty station wagon, $1,200; Delray, 
$1,125; Two-ten 4-dr., $955, $950. ‘53 
Bel Air 4-dr., $885*; Two-ten 4-dr., 
$855*, $820*, $800; Hardtop, $820*, $805*, 
$800; 2-dr., $780, $765*; One-fifty 4-dr., 
$625, $410. ‘51 SL Deluxe 4-dr., $400, 
$390. '50 SL Deluxe 4-dr., $300, $280. 
‘49 SL Deluxe 2-dr., $225. °'48 %-ton 
pickup, $260, 2 at $250. 


CHRYSLER — '53 Windsor 4-dr., 
'41 Windsor 4-dr., $100. 


DeSOTO—’53 Fire Dome 4-dr., $690*. 


DODGE—’54 Royal 4-dr., $1,225*. '53 Cor- 
onet (6) 4-dr., $860*°, 2 at $850°. '52 
Coronet 4-dr., $460*, $450*. °50 Coronet 
4-dr., $170*. ‘49 Meadowbrook 4-dr., 
$185°*. 

FORD — '55 Fairlane 
$1,700*. °54 Custom (6) 4-dr., $1,110*, 
$1,105*. °53 Custom (6) 2-dr., $850*; 
Main (6) 2-dr., $655*. ’52 Custom (6) 
4-dr., $545*. '51 Victoria, $620*; Country 
Squire, $600*; Custom (6) 4-dr., $415*, 


$710°. 


(8) 4-dr., $1,710*, 


$1,800*. ’53 (98) 4-dr., $1,310*. '50 (88) 
4-dr., $290* 


PLYMOUTH—'54 Plaza 4-dr., $925*. °53 
Plaza 2-dr., $660*, '52 Cranbrook 4-dr., 
$410, '51 Cranbrook 2-dr., $350, $330. 


*50 Deluxe 4-dr., $190. '49 Deluxe 2-dr., 
$285*, $175*, $160. '48 2-dr., $125. 
PONTIAC—’55 Chieftain (8) Deluxe 4-dr., 
$2,190* (ps). °53 Chieftain (6) 4-dr., 
$845*, $745. 
STUDEBAKER—’50 Champion 2-dr., $185*. 
WILLYS—’47 station wagon, $150. 
* * + 


— Auctions in Brief — 
ACTON, MASS. 


Concord Auto Auction. Sales every Friday 
and Monday (Sept. 16-19). Sold 451 units 
out of 639 offerings. 

* *. 2 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Sept. 22). In spite of the threatening 
weather, entries of cars ran about average 
with a few less than 200 this week. Prices 
held steady compared with the last three 
weeks. 

. * 


SYRACUSE 
Syracuse Auto Auction, Sale every Wed- 
nesday (Sept. 21). Market at today’s sale 
similar to that of past couple of weeks. 


PER JOB. PROFITABLY 


with 


EXCHANGE SHOE SETS 


relined with genuine 





WAGNER CoMaX BRAKE LINING 


either “bonded-on’ or “riveted-on’” 


And best of all, every exchange shoe set is lined 
with Wagner CoMaX Brake Lining. This per- 
formance-proven lining is uniform in density, com- 
position, and frictional qualities throughout its entire 
service thickness. CoMaX is also available in sets, 
rolls, blocks, slabs, and cut segments to meet every 


Increase profits and eliminate drudgery on brake 
reline jobs by using Wagner Exchange Shoe Sets. 
They are available for all popular passenger cars and 
some light trucks with both standard and over-size 
lining thicknesses, either “bonded-on” or “riveted- 
on”. They save your shop from % to 1% hours per 
job depending upon its facilities and assure complete 
customer satisfaction and substantial profit on every 
brake reline job. 

You profit in other ways, too, by using Wagner 
Exchange Shoe Sets. You can speed up customer 
service and gain more time for other profitable jobs. 
You eliminate costly equipment purchases... big 
investments in lining inventory...and the need for 
extra help in peak rush seasons. 


Wagner Electric @rporation 
6393 Piymouth Avenue, St. Lovis 14, Mo., U.S. A. 
(Branches in principal cities in U. S. and in Canada) 


vehicle requirement. 


You can get Wagner CoMaX Brake Lining as well ‘ 


as Wagner Lockheed Hydraulic 


Brake Parts and 


Fluid from one convenient, reliable source 


—your nearest Wagner 
Jobber. See him 
today. 
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The wee advertised - delivered 


prices include the retail list price sug- 
gested by the » Provisions for 
Federal taxes, and suggested delivery 
and handling 5 do not cover 
transportation costs, state and local 
taxes, any 


retail buyer. 

BUICK—Special — 4-dr. sed., 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4-dr. hardtop, $3,400 4 conv., $2,- 
590.17: 4-dr., stat. wag., $2,974. Century— 
4-dr, sed., $2,548.17; bode cpe., $2,- 
600.56; 4-dr., hardtop, a conv., $2,- 
991; 4-dr. stat. wag., $3,17 Super—-4-dr. 
sed., $2,876.17; hardtop =., ee 
conv., $3,224.59. Roadmaster——4-d sed., 
$3,349.36; hardtop cpe., $3,453.05; * conv., 
$3,551.56. (Dynafiow standard on Road- 
master, optional at $192.50 on other 


models. ) 
OAD 62—4-dr. sed., $3,- 
976.70; cl. cpe., $3,881.77; ee y a 


= 31. Series 60 Spe- 
28.32. Series 75—8- 
lim., $6,402.17. El- 


$4,305.01; conv., 
clal—4-dr. sed., $4,7 
pass. sed., $6, 186. 78; 


Illinois Upholds 
Truck Fee Boost 


SPRINGFIELD, I1l.—The Illinois 
Supreme Court has reaffirmed va- 
lidity of the State’s increased truck 
license fees, but has ordered fur- 
ther hearings on certain objections 
to a 1953 amendment. 

Truck fees were boosted $20 mil- 
lion a year by a 1951 amendment. 
Another $8 million hike was killed 
by the 1953 revision. 

Provisions of the 1953 act which 
were ordered to be reargued in 
Cook County Superior Court are a 
charge that the amendment dis- 
criminated between owners of simi- 
lar vehicles because of separate 
license schedules based on weight 
and the fact that no provision is 
made for reciprocal agreements 
with other states for truckers elect- 
ing to pay fees on a mileage basis. 


Perfect Score 

All Darlington Cars Used 

Champion Plugs 

TOLEDO. — Champion Spark 
Plug Co. claims a perfect score in 
the Labor Day 500-mile stock-car 
race at Darlington, S. C. Each of 
the 69 cars entered used Champion 
plugs. Herb Thomas won the event 
in a Chevrolet. 

Champion-equipped cars also col- 
lected honors at Pike’s Peak, 
Bonneville Salt Flats and DuQuoin, 
Ill. that weekend. 

Frank Mundy, in a Chrysler 300, 
led the field in a stock-car race 
at DuQuoin, and Bob: Finney set 
a record of 14 minutes, 27.2 seconds 
in the Pike’s Peak climb in his 
Frenzel Special. 

Tony Bettenhausen set 65 nat- 
ional and international marks at 
Bonneville in an unsupercharged 
1,500-ce Osca. Included was the 
Class F international record of 
160.45 m.p.h. for 10 miles. 





New Passenger 


Cer registrations by states 
are released here weekly, as 


compiled by R, L. Polk rep- 
resentatives in state capitals. 





$6,285.96. 


CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1,593; 2-dr. stat. wag., $2,030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1, wes 
cl. cpe., $1,835; hardtop cpe., $1, 959; 
stat. wag., $2,079; 4-dr. stat. wag., bet aa. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., $2, 067; conv., $2,206; 4- 
dr. stat. wag., $2,262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., $2,- 
799; V-8 conv., $2,934. (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3,494.25; New- 
port hardtop cpe., $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. 300—Hardtop cpe., 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., §$2, 653. 75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25 . Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

DODG 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat ‘stat. wag., 
$2,348.75; 4-dr. 2-seat stat. be $2,462.75; 
4-dr, 3-seat stat. wag., $2,565. Coronet V-8 
— 4-dr. sed., $2,196; ty ‘sed., $2,124; 
hardtop cpe.,” $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 — 4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr. sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2.542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 

FORD— (Prices are for 6-cyl. models; for 
V-8s, add $99.98)—Mainline—4-dr. sed., 
$1,858.29; 2-dr. sed., $1,813.11; bus, cpe., 
$1,711.03. Customline—4-dr. sed., $1,950.75; 
2-dr. sed., $1,905.57.Fairlane—4-dr. sed., 
$2,043.54; 2-dr. sed., $1,998.36; 4-dr. hard- 
top, $2,215.95; 2-dr. hardtop, $2,143.88; 
Crown Victoria cl. cpe., $2,287.65; conv., 
$2,309.97. Station Wagon—(2-dr. 2-seat)— 
Ranch Wagon, $2,134.95; Custom Ranch 
Wagon, $2,199.50; Parklane, $2,378.95; 
(4-dr, 2-seat)—Country Sedan—$2,246.77; 
(4-dr. 3-seat)-——Country Sedan, $2,378.95; 
Country Squire, $2,482.50. Thunderbird— 
cpe., $2,944; conv., $3,019.30; hardtop- 
conv., $3,234.30. (Fordomatic optional at 
$178.20 on conventional models, $215 on 
Thunderbird. ) 


dorado — conv., 
standard. ) 


asp 
460; 2-dr. hardtop, $2,570. Super Hornet 6 
—4-dr. sed:, $2,565. Custom Hornet 6—4-dr. 
sed., $2,760; 2-dr. hardtop, $2,880. Super 
Hornet V-8 — 4-dr. sed., $2,825. Oustom 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matio optional on sixes 
at $178.85. Ultramatic on V-8s at $199.) 
IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. 
sed., $6,972.50; lim., $7,094 
Flite standard.) 
KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 


AC Spark Plug Plans 
New Building in Flint 

FLINT.—AC Spark Plug division 
of General Motors has announced 
plans for a new manufacturing 
building of about 250,000 square 
feet here. 

“The new building will give us 
more room for such operations as 
making spark plugs, oil filters, in- 
struments and air cleaners,” said 
Joseph A. Anderson, AC general 
manager. 


pass, 
(Power- 





AM. MOTORS 





Current Prices on New Cars 


$178.20 on Manhattan; 
available on Darrin 161.) 
LINCOLN—Capri — 4-dr. sed., $4,157; 
$4,064.50. Premiere — 4-dr. 
sed. and hardtop cpe., $4,546; conv., $4,- 
691. (Turbo-Drive and 
standard on all models.) 
METROPOLITAN — 
conv., $1,469 (both prices at coastal 


(Hydra-Matic| optional at 


hardtop cpe., 


of entry). 


NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. 
$2,385; 2-dr. hardtop, $2,495. Ambassador 
Super 6—$2,480. Ambassador Custom 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 





Hardtop, 


not 


Gun 


power steering 
$1,445; 
ports 


Ambassador Super V-8—4-dr. sed., ea tae 
Ambassador Custom V-8—4-dr. 


965; 2-dr. hardtop, $3,095. Nash ‘isle 
$5,128.05 at coastal 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,362.09; 2-dr. sed., 
cpe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 
436.25; hardtop cpe., #3, 714. 39; 4-dr. ‘hard- 
top, $2, 788; conv., $2,89 3.59. 


2- dr. hardtop, 


$199; 


2-dr. sed., $2,- 
Series 98—4- 


Truck registrations by states 
are released here weekly, as 


compiled by R. L, Polk repre- 
sentatives in state capitals. 





ports. 


automatic 


$2,296.62; hardtop 


—4-dr. 


wag., 


sed., 
stat. 


$5,932. ‘32. 
ard series, $199 extra on other models.) 


PLYMOUTH—Pliaza 6 — 4-dr. sed., 
$1,737.50; bus. cpe., $1,- 


076.50 


— 4-dr. 
hardtop cpe., 


sed., 


sed., 


780.50; 2-dr. sed., 
638.50; 2-dr. 2-seat stat, wag., $2, 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V8- 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
wag., $2,180; 4-dr. 2-seat 
sed., | stat. wag., $2,261.75. Savoy 6—4-dr. sed., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
$1, 983; 2-dr. sed., 
a a 6 — 4-dr. ‘sed. - 
$1,935.50; hardtop cpe., $2,113; 4-dr. 
Seca stat. wag., $2,321.75. Belvedere 
$2,082; 2-dr. sed., $2,039; 
$2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. (PowerFlite op- 
tional at $178.30.) 


PONTIA 


dr. 2-seat stat. 


o— 


Custom—4- dr. sed., 


4-dr. 
$70—4-dr. sed., 


$3,140; 


stat. 


conv., 


Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
$2,434; 


dr. sed., $2,832.82; hardtop cpe., tt 
4-dr, hardtop, 5.84 
(Hydra-Matic optional at $178.35 


PA 
$2,585.53. 
685.53; 


$2,518. 
$2,267.51; 2-dr. 
$2,209.32; Catalina, $2,334.99; 4-dr. 
wag., $2. 603. Star Chief Deluxe — 

4-dr. sed., ’s2, 362; conv., $2,691. Star Chief 
$2,455; Catalina, $2,- 


$1,- 


$1,940. 
$1,978.50; 2-dr. 


vV-8 


Cc 


798; 2-dr. sed., 


499; Safari 2-dr. stat. wag., $2,962. 
dra-Matic optional at $178.35.) 


RAMBLER—Deluxe—4-ar. sed., 
2-dr. sed., $1,585. Super—4-dr. sed., $1,- 
$1,683; 2-dr. stat. 
$1,869. OCustom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. 


(Hy- 


$1,695; 
wag., 


stat. wag. $2,098. (Hy- 


stat. wag., $2,140.64 
50; | — 4-dr. sed., $1,993.27; 5-pass cpe., $1,- 


pass. 


dra-Matiec optional at $178.85.) 


STUDEBAKER—Chanmpion Cus 
dr. sed., $1,783.24; 2-dr. sed., 
hampion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; a cpe. -, $1,874.50; 


== ¢- 


tom 
$1,741.02. 


974.50; hardtop cepe., $2,128.76; stat. wag., 
$2,311.59. Commander Custom—4 
$1, 918.72; 2-dr. oot. 


juxe — 4-dr. sed., ‘$2, 013. 63; 2-dr. sed., 


cpe., 


drive, 


5-pass. 


cpe., 
stat. 


$1,069.03; 5-pass. cpe., $1,989; 
$2,274.12. Commander 
$2,127.25; 
cpe., $2,282.24; 
President Deluxe — 4-dr. sed., 
President State — 4-dr. sed., $2,380.50; 5- 
$2,269.50; hardtop cpe., 
455.50; Speedster hardtop cpe. with over- 
$3,371.04; 


wag., 


stat. wag., 
Regal — 4-dr. sed., 
$2,094 ; 


hardtop 
$2,445.07. 
$2,310.50. 


$2,- 


Speedster hardtop cpe. 


with Automatic Drive, 
mative Drive optional at $216 on Champion 
and at $226.50 on Commander and Presi- 
dent.) 

WILLYS—Custom—2-ar. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, $1,- 
795. Station Wagon — 2-wheel-drive, 
997.32. (Hydra-Matic optional at $178.55.) 


New Commercial Car Registrations, 


31 States for August, 1955-1954 


$3,479.29. 


(Auto- 


$1,- 
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“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


exercised 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
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| Automotive Washington 


(Continued from Page 10) 


ler Corp., has been chosen as the 
next director of the automotive 
division of the Business and De- 
fense Services Administration to 
succeed Joseph W. Eskridge, of 
American Motors, who has com- 
pleted his six-month term in that 
office. 

These men are loaned to the 
Government by the automotive in- 
dustry in alphabetical order. 

They serve without compensation 
from the Government. 

* * 7 


Excise Fees for Highways? 


URING the final] session of its 

annual meeting here, the Amer- 
ican Automobile Assn. reiterated 
its traditional opposition to Fed- 
era] automotive excise taxes, but in 
a new policy statement said: 

“So long as the Federal Govern- 
ment, over the vigorous protest of 
the AAA, continues to impose auto- 
motive excise taxes, the association 
urges that an amount at least equal 
to the entire proceeds from all such | 
taxes be applied to aid highways.” 

This represents a sharp break 
with past policy of the AAA, Res- | 
olutions demanding that excise 
taxes be earmarked for highway 
construction came up at the last 
four AAA conventions but failed 
to pass after lively floor fights. 

In the final hours of this year’s 
meetings, convention delegates 
urged auto makers to “tone down” | 
horsepower and “introduce new 
safety features into the construc- 
tion of automobiles.” 

They also urged the use of warn- 
ing notices instead of arrests for | 
“marginal” traffic violations and | 
opposed any move to weaken legis- 
lation which prevents auto makers 
and dealers from establishing a/| 
monopoly position. 

Opposition also was expressed to | 
“fright campaigns” which use un-| 
marked police cars, plainclothes 
officers and “ambush” methods of 
enforcing traffic laws. 

In its policy statement, the | 
AAA said a “major emergency | 
exists as regards the national 
system of interstate highways.” 
It said the Federal Government 
should pay “not less than 75 per- | 
cent” of the cost of an expanded 
highway building program. 

Last year the AAA backed Presi- 
dent Eisenhower’s plan to finance 
an expanded Federal road construc- 
tion program with revenue bonds. 
This year it steered clear of en- 
dorsing or opposing the Eisenhower 
bond proposal, stating: 

“The AAA favors pay-as-you-go 
financing . . . but recognizes that 


85% in Survey 
Take Vacation 


Trips by Auto 


PHILADELPHIA. — Upper - in- 
come families spent about $586,800,- 
000 for gasoline, oil and auto acces- 
sories while on vacation trips by | 
auto in the year ending September, | 
1954, according to the fifth annual | 
nationwide travel survey of Curtis 
Publishing Co. 

Of the total trips taken, 85.5 per- 
cent were by car. The average mile- | 
age per trip was 1,018. Motor courts 
and motels were used as the lodg- 
ing en route on 69 percent of the 
trips. 

With regard to business trips, 
68.9 percent were by private auto 
and 2.5 percent by rental auto. 

Total amount spent for vacation 
fares for all forms of transporta- 
tion was $1,051,900,000. 

The survey was made among 4| 
nationwide sample of 4,000 families 
in the $5,000-or-more income cate- 
gories who reported monthly to a} 
1ational research organization for 
one year on their vacation and bus- | 
iness travel habits. A vacation trip 
was defined as any pleasure trip 
of three or more days’ duration 
i1way from home by any member or 

‘roup of members of the family. 

The projected figure for the 

ending of upper-income families 
is based on the 14 million families 
in the U. S. with incomes of $5,000 
Or more. Over 65 percent of these, 
or 9,170,000 families, took an aver- | 
age of two trips during the year. 


















credit financing is entirely appro- 
priate whenever improvements can- 
not be feasibly financed on a pay- 
as-you-go basis.” 

* * ad 


C of C Sees Boom Holding 


AMBUCAN business appears 
headed for an all-time high this 
year, with retailers in all lines ex- 
pecting the best Christmas volume 
in history, according to a U. S. 
Chamber of Commerce quarterly 
report on the economic outlook. 





| The big business organization 
suggested, however, that with the 
economy operating at a rate close 
to capacity now, the rate of busi- 
ness expansion probably will be- 
come “more moderate” from now 
on. 
On the subject of automobile pro- 
|duction, the C. of C. report noted 
|that more than seven million cars 
apparently will be turned out this 
|year, a prospective all-time record, 
|and it went on to predict that next 
|year’s models probably will sell 
| almost as well. 
| The reasoning that gave rise to 
that prediction was that 1956 im- 
| provements in comfort, safety, ease 
of driving and parking will make 
older models obsolete from the 
| viewpoint of many motorists. 


The chamber report com- 
mended the efforts of the Fed- 
eral Reserve Board to tighten 


In making this optimistic fore- 
cast the chamber said it drew 


together the current figures on em- 
1] | up on credit by commercial banks 
oo a a | without discouraging legitimate 


For next year it predicted a | !°2MS. 
further increase in construction, | 
which has gone up each year |now, the report pointed out, may 
since World War II, and it dis- | check excessive upward price pres- 
counted forecasts of a substan- (sures “and would allow elbow room 
tial decline in automobile pro- (to loosen credit next year to buoy 
duction in 1956. up the economy, if necessary.” 








Ce ee ne meres 


Delta Chevrolet Remodels Building— 


A remodeling program has been completed by Delta Chevrolet Co., Greenwood, 
A general tightening of credit | yj... Wayne C. Williams, owner, has been a Chevrolet dealer since 1925. 


Irwin Buys Buick Deal 
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It takes 8 tractors and 4 trucks, plus a variety of other machinery, to keep the 
1200-acre farm and seed business of B. J. Gries, Sandusky County, Ohio, “going.” He 
grows and markets hybrid corn, wheat, oats, soybean and clover seed. 


The Biggest ‘‘Going’’ Business in the World 


World’s biggest user of power is the farmer. And, a great part of 
it is “going” power—general purpose tractors, pick-up trucks, 
family autos, garden tractors and other mobile units. 


Keeping them going is big business, too—for the merchants 
of fuel and lubricants, tires, batteries, accessories and replace- 
ment parts. In Ohio, Pennsylvania and Michigan it’s a bigger 
business than in most states because all three are among the 
top-third in farm income. In addition, it’s a year round business. 
Farmers here diversify ... keep cash rolling in steadily. 

Get your share of this rich farm market where buying is big 
and steady! Advertise in THE OHIO FARMER, PENNSYLVANIA 
FARMER, AND MICHIGAN FARMER—the magazines that reach the 
big majority of rural homes in this area. They’re published twice 
each month, reach the market quickly. They’re economical—and 
all are roto magazines, exclusive among farm papers. You save 
extra money because no plates are required. 


Send for Your Free Copies of the 
‘‘FARM PETROLEUM MARKET”’ 


Three new booklets on the farm 
markets in Ohio, Michigan and 
Pennsylvania contain important 
facts—on automobiles, trucks, trac- 
tors, garden tractors, petroleum 
products, tires and accessories (plus 
heating and cooking equipment). 
The booklet for either state—or 
all three—will be mailed free upon 
request. Write to Capper-Harman- 
Slocum, Inc., 1010 Rockwell 
Avenue, Cleveland 14, Ohio. 


THE OHIO FARMER - MICHIGAN FARMER - PENNSYLVANIA FARMER 








William Irwin has purchased the |from Joseph J. and Carl Rice, who 
| Buick dealership at Attica, Ind.,| operated the firm for 41 years. 
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Air Conditioning 
Vital to Industry, 
Show Chief Says 


ATLANTIC CITY. — The Air 
Conditioning and Refrigeration Ex- 
position, to be held here Nov. 28- 
Dec. 1, will affect almost every in- 
dustry in the nation, according to 
F. C. Coggin, chairman of the 
event. 


Coggin, of Detroit Controls Co., 
Detroit, says temperature and hu- 
midity have become one of the 
most important elements in main- 
taining quality and reducing costs. 


“High speed machines make very 
exacting demands on the atmos- 
Pheres in which they operate,” 
Coggin said, “and it follows that 
employes should be permitted to 
work at top efficiency by condition- 
ing the air in plants. 

The exposition, sponsored by the 
Air Conditioning and Refrigera- 
tion Institute, expects displays from 
about 250 companies. The exhibits 
will cover 88,000 square feet. 





Advantages of 

KIM operation: 

¢ Gives quick, easy starts 

¢ Reduces motor wear 

¢ Prolongs life of batteries 

dv Reduces fuel consumption 

d Saves warm-up time 

¢ Cuts cost of terminal 
heating 

¢ For stationary or mobile 
engines — diesel or gas 

d¢ Four models — easily 
installed 


It’s this simple— equip your 
cars and trucks with KIM 
Hotstarts and you end ma- 
jor worries of winter opera- 
tion. Engines purr like kit- 
tens. Starting is fast and 
smooth. You don’t use as 
much fuel and you spend 
less on repair bills. 

See your dealer or write 
for literature. Many of the 


HERE’S A 





FAST-SELLING PART 


Auto Personnel 





V. L. Spinney, manager of Allis- 
Chalmers’ New York district since 
1949, has been named manager of 
the central region, succeeding R. L. 
Halsted, who was recently ap- 
pointed manager of the firm’s proc- 
essing machinery department. Spin- 
ney’s new headquarters are in 
Cleveland. 


N. W. Landis, former Detroit dis- 
trict manager, has been named 
manager of the New York district, 
succeeding Spinney, while A. Jd. 
Mestier jr., for the last five years 
manager of the Syracuse district, 
succeeds Landis as manager at 
Detroit. 

+ * * 
Murray Retires from duPont 


After 40-Year Career 


J. Fielding Murray has retired 
after a 40-year career with E. I. 
duPont de Nemours & Co., most of 
it in automotive refinish sales. 

Murray began as a clerk in one 





Time to Install 





Hotst 


a00 © 8 008 one 


electric 
pre-heater 


. . for Gas and Diesel 
Engines 


smartest fleet operators in 
the country know KIM, use 
KIM, like KIM. Why don’t 
you profit from their experi- 
ence? Sold and installed. by 
leading automotive sup- 
pliers. 


KIM HOTSTART 


MFG. CO. 
West 917 Broadway 
Spokane 1, Washington 












IN A POPULAR, GROWING MARKET 


For UTILITY and BOAT Trailers 


Automobile dealers from coast to 
coast are selling DRAW-TITE UTIL- 
ITY and BOAT HITCHES to a 
profitable, growing market of car 
owners who want to “get properly 
hitched.’ Custom built hitches for 
17 different makes of cars (any 
year, make and model built since 
1946) will be shipped from our 
plant within 24 hours after receipt 
of order! Step up your accessory 
sales .. . help sell more cars with 
profitable Draw-Tite Hitches! 


@ Custom built for 17 makes of cars 
@ Solid bar cold rolled steel 

@ Loads up to 2000 Ibs. G.W. 

@ Cadmium or Chrome plated 


DEALER INQUIRIES INVITED 
eet 


Ta 





DRAWAITE Custom Built 


TRAILER HITCHES 


@ No welding required 


ith ball & * 
*twteriene) OAD 


@ Install in 15 minutes 


Phone: OXbow 7-294] 


DIC UPN a a 


of duPont’s World War I powder 
plants. 


* * * 


Gar Wood Appoints O’Brien 
To Fill Newly Created Post 


Angus J. O’Brien has been ap- 
pointed to the newly created posi- 
tion of vice-president and director 
of engineering and manufacturing 
for Gar Wood In- 
dustries, Inc., 
Wayne, Mich. 

Formerly vice- 
president and di- 
rector of manu- 
Facturiags, 
O’Brien’s appoint- 
ment also fills the 
gap created by 
the retirement of 
P George D. Shaef- 

af fer. O’Brien 
A. J. O’Brien joined Gar Wood 
in 1949. He will be responsible for 
Gar Wood’s manufacturing and en- 





—=| gineering activities. 


* * * 


Pardonner Promoted 


New manager of the Detroit sales 
district of Armco Steel Corp. is Paul 






By E. C. Bash 
Staff Correspondent 
ATLANTA. — Automobile factory 
men visiting here in conjunction 
with sales meetings or dealer 1956 
showings are unanimously agreed 
that next year will be a good 
sales year. 
The consensus seems to be: 
1. There will be a national 
market for seven million cars in 
1956. 


2. The southeast will continue 
to be a strong top-ranking market 
with an increased sales potential. 

3. The “luxury” car market is 
increasing in the south. 

Byron J. Nichols, general sales 
manager of Dodge, said: “Dodge 
is out to get a much greater 
percentage of the auto sales 
market in 1956.” 

Nichols amplified this statement 
by citing the Dodge sales for the 
first six months of the year which 
equalled those of the entire year 
of 1954. He said August retail 
deliveries exceeded July’s and the 
first ten days of September showed 
new-car and truck sales ahead of 
the corresponding period in August, 
1954. 


Bert Durkee, Chrysler division 
assistant sales manager, said here 
that sales of 1955 Chryslers are 
showing at “least a 50 percent in- 
crease over last year, which may 
be the greatest increase in the 
fine car field.” 

Durkee declared that Chrysler 
Corp. had set a goal for itself of 
20 percent of the market in 1955 
and the aim is still for that share 
and more in 1956. 

He said the corporation expects 
to obtain this goal by “its $175 
million styling, mechanical and 
safety advancements.” 

L. A. Fleemer, Packard assistant 
sales manager, said Packard is 
expecting to up '56 sales through 
123 improvements, push button con- 
trols and by giving “adequate 





MIT President to Head 
Ford Atom Award Body 


DEARBORN.—Dr. James R. Kil- 
lian jr., president of Massachusetts 
Institute of Technology, will serve 
as chairman of the organization 
and planning committee of Atoms 
for Peace Awards, it has been an- 
nounced by Henry Ford II. 

Atoms for Peace Awards, an- 
nounced Aug. 8, was established as 
a memorial to Henry Ford and Ed- 
sel B. Ford. The awards will pro- 
vide $100,000 annually for 10 years 
to be spent in helping to provide 
incentives for the world’s scientists, 
inventors and engineers toward 


of mankind. 


Future Looks Bright 


Factory Executives Paint Rosy Picture in Atlanta 
As Dealers See New 1956 Models 


F. Pardonner, a member of Armco’s| Portland (Ore.) zone for the past 


Detroit sales staff for the past eight 
years. 
* * * 


Weatherhead Names Wade 
To Fill Fort Wayne Post 


A. S. Wade, formerly sales man- 
ager of the automotive and ord- 
nance division of Weatherhead Co., 
Cleveland, has 
been appointed 
general sales 
manager of the 
company’s auto- 
motive and indus- 
trial original 
equipment prod- 
ucts, Fort Wayne 
(Ind.) division. 

Following his 
appointment, 
Wade announced 
two promotions 


A. 8. Wade 
from within the firm’s Detroit of- 
fice: C. S. Johnson becomes sales 
manager of automotive O. E. M. 
products, and Robert C. Marks be- 
comes Detroit district manager. 

* * a 


Chevrolet Names Lansdon 
Seattle Fleet Manager 


Robert L. Lansdon has been 
named Chevrolet fleet manager in 
the Seattle zone. Lansdon, who 
joined Chevrolet in 1940, has been 
truck manager of the company’s 





publicity” to the safety features of 
torsion level suspension. 

Ivan L. Wiles, Buick general 
manager, was quoted as saying 
that Buick’s immediate aim of the 
market is one million cars a year, a 
goal he expects to reach very 
soon. 

“At the current rate of 2,660 
deliveries daily,’ Wiles said, “we 
have now exceeded our all-time 
yearly sales record of 556,203 cars 
established in 1950.” 

Both Wiles and J. E. Bayne, 
Mercury general sales manager, 
told Atlanta reporters that their 
respective local dealers are making 

more money this year than last 
and their profits should rise even 
more in 1956. 


Colbert Again to Head 
Brotherhood Fund Unit 


NEW YORK. — L. L. Colbert, 
Chrysler Corp. president, who served 
as 1955 chairman of the special 
gifts committee of the National 
Conference of Christians and Jews, 
has agreed to continue in the same 
capacity in 1956, according to Roger 
W. Straus, board chairman of 
American Smelting & Refining Co., 
who is national co-chairman of the 
NCCJ and chairman of its finance 
committee. 

Colbert will lead a nationwide ef- 
fort to raise funds to help finance 
the conference’s program for build- 
ing good will and understanding 
among Protestants, Catholics and 
Jews. The drive will begin simul- 
taneously with Brotherhood Week, 
Feb. 19-26, sponsored by the con- 
ference. 








three years. 
+ + * 


Woodall Ups McKeon 


Woodall Industries, Inc., Detroit, 
has announced the appointment of 
Arthur J. McKeon jr., as sales 
manager of its industrial divisions, 
succeeding G. E. Kasch. McKeon 
formerly was sales manager of the 
central sales division. 

* x + 


Stayer Takes Sales Post 


With Gabriel Company 


Glen H. Stayer has been ap- 
pointed sales manager of the after- 
market division 
of Gabriel Co., 
Cleveland, accord- 
ingto L. W. 
Klein, sales vice- 
president. 

Stayer has 
spent 14 years 
with Thompson 
Products Coa, 
where he served 
as fleet sales man- 
ager. Prior to this, 
he represented 


G. H, Stayer 


Thompson in Pennsylvania. 
* of * 


Reo Names Sternberg 


To Head West Region 


Appointment of William F. Stern- 
berg, Milwaukee, as western region- 
al manager for Reo Motors Inc., 
has been an- 
nounced by J. L. 
Adams, sales vice- 
president. 

Sternberg, 
former vice-presi- 
dent of Sterling 
Motor Truck Co., 
Inc., Milwaukee, 
had been with 
Sterling for 24 
years. Sternberg 
mm will make his 
W. F. Sternberg headquarters in 
San Francisco and will be respon- 
sible for the region of Washington, 
Oregon, California, Nevada, Idaho, 
Montana, Utah, Colorado, Arizona 
and British Columbia. 

* * *” 


Pittsburgh Plate Picks Hill 


For Auto Finishes Post 


The appointment of Harold H. 
Hill as general manager of automo- 
tive finishes for Pittsburgh Plate 
Glass Co. has 
been announced 
by E. D. Peck, 
vice - president of 
the paint and 
brush division. 

Hill, formerly 
general manager 
of Pittsburgh 
Plate’s Ditzler di- 
vision, has been 
with the company 
for 20 years. He 
served as Ditzler’s H. H. Hill 
manager of industrial relations 
from 1941 to 1952. 


* x * 


Muscio Promoted 


U. V. Muscio has been elected 
vice-president of Fedders - Quigan 
Corp. He will be in charge of in- 
dustrial and public relations. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 








2 Better Than 1— 


John Stingle and Shirle Duggan (Mrs. Stingle), editor and women's editor of the 
finding new ways in which, atomic! Los Angeles Examiner's Pictorial Living Magazine, have purchased two Nash Metro- 
energy can be used for the welfare} politans for business use. Since both of them must do a lot of driving they find it 
more convenient to own two Metropolitans than one bigger car, they say. 
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DEADLY CARBON MONOXIDE FUMES 
OUT OF YOUR GARAGE WITH 


Sha 


AND USE OUR NEW “Y” CONNECTOR 
FOR CARS WITH DUAL TAILPIPES 


RE" ee 









FITS ALL 3 TUBING SIZES — 24%,” 
tubing screws tightly into ‘‘Y’’. If 
3” tubing is used from ‘‘Y"’ to tail- 
pipes, screw 4 inches of 22” tub- 
ing into “Y"', then screw the 3” 
over the 212”. If 2” tubing is used, 
screw the 2” inside the 2%”. A 
tight fit both ways. 


3 SIZES OF TUBING ...3 SIZES OF ADAPTERS 
TO FIT ALL CARS 
Manufactured in Our Modern, New Plant at McComb, Ohio 
BUY FROM THE LEADING JOBBERS AND DISTRIBUTORS 
THROUGHOUT U.S. AND CANADA 


MANUFACTURERS, by Special Processes (Pats. Pending) 
of Industrial Vacuum Cleaner Hose, Radiator Hose and 
Any Special Corrugated Rubber Tubing Products. 





OUR GUARANTEE 
For six years we have stood be- 
hind the following guarantee: 
— If not best tubing value ever 
purchased, return to your jobber 
or our plant for full refund. 


Send Your Specs For Special Tubing Products and All Inquiries, To: 


CRUSHPROOF TUBING COMPANY 


P. O. Box 796, Cleveland 22, O. 
FACTORY AND PLANT OFFICES 
Crushproof Tubing Co 
McComb, Ohio 


GENERAL OFFICES 
ela ae aT) 
Cleveland, O 








TELL THE WORLD WITH, 
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“Tell Your Story Here!" 


® Mounted or Dismounted in Seconds* 

® Polished Aluminum Frames = Sheet Steel Face 

© Sign Legs Telescope into Non-Visible Brackets Mounted 
Behind Bumper Guards 

® Does Not Interfere with Operation of Trunk Lid 


* After original installation. State Make and Model When Ordering 
$16.50 Lettered —$12.50 Unlettered 
F.0.B., MOUNDS, ILLINOIS 
Signs Are Shipped 1 to 5 in Bundle via Parcel Post. Postage to Be Added. 


Now taking orders for Bumpa-Tel Signs to fit all 1956 model 


cars. Delivery will be made shortly after public introduction | 
of 1956 model cars. Orders will be filled in the order in| 


which they are received. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 





Financial Front 





DETROIT. A financing plan 
designed to overcome the capital 
problems of Michigan plastics com- 
panies has been announced by 
Prudential Acceptance Co., Mich- 
igan division of James Talcott, Inc., 
commercial] finance firm. 

The plan offers long-term and 
short-term funds to be used by 
plastics companies to buy new 
equipment, expand working capital 


|and increase sales. 








In announcing the plan, Pruden- 
tial released a report which said 
that in the past long-term capital 
has been available to plastics com- 
panies only if the owner relin- 
quished control. 

* * as 


Gould-National Net Drops; 


Research, Merger Cited 


Gould-National Batteries, Inc., St. 
Paul, has reported earnings, after 
taxes, of $581,744 for the first fiscal 
quarter ended July 31, 1955, which 
compared with $627,394 in the same 
period of last year, according to 
Albert H. Daggett, president. 


Sales were $15,229,517, compared 
with $14,876,828 for 1954. Daggett 
said the increase of expenditures for 
research and development, plus ex- 
penses incurred in the integration 
of the Solar battery business and 
Hobbs Battery Co., acquired in 1955, 
matched the decline in earnings 
from 1954. 

oe ~ a 


Federal Screw Works Profit 
Eases Off to $635,708 


Federal Screw Works has re- 
ported net profit for the fiscal 
year ended June 30 amounted to 
$635,708, compared with $646,410 in 
the previous fiscal year. 


B. L. Norton, president and treas- 
urer, noted that during the 1955 
fiscal year a net investment of 
$481,000 was made in new buildings, 
machinery and equipment. 

* * * 


Exchange Analyzes 


Investment Credit 


The public uses about $2.5 billion 
to finance long and short-term 
investments and a little less than 
$1 billion for trading transactions, 
says Keith Funston, president of 
the New York Stock Exchange. 


To put the total into perspective, 
Funston said, “the recent market 
value of all stocks listed on the 
Exchange alone was roughly $200 
billion.” 

* * Ed 


Gerity-Michigan Sales 


Grow, So Do Losses 


Net sales of $14,645,072 for the 
year ended June 30 were reported 
by Gerity- Michigan Corp., com- 
pared with $10,332,468 in the pre- 
vious year. 


Despite the increased sales vol- 
ume, the company showed a net loss 
of $705,881 compared with a loss of 
$685,483 in 1954. 


Calendar 


(Continued from Page 12) 


General 


Oct. 31-Nov. I—Automotive Electric Assn., 
Regional Conference, Hotel Multnomah, 
Portland, Ore, 

Nov. 2-4— National Fluid Power Assn., 
Edgewater Beach Hotel, Chicago, Ill. 


Nov. 6-7 — Texas Independent Automobile 
Dealers Assn., Inc., lith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 


Nov. 10-11 — Automotive Electric Assn., 
Regional Conference, Hotel Muehle- 
bach, Kansas City, Kans. 

Nov. 28-Dec, I—Air Conditioning & Re- 
frigeration Exposition, Atlanti City 
Auditorium, Atlantic City, N. J. 

Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton 
Hotel, Chicago, Ill. 

Dec. 6—Automotive Affiliated Representa- 
tives, Board of Directors Meeting, Sher- 
aton Hotel, Chicago, Ill. 

Jan. 11-14—American Road Builders Assn's. 
54th Annual Convention, Municipal Audi- 
torium, Miami Beach, Fla. 

Jan. 15-17—Second Annual Auto Trim Show 
Hotel Statler, New York, N. Y. 

Jan. 23-25—Ii5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Feb. 6-9—Automotive Accessories Manu- 
facturers of America Exposition, Navy 
Pier, Chicago, Ill. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San Francisco, 
Calif, 

April 16-20—New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, N. Y. 
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NOW... Heavy-Duty 









See chart at right 
for pay-load capa- 
cities in tons at var- 
ious body lengths. 


Based on standard operating conditions 


Introduction of the new twin 8” 
diameter Gar Wood A-260 and A-270 
hoists now enables you to offer your 
customers the superior advantages of 
heavy-duty Strong-Arm performance 
on every size chassis — including 
large 4 wheelers, 6 wheelers and 
single axle semi-trucks. 


MATCHING DUMP BODIES 
Husky new Gar Wood dump 
bodies give a perfectly matched 
combination to sell with new 
heavy-duty Strong-Arm hoists. 








See the new 


Hoists at 
your 
Gar Wood Distributor 





GAR WOOD INDUSTRIES, ine. 
| Wayne, Michigan Richmond, Calif. 






GW-H-5 


World's largest mfr. of hoists and dump bodies for trucks & trailers 


Household 


Magazine 


ol all 


CIRCULATION 


NEW ADVERTISERS 


ADVERTISING DOLLARS 


—if your product belongs in 2'’2 million 


homes your advertising belongs in. 


llousehold Magazine 
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Giant Plastics Press— 

A reinforced plastics press, said to be 
the world's largest, has been built by 
Hydraulic Press Mfg. Co. for Zenith Air- 
craft. It stands more than 63 feet high, 
including foundation, and has a press 









By Martin L. Whitmyer 
Staff Writer 


General Motors, in second place 
a year ago with an expenditure of 
$20,421,228, moved into the top 
spot among the 100 top advertisers 
for the first six months of this 
year. 


GM’s record budget of $26,948,- 
227 was just one example of how 
advertising budgets of most every 
leading company have been ex- 
panded during 1955. 


The figures, compiled by the 
Publishers Information Bureau and 
published by Advertising Age, are 
based on expenditures in general 
and farm magazines, certain news- 
paper sections measured by PIB, 
and network radio and television. 
They do not include expenditures 
in newspapers, outdoor advertising 
and various other types of adver- 
tising. 


Overall expenditures of the top 
100 advertisers totaled $365,444,667 
during the first six months of this 


Affecting Factories and Dealers .. . 


Auto Advertising 





capacity of 600 tons and a weight of 307,- 
Platen size is 75 by 104 


000 pounds. 
inches. 


year, as compared with $323,547,166 
during the same period of 1954. 
This is an increase of $41,897,501, 








NOW...WHICH $/ZF FITS 
YOUR DELIVERY NEEDS? 





NEW ANTHONY 


“LIFT GATE” 


For %-Ton and Larger Trucks 


@ 





No. Be : Lass oe 
Ske’ ens 


Medel No. 


145 hand 
2000 Ibs. gd EO 
trucks and semi-trailers 


ai 


Medel No. 130 for yor Dethe 
with steel express bod 


les up to 
“cleans larger 








This new lower priced Anthony Model 
No. 144 “LIFT GATE” handles loads 
up to 1000 Ib. (other sizes from 800 to 
4000 Ibs. are available). Lift Gates in 
all sizes let one man do the work of 
three or more when loading or unload- 
ing a truck with heavy bulky freight — 
and in one-third the time. Loading and 
unloading is done with ease by moving 
one conveniently located lever to con- 
trol the powerful hydraulic action of 
the “LIFT GATE”. With the time 
saved in loading and unloading you can 
double your deliveries. Damage to mer- 
chandise and personnel accidents are 
greatly reduced. One “extra” delivery 
each day will pay for your Anthony 
“LIFT GATE”. Write today for com- 
plete information. 


ANTHONY 





ANTHONY COMPANY 


Streator, Illinois 5503 





SOME DEALERS HAVE 100 7% ABSORPTION FIGURES! 


(National Average is 65%) 


figures and fill i your aap yy 


to Increase service absorption 
a iuiie non-productive and unapplied time 
on per month, we can install a complete service 


obligation, of 
FlashA.Call Service 


nothi We will analyze 1 a 
ing. We a _— prob 
entire — . free your 


service in of doing 
pons Suplicete handling 


1112 S. Wabash Ave., Dept. 


site nal AN-105, Chicago 5, Illinois 









| or nearly 13 percent over 1954. 


Total expenditures of the top 
advertisers in general and farm 
magazines was $129,263,801, or a 
10.2 percent increase over the 
$117,311,076 spent in these media 
in 1954, 

The same advertising leaders 
spent $43,648,983 in network radio 
this year, or a 26.2 percent drop 
from the $59,139,764 spent during 
the first half of 1954. 

Biggest increase was in network 
television, where the top 100 adver- 
tisers spent $166,672,111 this year, 
or a 35 percent increase over the 
$123,399,008 spent during the same 
period of last year. 

Among the other auto makers, 
American Motors Corp. made the 
biggest jump in the standings, 
hopping from 45th place in 1954 
to 33rd place this year. Its expen- 
ditures during the first six months 
of this year totaled $2,987,340, as 
compared with $1,991,140 during 
the same period of a year ago. 

The majority of AMC’s budget, 

$1,685,085, went to network tele- 
vision, while the second largest 
amount, $1,225,677, was used for 
general magazine advertising. 
Newspaper sections received $54,- 
930; network radio, $26,048, and 
farm magazines, $22,600. 

Chrysler Corp. also made an im- 
provement over its 1954 standing 
when it spent $13,637,085 for adver- 
tising during the first six months 
of this year. During the same 
period of a year ago it spent $8,- 
421,000. The increase resulted in a 
jump from seventh to fifth place 
for the corporation. 

Like AMC, Chrysler’s largest 
expenditure, $7,313,421, went to 
television. Second largest amount, 
$4,754,278, went for general maga- 
zine advertising. Network radio 
received $872,595; newspaper sec- 
tions, $464,965, and farm maga- 
zines, $231,826. 

Ford Motor Co., despite a three- 
|quarter million dollar budget in- 
|erease, was unchanged in its 10th 
position standing of 1954. Ford 
spent $8,840,653 during the first 
six months of this year, compared 
with $8,053,004 during the same 
period of 1954. 

Ford spent $3,924,984 for network 

television this year, or $87,871 more 
than it spent for general magazine 
advertising. Its general magazines 
expenditures were $3,837,113; farm 
magazines, $554,170; newspaper 
sections, $383,410, and network 
radio, $140,976. 
It took a $6% million increase 
| in expenditures to jump GM from 
its second place standing of a 
| year ago into the top spot for the 
first six months of this year. 

Unlike AMC, Ford and Chrysler, 
GM’s largest expenditure, $13,318,- 
505, went for general magazine 
advertising. Second largest, $6,636,- 
750, went to network television. 
Other expenditures were: Network 
|radio, $3,347,611; newspaper sec- 
tions, $2,539,972, and farm maga- 
zines, $1,105,389. 

Studebaker-Packard, listed for 
|the first time under that title, 
placed 49th this year with an 
expenditure of $2,083,585. And like 
GM, the majority of the S-P ex- 
penditures, $1,132,760, went to 
general magazines. The remainder 
was used ag follows: Network 
television, $755,977; network radio, 
$105,888, and farm magazines, $88,- 
960. None of its budget went for 
newspaper sections. 

Kaiser-Willys, which finished in 
43rd place last year, failed to place 
in the top 100 this year. 

a a e 





Mercury Promotions Increase 


Embarking on a new “Big M” 
theme for 56, Mercury last week 
launched the largest advertising 
in the division’s history. 

All major media including news- 
papers, magazines, television and 
radio were utilized to advertise the 
new 1956 Mercury, which went on 
display in dealers’ showrooms last 


week. 

Beginning today (Oct. 3) full- 
color spread announcements will 
appear in leading national maga- 
zines, and the Oct. 8 issue of 
Saturday Evening Post will carry 
the biggest car advertisement to 
ever appear in any magazine, ac- 





cording to T. J. Henry, assistant 
general sales manager. The ad will 
carry a picture of the 1956 Mercury 
almost three feet long and spread 
over four full pages of the maga- 
zine. 

The entire advertising program, 
Henry said, will be bigger in cir- 
culation, bigger in coverage, bigger 
in space and bigger in dollar value, 
Henry said. 


Complementing the mass media 
advertising is a vastly expanded 
program in sales promotion and 
dealer aids, he said. 


* * * 
Detroit Ad History on Display 

Detroit’s first “History of Ad- 
vertising Exhibit” opened last 
week at the Detroit Historical 
Museum. 

Sponsored by the Adcraft Club 
of Detroit, the Women’s Adver- 
tising Club of Detroit, the Junior 
Advertising Club, the Art Di- 
rectors Club and other organiz- 
ations, the display is expected to 
be seen by more than 200,000 
visitors before it closes Dec. 15 

The opening of the exhibit was 
held in conjunction with the 
celebration of Advertising Week 
in Detroit. This year marks the 
50th anniversary of the Adcraft 
Club. Clark Stevens is president. 

* * + 


Grant Ups Cowle 


Appointment of Jerome M. Cowle 
as copy chief in the Detroit office 
has been announced by Lawrence 
R. McIntosh, ex- 
ecutive vice-pres- 
ident of Grant 
Advertising, Inc., 
in charge of the 
Detroit office. 

Cowle formerly 
Was group copy 
supervisor for 
for Campbell- 
Ewald Co. of De- 
troit and held 
similar positions 
with Erwin, 
Wasey & Co., Platt-Forbes, Inc., 
and Anderson and Cairns, Inc. 

A native of New York, Cowle was 
educated at Syracuse University. 
During World War II, he served 
with the U. S. Coast Guard. 

* * > 


TV Show Kicks Off Oil Week 


A look into the future—a picture 
of whatlife will be likein this 
country in 1976—will be given to 
the American people this month as 
the inaugural event of the petro- 
leum industry’s annual Oil Progress 
Week. 

The forecast of things to come 
will be presented in an hour-long 
television show on Sunday, Oct. 9. 
It will be entitled “1976,” in recog- 
nition of the 200th anniversary of 
the founding of the American 
Republic. 

The show will be televised by 
National Broadcasting Co., at 4:30 
p.m., EDST, with a repeat per- 
formance for West Coast audi- 
ences at 8 p.m., Hollywood time. 
More than 140 TV stations have 
already signed up for the pro- 
gram. 


J. M. Cowle 


The show will be sponsored by 
the American Petroleum Institute, 
on behalf of the oil industry infor- 
mation committee, and the com- 
panies, employes who make up the 
petroleum industry. 

It will be the “kickoff” event for 
Oil Progress Week, the high point 


of the industry’s year-round public 
relations program. Officially, Oil 
Progress Week will be observed 
Oct. 9-15. et 

* 


Polk Lists 4 Appointments 


Walter J. Gardner has been ap- 
pointed executive vice - president 
and general manager of the operat- 
ing divisions of R. L. Polk Co., De- 
troit. Gardner was formerly vice- 
president and general manager of 
the city directory division of the 
company. 

Ralph L. Polk, president, also 
announced the appointment of Wil- 
liam H. Beatty as vice-president 
and general manager of the direct 
mail division. Beatty formerly was 
vice-president and director of sales 
of the direct mai] division. 

Other appointments included 
Lawrence C. Chait to the newly 
created post of vice-president of 
the Eastern division of the direct 
mail division and C. C. Thornburg 
as sales representative for the mo- 
tor statistical division. Chait for- 
merly was director of sales plan- 
ning and analysis for the direct 
mail division. Thornburg formerly 
was assistant manager of the Cin- 
cinnati plant of the motor statis- 
tical division. 


Chevrolet Adds Another Show 


Chevrolet will sponsor the new 
half hour series, “Crossroads,” 
which premieres on ABC-TV, Fri- 
day, Oct. 7, from 8:30 to 9 p. m., 
edt. 

Crossroads points up the drama 
that often enters the life of clergy- 
men in this new television anthol- 
ogy about men of the cloth. 

The series is a Bernald L. Schu- 
bert presentation produced by 
Buster Collier for Federal Tele- 
films, Inc. Campbell-Ewald Co. 
represents the Chevrolet dealers. 

* * aa 


Outdoor Campaign Increased 

Outdoor Advertising Inc., the 
medium’s national sales organi- 
zation, will launch the largest 
advertising and promotion cam- 
paign in its history this month, 
according to Warner R. Moore, 
president. 

The — prepared by Al 
Paul Lefton Co. Inc., calls for 
87 separate and distinct double 
spread, full-color advertisements 
in Automotive News, Fortune, 
Business Week, Advertising Age, 
Food Field Reporter and Drug 
Trade News during October, No- 
vember, and December. 

OAI will merchandise the cam- 
paign heavily in the advertising 
and agency fields, as well as 
throughout the outdoor industry. 


* * of 
Seat Cover Contest 


“Win an all-expense paid trip for 
two to anywhere in the world!” is 
the theme of a new auto seat cover 
promotion being sponsored by the 
plastics division of General Tire & 
Rubber Co. 

Known as the “Magic Seat Cover 
Contest,” the program is being pro- 
moted by the Bolta Products, Tex- 
tileather and Jeannette divisions of 
the company and features an all- 
expense paid vacation and other 
prizes for consumers purchasing 
the winning covers. 

Designed for the 1956 selling sea- 
son, the contest will be promoted 
through national advertising in 
magazines and through radio and 
television. 





That's My Boy— 


Sons of DeSoto dealers regularly visit the factory in Detroit for schooling against 
the day when “dad” retires. Keeping up with the motor world at DeSoto under the 
tutelage of Paul Herpolsheimer jr., assistant general sales manager, center, and Leslie 
Jones of Chrysler Corp.'s Conference of Business Management, far right, are, from 
left, Arthur Chandler, Lebanon, N. H.; Ken McDonald, Toronto; Joseph LaGrew, Lex- 
ington, Ky.; Don Jupp, Toronto, and Thomas Jimmer, Covington, Ky. 
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News to Note... 





Auto World in Brief 


PITTSBURGH. 
rich, 


— Ralph K. Ul-|rupled and orders doubled in the 
sales manager of the register] first quarter of 1955 as a result of 


division of Rockwell Mfg. Co., sayS|the introduction late in 1954 of a 
the demand for noiseless, electric new Rockwell-Ohmer electric me- 


taxi meters has provided a shot in 
the arm for the whole industry. 
The division, which produces 
more than 50 percent of -:American 
taxi meters, says shipments quad- 








For those you 
want to remember -.. 


STEAKS 


theyll never forget! 


Truly .. . here are America’s Finest Steaks 
... from Pfaelzer Brothers, Chicago. These 
Boneless Strip Sirloins are the same famous 
Pfaelzer Steaks served at America’s exclusive 
clubs, leading hotels and fine réstaurants. 
Graded U.S. Prime and aged to mellow 
perfection, these Blue Ribbon Steaks are a 
unique gift that will make a favorable 


ter. Current orders are triple the 
1954 level, the company says. . 
* * + 


Contempo, Altwood Join 


NEW YORK.—Contempo Lug- 
gage Co. has announced the ac- 
quisition of Altwood Co., Inc.. 
The combined operation will be 
called Altwood Co., Inc. 


* * * 


Auto-Portable Radio Seen 


Hiking Battery Market 


NEW YORK. — A $100 million 
market in transistor radio batteries 
within three years has been pre- 
dicted by Richard W. Snyder, sales 
manager of the electrical division 
of Olin Mathieson Chemical Corp. 


Snyder said auto companies are 
experimenting with transistor ra- 
dios that can be slipped into the 
dashboard, played while the car is 





driven, then pulled out for use as 
a portable when the car is parked. 


* * * 


Up, Up, Up 

PORT CLINTON, O. — August 
showed an increase in cars regis- 
tered with the Ottawa County clerk 
of courts. A total of 1,172 new and 
used cars were registered, 210 of 
them being new cars. In July, 1,030 
certificates were issued, 174 of them 


for new cars. 
* * + 


Cars Saved in Fire 


OTTAWA. — Lewis Motors, Ltd., 
suffered damages of about $7,000 
when a flash fire struck. Eight em- 
ployes drove out cars to the street 
and saved them. 

* * + 


U. S. Vehicles Go to Canada 


OTTAWA. — Imports of motor 
vehicles from the U. S. reached 
14,982 units, including 12,378 pas- 
senger cars and 2,604 commercial 
vehicles, during the first six months 
of 1955, according to the Canadian 
Government. 

oa * * 


Primary Aluminum Output 


Shows 3.9% Increase 


NEW YORK. — Production of 
primary aluminum amounted to 
265,337,163 pounds in July, com- 
pared to 255,265,003 pounds in June, 


Parts Rebuilders Official 
Sees Good Year Ahead 


By W. C. Lockwood 
Staff Writer 


DETROIT. — Members of the 


impression. Packed 8 superb steaks, each | Automotive Parts Rebuilders Assn., 


1%" thick, 
box. Quality and perfect 
arrival guaranteed. 


BOX OF 8 STEAKS $9950" 
SHIPPED PREPAID 

*5% discount allowed on shipments of 
10 or more boxes shipped to one address 


ORDER TODAY 
For other distinctive Pfaelzer gift items 
write for Catalog G-40 


to attractive personalized gift 
condition on 
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UNION STOCK YARDS ® CHICAGO 9, ILL. 


AUTO 
TURNTABLES 


eemmmaateent by 
Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


ideal tee ales 


On poisonous carbon mon 
oxide gas removal 5 nae 
for garages and servi 
a. Complete “packaged” 
8 
on this low-cost way to rid 
your shop of exhaust gases. 
No obligation. Also lowest 
prices on flexible tubing, 
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OF GARAGE VENTILATION, INC 
147 W. William Street, Decatur, 


Illinois 





HAVE YOU MET 
MR. AUTO INTEGRITY? 


He symbolizes a superior public relations 
Program which — may secure exclusively 
for your firm in your area. For details 
without obligation mail your letterhead to 


MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 
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18” Pennants 


100 Feet of 48-12” x 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 

MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, 
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attending a three-day convention 
and trade show here last week, 
heard of progress in the welding 
of engine blocks. 

Lee W. Romine, Dealers Engine 
Service, Inc., Indianapolis, described 
the new process and told the 
members at the engine clinic that 
his firm had experienced 100 per- 
cent success with the welded 
blocks. 

Romine said that they were 
trying to improve the method and 
he believed that the welding could 
be done so skillfully that it would 
be impossible to tell that the block 
had been cracked. 

J. W. Harper, Dallas, was elected 
president, succeeding E. A. Riser, 
Atlanta. Harper said that he antic- 
ipated a good year ahead. “We've 
got to keep rebuilding on a high 
level, both in quality of product 
and business,” he said. 

Riser noted that public and trade 
acceptance of rebuilt parts. was 
rising, and added “quality is our 
key to success.” 

Other new officers included W. 
G. Weldon, Chicago; H. B. Hast- 
ings, King, N. C., and L. E. Titus, 
Tacoma, Wash., vice - presidents; 
Tom A. Monteith, Elkhart, Ind., 
secretary, and Leonard Hubert, 
Chicago, treasurer. 

Directors for the coming year 
are: Hugh Miller, Easton, Md.; J. 
W. Rourke, East Hartford, Conn.; 
Irving Chafetz, Memphis; Joseph 
McGuire, Mooresville, Ind.; E. C. 
Hein, Chicago; Roy F. Walin, Min- 
neapolis; John Lacy, Dallas; Paul 


Send for information | Held, Salt Lake City; A. F. McGarr, 


Portland, Ore.; Charles Hilton, 
Calgary, Alta., and William Adams, 


edeoters and parts. Write | Toronto. 


Firms taking part in the trade 


Was He First? 


Records Show Machinist 


Built Auto in 1875 


HINSDALE, N. H. — (UTPS) — 
Evidence has been uncovered here 
to indicate that the first U. S. auto- 
mobile was built in 1875 by George 
A. Long, apprentice at a Hinsdale 
machine shop. 

Howard I. Streeter, who now 
operates the shop, has gathered 
photographs and records of the 
Long vehicles, including the in- 
ventor’s own account of pioneering 
under power. 

Long’s car, 





powered by a V-2 


| steam engine would do 30 miles an 


hour on a smooth road and was 
recognized in New York at a dinner 
of Automobile Old Timers Inc., in 
1947, three years before Long died 
in Boston, blind and destitute, at 
the age of 100. 





show included American Motor 
Products Co., Auto Friction Corp., 
Automatic Transmission Parts, 
Eis Automotive Corp., Green. Ball 
Bearing Co., International Products 
& Mfg. Co., Jameson Co., Johns- 
Manville Sales Corp. Kem Mfg. 
Co., L-C Products, National Trans- 
port Supply. 

Permafuse Corp., Peterson Weld- 
ing Laboratories, Precision Auto- 
matic Components Co., R-B Parts 
Co, Raymond Mfg. Co. Rich 
Engineering Co., Nu-Era Gear 
Corp., SAE Motor Parts Co., Silver- 
Line Brake Lining Corp., Sparkler 
Mfg. Co., Star Line Machine & 
Tool Co., Valley Forge Products, 
Van Alen Automotive Catalogs, 
VMC System, Vulcan Motor Prod- 
ucts, Wheelabrator Corp. R. G. 
White Mfg. Corp., Pangborn Corp., 
and Diamond Tool Corp. 





according to the Aluminum Assn. 
This was a rise of 3.9 percent. 

This brought total aluminum pro- 
duction for the first seven months 
of 1955 to 1,785,070,173 pounds, com- 
pared to 1,683,121,430 pounds in the 
corresponding 1954 period. 

* * * 


Seaboard Is Chartered 
MONTPELIER, Vt. — Seaboard 
Finance Corp., Burlington, Vt., has 
been granted a state charter to en- 
gage in auto financing and sales 


and related businesses. 
* + * 


Off Their Trolley 


OTTAWA.—Buses have replaced 
streetcars as the most popular 


mass-transit vehicle in Canada, ac- 
cording to Government reports. 
Federal figures show that in 1946 
only 19 percent of transit passen- 
gers rode in buses, but that by 1953 
the proportion had risen to 51 per- 
cent. 
a + * 


Plant in Puerto Rico 


CATANO, San Juan, P. R. 
Placco Puerto Rico has announced 
that work has commenced on its 
plant here. Placco will manufac- 
ture, under license from Pioneer 
Latex & Chemical Co., Middlesex, 
N. J., a line of latex, rubber and 
asphalt products including automo- 
bile undercoatings. 
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BOYERTOWN MAKES SIT-STAND DRIVE 





















customers will want. . 


comfort, and ease. 


Complete data is immediately 
available for your sales force on 
these new Boyertown features. 


Write, visit, or phone 
town 7-2146) 


Here is a delivery body your 
. equipped 
with the new simplified 
Stand” drive controls! It is avail- 
able on any flat face cowl chassis 
with automatic transmission 
Driver operation in either sitting 
or standing position is with safety, 
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More than 44,000 copies of the industry’s 
statistical reference book will be used by 
your prime prospects in car and truck deal- 
erships and factories throughout the year. 


Service managers, parts managers, presidents 
or owners and factory 
AUTOMOTIVE NEWS ALMANAC for 
the authoritative information they need — 
new product and new model data, statistics, 
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section for automotive engineers. And these 
are the readers who buy, sell, recommend, 
specify, your type of product or service. The 
Almanac Buyer’s Guide contains over 2,000 
company listings and covers personnel as 


executives refer to Well as products manufactured. 


Place your advertisement where it will speak 
for you all year long—in the Automotive 
News Almanac. 
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Legislative 
Roundup 


Henry C. Pierce jr., Connecticut 
banking commissioner, has advo- 
cated strengthening of the new law 
placing ceilings on automobile 
financing rates. 

The law permits the state to 
check finance records only when a 
written. complaint is made and to 
check only the papers involved in 
a specific case. 

Pierce said he believes the State 
should be permitted to inspect all 
books of car finance agencies to 
see whether the law is being com- 
plied with, whether or not there 
has been a complaint. 

Melvin O. Hall, sales finance 
director of the banking commis- 
sion, said only one written com- 
plaint has been received since the 
law went into effect July 1. 

Hall also criticized the section in 
the law which permits the state to 
act only when written complaint 
is made. 


Rules Supplement 


Kans. Labor Law 


Rules implementing the new 
Kansas labor relations law have 
been filed by R. L. Warkentin, state 
labor commissioner. 

They govern secret elections for 
selection of collective bargaining 
units, entering into union shop 
agreements and calling a strike or 
walkout. 

The new Kansas law for the 
first time gives the state labor de- 
partment authority to appoint 
mediators to attempt to solve 
labor-management disputes. 

- * +. 


Mass. Kills Bond Issue 


The Massachusetts Legislature 
has killed a bill to authorize an 
additional $125 million highway 
bond issue. The bill had been backed 
by Gov. Christian A. Herter. 


City Sales or Income Tax 


Asked by lowa Officials 


Des Moines City Manager 
Leonard G. Howell and Mayor L. A. 
Touchae, Waterloo, have asked a 
legislative tax study committee to 
consider either a payroll or personal 
income tax of 1 percent or a one- 
half of 1 percent sales tax. 

Touchae said the cities and towns 
could collect the payroll tax, but 
he favored having the State Tax 
Commission handle the collection 
of any local sales tax, remitting the 
city’s or town’s portion less 5 per- 
cent for administrative costs. Howell 
also said local governments needed 
a larger share of road and highway 
taxes. 

- * cd 


Kentucky Drive Started 

A campaign is being organized 

in Kentucky to support a law pro- 

hibiting the union shop and other 

forms of compulsory unionism. A 

similar proposal was rejected by 
the Legislature in 1954. 
t s + 


Labor-Law Repeal Fails 


Proposals to repeal or modify 
the Alabama statute prohibiting 
all forms of compulsory unionism 
failed of enactment in the Legis- 
lature. 

= * +t 


Antiunion-Shop Movement 
Reported in California 


A movement is reported under 
way in California to place on next 
year’s general election ballot an 
initiated measure for a law pro- 
hibiting the union shop and other 
forms of compulsory unionism. 

Thus far, however, no initiative 
petitions have been titled or placed 
in circulation. 

” * : 


Compulsory Auto Coverage 


Eyed Again in Oklahoma 


Rep. Dean Smith, Tulsa, has 
asked the Oklahoma Legislative 
Council to begin a study of a com- 
pulsory auto liability insurance 
law. 

A measure to require all car own- 
ers to carry such insurance was 
introduced in the 1955 Legislature 
but got nowhere. 











LAS-STIK WHITE TIRE CLEANER 
Just spray it on—wipe it 
off. Sprayer furnished free. 


LAS-STIK LEATHER CLEANER 


For all leather trim and 
leather upholstery — 
vinyls and plastics, too. 


Made by LAS-STIK MFG. CO., HAMILTON, OHIO 


If your jobber can’t supply 
you, order direct from factory 











IGNITION SPRAY 


Takes but a few sprays 
to start moisture soaked 
motors. And durable plastic 
coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampoess. 

Comes in handy spray can with easy push 
button valve 4 Oz size for glove com- 
partments — 12 Oz. Service Station size. 


ZACO CHROME SPRAY 
ond PRESTO SPRAY ENAMEL 
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“AUTO TURNTABLES 


No Pit—No Holes—No Anchor Bolts. ~~ 
semble it yourself in 30 minutes, Plu 
and run—anywhere, All steel turnta . 
scientifically balanced to take all cars. 
For indoor or outdoor display. Write for 
free literature. 
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and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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ha 35th Annual Parley... 


Cost Control Needed, 
Pennsylvanians Told 


ee oe are lack of a 
strict cost control program was 
listed as one of the present-day 
dealer shortcomings by Hayse 
Tucker (Ford), Tuscaloosa, Ala., in 
speaking before the Pennsylvania 
Automotive Assn.’s 35th annual con- 
vention here last week. 

Tucker, a member of the National 
Ford Dealers Council, said: “Few 
of us have yet shocked ourselves 
up to a strict cost control program 
with a careful budget and guide 
control features.” 

He spoke on the fundamentals of 
the auto retail business and pointed 
to the “continuing disregard for 
dealer profits in favor of volume.” 

Tucker recalled the words of a 
Big Three general sales manager 
who was quoted as saying: “We 
aren’t making prices, we are mak- 
ing deals.” Tucker said this man 
was talking about what he termed 
a new era. 

The Alabama Ford dealer re- 
minded that in the Twenties people 
were talking of a “new era,” too. 
“But because we now know that 
sound fundamentals were disre- 
garded for too long a time,” he 
said, “we inherited . . . unemploy- 
ment, bread lines and fear.” 

The delegates were welcomed by 
Charles E. Snyder, president, Pitts- 
burgh Automobile Dealers Assn., 
and then heard the report of Roy 
W. Marberger, association presi- 
dent. 

After hearing Tucker, the prin- 
cipal speaker at the opening ses- 
sion, a young executives panel 
discussion was held. During the 
forum, the plight of today’s dealer 
was discussed and views of what 
the future holds were expressed. 


® * * 


UCKER listed the many assets 

in the auto retail business, 
then — to complete the balance 
sheet— gave what he termed the 
liabilities. They were malpractice 
in consumer credit; dealer manage- 
ment in permitting price break- 
down, bootlegging, blitz selling and 
unethical advertising; and, over- 
production by the factories. 

Then Tucker told the dealers 
that a readjustment might be a 
healthy thing “in getting some of 
us off the economic drunk we have 
been on for some time and thus 
prevent later and long lasting seri- 
ous consequences.” 

In regard to the factories, he 
noted that they had spent more 
than $70 million in advertising 
last year. “We ask you,” he said, 
“how often did you notice a part 
of this . . . being spent to build 
you up as a dealer?” 

He declared that too little im- 
portance has been put on the deal- 
er’s function of successful selling 
which in the “final analysis” con- 
trols all production. 

Then he reminded the factories 
of a study of the depression which 
said: “Automobile manufacturers 
for all of their high pressure sales- 
manship and vaunted vision mis- 
judged their market.” 

* x * 

ERVING on the 

committee were: 

ATTENDANCE: W.C. Gourley, chair- 
man; H. R. Graham and Richard 
MacMeekin, vice-chairmen; Fred 
K. Becker jr., W. W. Berry, Charles 


convention’s 





Replies of Dealers 
To Questionnaire 
Near 20,000 


WASHINGTON. — Signed replies 
to the Monroney' subcommittee 
questionnaire continued to pour 
into Washington last week, with 
the total, both signed and unsigned, 
approaching 20,000. The great ma- 
jority of the replies were signed. 

Meanwhile, David Busby, sub- 

committee special counsel, has been 
calling on eastern dealers for a spot 
check of the problems being inves- 
tigated by the Senate group. 
_ Busby reported that he is receiv- 
ing a cordial reception from the 
dealers and that they are cooperat- 
ing splendidly, 


A. Bott, J. G. Hayden, M. B. Janes, 
R. W. Norton, Perry Scott, Ray- 
mond F.. Swenson, J. E. Wolfington, 
John E. Haldeman, L. E. Powers, 
C. W. Rohrich, J. C. Sanford, Ken 
E. Thompson, Paul W. Jones, Karl 
J. Palmer, E. A. Herzberg, L. A. 
Hornbeck, S. E. Jacobson, Francis 
A. Langer and E. L. Morris. 

Nominatine: Aldo Franconi, 
chairman; Harry C. Amos and A. 
M. Shields. 

Reception: William K. Gottschall, 
chairman; H. R. Humphries, J. G. 
Hayden and John B. White. 

Reso.tutions: Oscar M. Mohn, 
chairman; Frank H. Clemson and 
Jenks Watson. 


Red Cross Elects Braley 


PORTLAND, Ore. — Warren W. 
Braley (Buick) hag been elected 
chairman of the Portland - Mult- 
nomah chapter of the American 
Red Cross. 





Ford Dealer Cited— 


William Campeau, sales manager, left, 
and M. M. Meadows, manager, of Holly- 
wood Ford, Portland, Ore., hold the 
“Leadership Citation” received by the 
dealership because more Fords were sold 
in its sales area than any other auto- 
mobile. The firm also received the ‘Four 
Letter Award” from Ford in recognition 
of its leadership in service, finance, sales 
and customer relations. Hollywood Ford 
was the sales leader in the Pacific North- 
west. 


Sell in Volume or Perish, 
Moock Tells Colo. Dealers 


(Continued from Page 3) 


about 95 percent of cars, are talk- 
ing of turning out 12 cars per sec- 
ond. 

“We can’t have that mass pro- 
duction without mass selling,” he 
said. “These three outfits can 
produce all the automobiles the 
world can consume and not work 
up a sweat.” 

Moock announced later that he is 
retiring from public speaking. 

Rude, in his address, said Colo- 
rado has an estimated 141,000 “cap- 
tive wives” — women stranded at 
home because their husbands drive 
to work each day. These “captives,” 
he said, “constitute one of the rea- 
sons for the bright outlook in the 
state for the auto industry, since 
such families are potential buyers 
of a second family car.” 

He also noted that Colorado has 
been gaining 50,000 residents an- 
nually since 1950. This, he said, 
means a yearly gain of 17,000 new- 
car sales. 

Rude also told the dealers that 
development of a proper proportion 
of installment business on all new 
and used-car sales is a “must” for 
successful dealerships. 

Development of a proper propor- 
tion of installment business on all 





Missing Albany Dealer 


Is Judged Bankrupt 


ALBANY. — A missing auto- 
bile dealer has been judged a 
bankrupt in Federal Court on the 
petition of two creditors, one his 
mother. 

Mrs. Mary T. Anderson, Che- 
raw, S. C., mother of Ralph O. 
Anderson, who disappeared Jan. 
23, from his home in Ravenna, 
N. Y., claims her son owes her 
$11,540, plus interest. George Var- 
dine, operator of Star Overall 
Cleaning Supply Co., Schenec- 
tady, N. Y., claims Anderson owes 
him $481.20, plus interest. 








Turbodiesel Power— 


Herbert Smith, International Harvester 
Co., second from right, discusses the 
Cummins 175 horsepower model JT-6-B 
Turbodiesel that powers 25 IH filt-cab 
tractors received by S & W Motor Lines, 


Inc., Greensboro, N. C. Listening are, 
from left, R. R. MacDonald, Cummins 
regional manager; George H. Sharp, 


S & W president, and J. R. Brown jr., 
S & W vice-president. 


new and used-car sales is a “must” 
for successful dealerships, Alan G. 
Rude, executive vice-president of 
Universal C.I.T. Credit Corp., told 
the convention. 


He urged every dealer to ap- 
point some responsible employe 
to “take charge of your time- 
sales business to be sure your 
finance plan is properly sold to 
every customer.” 

“Eight out of ten people buying 
automobiles must finance them in 
some manner,” Rude said. “Stop 
kidding yourself about cash sales. 
You are only losing time-sales busi- 
ness and the income derived there- 
ere 

Rude called on all dealers to 
adopt sound merchandising princi- 
ples and to maintain sound install- 
ment credit terms for the long- 
range good of the industry. 

Wilson told the convention that 
dealers are feeling the effects of 
World War II, which left a void in 
the development of auto salesmen. 
New talent, he said, has not come 
far enough to be effective. 

Dealers who best develop new 
sales talent, he said, will lead the 

highly competitive market. 

Others who talked to the Colo- 
rado group included C. P. (Jack) 
Williams, Los Angeles service ex- 
pert; James C. Moore, NADA gen- 
eral counsel, and Byron Lopp, pub- 
lic relations director of Central 
Bank & Trust Co. of Denver. 


Arkansas Hosts 
Public Relations 
Group of NADA 


HOT SPRINGS, ARK. — The an- 
nual two-day meeting of NADA’s 
national public relations committee 
was held here last week following 
a preliminary meeting at Little 
Rock Sept. 24. 

Roland Hughes, Jonesboro, Ark., 


_jis chairman of the committee, 
|| which met in Arkansas for the first 


time since the Arkansas Automo- 
bile Dealers Ass’n was formed 22 
years ago. 

The Hot Springs session was held 
at the Majestic Lodge, with the Hot 
Springs Automobile Dealers Ass’n 
as hosts. 

Before moving here, members of 
the group were guests of the Ar- 
kansas Automobile Dealers Assn. in 
Little Rock, and attended the Uni- 
versity of Arkansas-Oklahoma A. 
& M. football game. 

Members of the national commit- 
tee, in addition to Hughes, are 
Floyd Randolph, Lincoln, Neb.; 
George A. Daley jr., Quincy, Mass.; 
Ray D. Wilson, Los Angeles; George 
F. Ziesmer, Mankato, Minn.; Dexter 
B. Broderick, Sioux Falls, S.D., and 
~— M. Kiplinger, Washington, 






Sales Reports 
From the Auto 


Factories 


Buick 


Buick dealers delivered 22,636 
cars the second 10 days of Septem- 
ber, an alltime record for any 
10-day period in September, Ivan L. 
Wiles, general manager, said last 
week. 

Deliveries for the first 20 days 
of September amounted to 43,923 
cars, just 62 units short of the 
alltime sales record for the entire 
month, Wiles said. 

“Deliveries averaged about 2,800 
daily for each of the eight selling 
days in the period,” Wiles said. 
“This is the fourth consecutive 
10-day period that deliveries have 
exceeded shipments of new cars 
from the factory and at the present 
time our dealer stock is less than 
a 13-day supply.” 


Oldsmobile 


Oldsmobile dealer deliveries of 
new cars set a fast pace for the 
second 10 days of September and 
dealer stocks dropped to 11.9 days’ 
supply at the current selling rate, 
it has been announced by J. F. 
Wolfram, general manager. 

Retail sales totaled 18,438 new 
cars for the Sept. 11-20 period, 
which is 169 percent of the 10,887 
new cars delivered in the same 
period last year. This is an alltime 
September 10-day record for Olds- 
mobile, Wolfram said. 

The Sept. 11-20 deliveries brought 
the Oldsmobile total for the year to 
456,698 new cars, an alltime record. 
This is 152 percent of the former 
record — 299,758 new cars sold at 
retail through Sept. 20 last year. 


General Motors 

General Motors domestic new-car 
sales for the second 10 days of 
September were 116,571, a record 
for the period, announced Harlow 
H. Curtice, president. 

Total 1955 sales to Sept. 20 were 
2,817,611 new cars, another record, 
Curtice said. 

Used-car sales by GM dealers 
from Sept. 11-20 were 136,705 which 
was 139 percent of the same 1954 
period. Curtice said all five GM car 
divisions set new and used-car sales 
record for the Sept. 11-20 period. 


3-1 Stock Split 
Gains Approval 
Of GM Holders 


WILMINGTON, Del. — Share- 
holders of General Motors, meeting 
here, have approved a three-for-one 
stock split. 

The outcome was said to have 
been a “foregone conclusion” since 
announcement of the proposed 
stock split last July. It was ap- 
proved by more than 99 percent of 
the shares voted. 

Also there have been rumors in 
financial circles concerning a simi- 
lar move by Chrysler Corp. 

The GM proposal involved chang- 
ing the authorized shares of com- 
mon stock from 150 million shares 
of $5 par value to 500 million shares 
of $1.66% par value common stock. 

A certificate of amendment was 
filed Sept. 30 with the Delaware 
Secretary of State. At that time, 
each holder of a common share 
became the holder of three shares 
of the new stock. 


$192,000 Mack Credit 
To Boost Bolivia Fleet 

NEW YORK. — Mack Motor 
Truck Corp. has announced that 
the Import-Export Bank of Wash- 
ington has authorized an exporter 
credit of $192,000 to help the com- 
Pany’s export division finance the 
sale of trucks and semi-trailers to 
the ministry of national economy, 
Bolivia. 

Mack will carry for its own ac- 
count 25 percent of the obligations 
after a cash down payment has 
been made by the buyer. The credit 
portion of the transaction will be 
made repayable quarterly over 3% 
years. 









Best 
Christmas 
Gilts 


for employees, custo- 
mers and business as- 
sociates are the gifts 
that go home. : 


Wives are 
Important People 


So give the gift that goes home 
and puts the entire family on 
your side, plus their honored 
guests who share the hospitali- 
ties of their home throughout 
the holiday season. 


Florida Indian River 
Citrus Fruit Gifts 


are the most acceptable your 
money can buy. Place your order 
now and relax in the knowledge 
that you have done your Christ- 
mas Shopping, not only conven- 
iently but well. 





One of Our Many Fruit Gifts 


Pack No. BK-1: Bushel, 55 Ibs. 
$6.95 


Numerous other packages available 
ranging from $3.95 to $16.95, de- 
livered east of Mississippi River. 
West of Mississippi River and to 
Canada slightly higher. 


UNCONDITIONALLY 
GUARANTEED 
We value our reputation for 
quality gifts beautifully packed 
and carefully shipped. 


Here's How Easy 
It Will Be 
To Order 


Simply have your secretary type the 
names and addresses of your gift re- 
cipients, furnish us with your cards 
as the donor, and leave the rest to 
us. Shipped direct from our groves 
by prepaid fast express, this luscious 
fruit arrives tree ripe and tree fresh. 


Rated firms and industries may 
order on open account; however, 
for remittance with order we 


allow 2%, discount. 
Large orders should be in our hands 
during October and November. 


Thereafter mames may be added or 
deleted until December |. 


We specialize in business and indus 
trial accounts throughout the nation 
and Canada with good will gifts. 


Your Account 
Is Important To Us 


CHARLIE D. VARNER 


Peckenpaugh Groves 
Order Dept. V7, Sharpes, Florida 
Write or wire at once for fruit 


catalogue and price list to be 
Air Mailed. 


OUR 32ND YEAR 
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e Cut in ICC Power... 





Transport Report Battle Rages 


WASHINGTON. — Strongly op- 
posing positions have been 
expressed before the House trans- 
portation and communications sub- 
committee concerning the report of 
the Presidential Advisory Commit- 
tee on Transport Policy and 
Organization. 

Generally favoring the report 
were Officials of the Government 
and the railroads while trucking 
spokesmen were in violent oppo- 
sition. 

The subcommittee was continu- 
ing hearings on the report last 
week but it was indicated that 
hearings on the bills introduced in 
Congress to carry out the presiden- 
tial committee recommendations 
would not be held until Congress 
convenes in January. 

Opposition to the report was 
largely aimed at the recommenda- 
tion that the rate-setting powers 
of the Interstate Commerce Com- 
mission be curtailed. 

Testifying for the report were 
Secretary of Commerce Sinclair 
Weeks, chairman of the presiden- 
tial committee, and Secretary of 
Defense Charles E. Wilson and 
Director of the Office of Defense 
Mobilization Arthur S. Flemming, 
both members of the committee. 

Presenting a comprehensive 
statement to the subcommittee, 
Weeks emphasized that the “report 
is not aimed at giving one form 
of transportation an unfair advan- 
tage over another. Instead it paves 
the way for all modes of transpor- 
tation to give more effective service 
to the public. In a nutshell, it is 
aimed at providing greater national 
security and better and less expen- 
sive transportation for the Ameri- 
can people.” 

In reply to two members of the 
subcommittee, which is headed by 
Rep. Oren Harris, Arkansas Demo- 
crat, Weeks denied that the presi- 
dential committee considered rec- 
ommending the abolition of the 
ICC. He said the ICC could do a 
more effective job if its regulations 
were relaxed. 

James F. Pinkney, general 
counsel of the American Truck- 
ing Assns., told the subcommit- 
tee that the trucking industry 
rejects the report of the presiden- 
tial committee. 

He said the recommendations “as 
to competitive rate making, the 
suspension of powers, the long-and- 
short haul prohibitions and volume 
freight rates all would give the 
railroads competitive weapons not 
possessed by other modes of car- 
riage.” 

Reviewing the history of trans- 
portation and its regulation, Pink- 
ney said, “No one can dispute the 
fact that the maintenance of a 
progressive and financially strong 
common carrier transportation 
system is essential.” 

He added that the report calls 
for automatic approval of com- 
petitive rate adjustments which 
properly should be approved only 
by an impartial body exercising 


sound judgment and reasonable 
discretion in the public interest. 

J. Carter Fort, general counsel of 
the Assn. of American Railroads, 
testified that the trucking industry 
was resisting Federal rate regula- 
tion changes because the truckers 
want business they are not eco- 
nomically qualified to handle. 

He asserted that the recommen- 
dations of the presidential commit- 
tee’s report for removal of “exist- 
ing restraints on competitive rates 
would pave the way for the most 
efficient and most economical pos- 
sible development and use of our 
national transportation system as 
a whole.” 

Giles Morrow, president of the 
Freight Forwarders Institute, 
testified that the freight forward- 


West Virginia 
Comes Courting 
Auto Industry 


DETROIT. — Gov. William C. 
Marland of West Virginia stopped 
in Detroit last week to invite the 
auto industry to his state. 

Emphasizing that it is not his 
intention to persuade factories to 
‘relocate, the 37-year-old executive 
said, “We are interested in growth 
industries. We want to talk with 
companies planning expansion, be- 
cause we think West Virginia has 
much to offer as a location for a 
branch plant or a regional distribu- 
tion facility.” 

Although it was explained that 
West Virginia would be most suit- 
able for automotive suppliers, Mar- 
land and his delegation were keenly 
interested in the expansion plans of 
Chrysler Corp., which had several 
executives at Marland’s luncheon 
meeting. 

Extolled at the meeting were 
West Virginia’s vast mineral, forest 
and agricultural resources, together 
with “an abundant supply of the 
world’s best labor.” 

Marland said the West Virginia 
workmen, many of whom ‘had 
worked in the coal mines, were 
noted for their ability to do hard 
work. 

“That coal mining is pretty hard,” 
he added, “That’s why I went into 
law.” 

Marland, a Democrat, has de- 
cided to spend a large portion of 
his remaining 16 months in office 
as a traveling salesman because 
unemployment is a major problem 
in West Virginia. Largely respon- 
sible for the unemployment is the 
decline in demand for coal and the 
mechanization of the coal industry. 


Savannah (Ga.) Dealers 
Name Lewis President 

SAVANNAH, Ga.—J. Curtis Lewis 
jr. (Ford) has been elected presi- 
dent of the Savannah Automobile 
Dealers Assn. 

Other officers are Jack Donkar 
(Kaiser), vice-president, and Ray- 
mond Kuhr, secretary-treasurer. 





1956 MG Makes U. S$. Debut— 





Here's the new British-built MG two-seater sports car that will invade the U. S. 
market in 1956. Called the MG-A, it offers a four-cylinder engine developing 68 
horsepower, with a top speed of over 90 m.p.h. Wheelbase is 94 inches, overall 
length 156 inches and width 58 inches. Height is 50 inches, including top. Delivering 
in New York for $2,195, exclusive of sales taxes, it is expected that every dealer will 


have o model for display by November. 








ing industry strongly endorsed 
the report. 

In recommending the report, Sec- 
retary Wilson stated, “It is the pur- 
pose and objective of the recom- 
mendations of this report to 
strengthen private ownership so 
that our common carrier transpor- 
tation system will expand and 
function efficiently.” 

Flemming testified that the “com- 
mittee believes it is of the greatest 
importance to preserve and 
strengthen our common carrier 
system for the benefit of the pub- 
lic, both in peace and in times when 
the needs of defense will place a 
heavy load on our transportation 
systems.” 

Following the testimony of Sec- 
retary Weeks, the Eastern High- 
way Conference charged that he 
was leading the nation into a “dev- 
astating rate war” in the trans- 
portation industry with his demands 
for legalized cut-throat rate com- 
petition among freight carriers. 

In a statement issued following 
an emergency meeting of the con- 

ference’s directors, the group said 
“It seems inconceivable that Mr. 
Weeks should want to scrap a 
regulatory framework which has 
taken 75 years of trial and error 
to perfect. 

“The rate war which Mr. Weeks 
is inviting will far transcend a sim- 
ple struggle between truck and rail 
interests for economic survival. It 
will pit railroad against railroad, 
trucker against trucker, air carrier 
against air carrier and water hauler 
against water hauler.” 


By Robert M. Lienert 
Associate Editor 

DETROIT. — Ferocious competi- 
tion in the new-car sales arena 
spilled over last week into the 
drawing for space in the 43rd De- 
troit Auto Show to be held here 
Feb. 19-26. 

At the conclusion of the first 
round of drawings—conducted by 
Paul Graves, executive vice-presi- 
dent of the Detroit Auto Dealers 
Assn. — three spaces were still 
available. 

Representatives for five lines 
which had not been included in the 
drawing — Imperial, Continental, 
Clipper, Rambler and Cadillac El- 
dorado — jockeyed stubbornly for 
position. 


Representatives for lines of cars 
which already had drawn space 
suggested firmly and somewhat 
testily they had just as much right 
to draw for additional display room 
in the show’s relatively cramped 
quarters at the Michigan State 
Fairgrounds. 


After an hour’s rough - and- 
tumble floor session, Ted Grace 
jr., president of DADA, ruled that 
the drawing would be closed and 
that the extra space would be 
allotted later by the show com- 
mittee on the basis of written 
application. 

He did not rule out the possi- 
bility that the three available 
stands might be split into five or 


more display areas in an attempt to| © 


satisfy all would-be exhibitors. 

Several sports-car dealers have 
unofficially asked for show space, 
too. 

At the root of the problem was 
the basis for the draw—a ranking 
of manufacturers in order of whole- 
sale dollar volume as of June 30, 
1955, compiled for DADA by the 
Automobile Manufacturers Assn. 

The five serious contestants for 
the leftover space did not appear 
on the list. Neither did any truck 
makers—although three, Chevrolet, 
Ford and Dodge, drew for space 
after all car lines had drawn, as 
is traditional in Detroit. (Kaiser 
and Willys did not participate.) 

Prior to the drawing, plans for 
the show were outlined by Harold 


Battle for Show Space 


Detroiters Scramble for Extra Stands; 
Committee Defers Decision 





Dealers View '56 Chrysler, Imperial— 

Approximately 1,500 dealers and salesmen got a look at the 1956 Chrysler and 
Imperial at a preview showing held in Chicago. The new models will be in dealer 
showrooms Oct. 21. 


Dealer Housecleaning 


Studied in Milwaukee 


MILWAUKEE. Public com- 
plaints on new-car sales practices 
are running at a high level here, 
the Milwaukee Better Business 
Bureau reported. 

Included, it said, are charges 
of false and misleading advertis- 
ing, price packing and bushing. 

Milwaukee dealers, polled by the 
Milwaukee Journal, agreed that 
some housecleaning is needed, but 
there were differences of opinion 
as to which practices are bad and 
which aren’t. 

“What one guy does reflects on 
the entire industry,” said one 
dealer. 

On the subject of advertising, one 


a representative of George P. John- 
son Co., which will decorate the 
show. 

“Emphasis will lie on the stage- 
show part,” said Grace. “It’s 
tough to get Detroiters to pay 
$1.25 admission to an auto show 
when all the ’56s are in dealer 
showrooms and half the people in 
town think they know what the 
57s will look like.” 

Brown said entertainment plans 
are aimed at a “spectacular” revue 
type of show, which perhaps would 
run three times daily. 

Because of the relative lateness 
of the show, the design theme will 
be spring and spring business. 

Graves will act as show manager, 
assisted by Boyce Tope. 

Working with Johns on the gen- 
eral committee are Grace, Graves, 
Brown, Jim Allen, Hanley Dawson 
jr.. Jack Drummy, A] Long, Don 
McIntyre and Tom Petzold. 


Grossman Buys Finch 


Bud Grossman has bought Finch 
Chevrolet, St. Paul, from John 
Finch and Art Anderson. The deal- 
ership will be operated as Cham- 
pion Chevrolet Co. Grossman has 
sold his interest in Suburban Chev- 
rolet Co., Hopkins, Minn. 





dealer put part of the blame on 
manufacturers. 

“The factories are promoting 
types of advertising today they 
wouldn’t have allowed several years 
ago,” he said. “It’s become a real 
high-pressure business, and the 
factories are out to sell all the cars 
they can.” 

Other dealers contacted by the 
newspaper condemned such ad- 
vertising practices as giveaways, 
“wild trading” offers, statements 
of no downpayments on new cars 
and naming the price of one 
model while picturing a more 
expensive model. 

“This wild type of advertising 
only makes the public confused and 
suspicious,” said one dealer. “They 
don’t know who to believe and. who 
not to.” 

A number of dealers agreed that 
price packing, when used to boost 
tradein allowances, is nuethical and 
serves to make the public leery of 
the industry. 

“List prices are out the window 
today,” the paper quoted one dealer 
as saying. “Nobody knows what 
they are.” 

The paper said that one dealer 
admitted that he and other Mil- 
waukee-area dealers in his make 
of car had a “gentleman’s agree- 
ment” on how much to pack prices 
so that they would all be quoting 
the same price. 

“Prices are being packed to give 
the customer what he wants,” said 
another dealer. 

Commented another: “Price 
packing is the same as price 

markup. Why, the car industry 
is nothing compared with other 
fields of retail trade, where the 
markup is 100 percent and more.” 

Nearly all dealers were critical of 
bushing. They agreed that bushing 
shows a lack of good faith on the 
part of the dealer and, in the long 
run, hurts him. 

Nobody was certain of a cure for 
criticized practices. Some dealers 
suggested legislation. Others said 
better “policing” by manufacturers 
would help. 

“The biggest improvement,” said 
one dealer, “will come when the 


factories begin to base production 
on firm orders. This is the only 
cureall for the industry.” 





Hudson Outlines Plans for '56— 


Hudson division and zone managers enjoy a luncheon recess with company officials 
C. Johns, chairman of the show| between meetings at their recent conference held in the firm's home office in Detroit. 
committee; Ken Brown, entertain-| The conference, conducted by N. K. VanDerzee, sales vice-president, outlined Hudson's 
ment chairman; Grace; Graves, and | sales, merchandising and service programs for 1956. 
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Dealer Makes It Pay . . 
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Tough on Tradeins 


CARROLLTON, Mo. Oo. W. 
Thomas, owner of O. W. Thomas 
Motor Co. (Ford), has worked out 
a neat solution to part of the trade- 
in problem by a concerted effort to 
sell the customer on buying with- 
out a tradein. 

The customer finds he can do 
better by making a no-trade deal 
since the dealer doesn’t risk los- 
ing money on a _ slow -selling 
tradein. 

Thomas says some such deals 
have netted $300 and almost all 
have netted at least $100. 

Another feature that affects the 
sale of trades in smal] towns is the 
fact that a prospective buyer not 

only may recognize a certain car 
on the lot but may know a lot more 
about it than the dealer. 

Thomas accepts only cars that 
are readily salable. When others 
are offered he tries to get the 
owner to sell his own trade. 

Thomas recalls one prospect for 
a 1955 model who had a 1949 car 
that would have been hard to sell. 

He was convinced he should get 
$350 to $400 allowance for it and 
was shocked when Thomas told 
him he wouldn’t take it at all on a 
new car. 

He started shopping around,” 
Thomas said, “and finally sold his 
car on a farmer’s auction for $200 
and bought from me the new car 
he had selected in the first place. 

“Had I taken the car, I would 
have had it on my lot at $150 over 
value which would have to come 
out of the profit on the deal and 
I probably would have lost 
money.” 

Thomas had another deal in which 
the buyer owed $340 on his car. 
Thomas told him he would allow 
only the amount owed. The man 
bought the new car and gave the 
old car to his father. 





Briggs ‘Confident’ 
Of 56 Records 
For Chrysler 


DETROIT.—Some 20,000 Chrysler 
dealers and their salesmen have 
seen the 1956 Chrysler and Imperial 


automobiles at 
dealer - preview 
meetings held in 
27 cities from 
coast to coast, ac- 
cording to Clare 
E. Briggs, sales 
vice - president of 
Chrysler division. 

“In my years of 
attending dealer 
previews, I have 
never seen so 

c. E, Briggs many happy deal- 
ers as I have seen this year,” Briggs 
said. “I am confident that the 1956 
Chrysler and the 1956 Imperial will 
break sales records in the year| 
ahead.” 

The dealer meetings were initi- 
ated in New York Sept. 16 when| 
more than 2000 dealers and sales- 
men met at the Waldorf-Astoria 
Hotel to hear E. C. Quinn, presi-| 
dent of Chrysler division, outline 
sales and merchandising plans for 
1958. 


His profit on that deal was $192.75 
and he was $100 to $150 better off 
than if he had taken the slow- 
seller, he says. 

To show the success of his the- 
ory, Thomas points to nine recent 
new-car sales. Four were straight 
deals and he took in five cars. 
Three were sold at a profit, one 
had not been brought in and one 
was on hand. Total time was less 
than a month and the average 
profit was $222. 

“But there are a lot of things 
that enter into making a profit,” 
Thomas said. “For instance, there 
is 25 percent profit in the insur- 
ance and consequently it pays to 
try to sell this insurance.” 
Thomas said he and his sales 

staff always point out to the cus- 
tomer that he can have the insur- 
ance cost included in the mortgage 
if he takes their insurance but that 
he has to pay cash if he gets it 
elsewhere. 

Thomas also sells life insurance 
to cover the unpaid balance in case 
of death, not so much as a profit 
item but as a goodwill builder. 

He points out that this insurance 
is economical, selling for only $1.25 
per $1,000. He has had four or five 
deals paid by the insurance com- 
pany. 

He remembers a recent case in 
which the owner of a car drowned. 
Thomas said it was a lot easier to 
tell the man’s wife the car was 
paid for than to tell her he would 
have to repossess it because she 
had no income with which to make 
the payments. 


Trico Adding 3 Floors 
In Buffalo Expansion 


BUFFALO.—Trico Products Corp. 
will build a three-story addition on 
top of two additional floors now 
being constructed at its plant here. 

The entire expansion of nearly 
80,000 square feet will increase the 
plant’s floor space 20 percent to 
about 465,000 square feet. Cost of 
the work will be about $500,000. 

Trico purchased the plant from 
Ford Motor Co. in 1945. At that 
time it had only about 200,000 
square feet of floor space. 





The Sleek New BMW 507— 


This is claimed by some to be Europe's most beautiful sport coupe. It retails for 
about $6,200 f.0.b. Munich. The “touring sportwagen” was among those shown at the 


Frankfurt auto show. 





Campaign Urged to Avert 
Death of ASI Show 


CHICAGO. — Frank G. Stewart, | 
chairman of the 1955 Joint Operat- 
ing Committee of the Automotive 
Service Industries Show, has termed | 
the ASIS the “keystone of the in-| 
dustry” and strongly urged that it 
be continued. 


“An element in this industry, 
with an axe to grind, has formed 
a demolition crew to wreck the 
show,” said Stewart. 

The chairman, associated with 
Standard Automotive Supply Co., 
Washington, D. C., urged members 
of the Motor and Equipment 
Wholesalers Assn., Motor and 
Equipment Manufacturers Assn. 
and National Standard Parts Assn. 
to “write a letter to your respective 
association with a copy to the.. 
(committee) ... and let them know | 
how you feel in this matter.” 

(The committee’s address was 
given as 111 West Jackson Blvd., 
Chicago 4, Ill.) 

Stewart, continuing his appeal, | 
said: “This is not a case of being | 
for or against regional shows, as | 
they serve a purpose in a region, | 
as the ASIS is your bid to the| 
wholesalers of the world.” 





-| associations, “had nothing. . 


Last June, after a meeting of 
the three association presidents, 
the decision to abandon this year’s 
event was announced, Stewart 
said. 

In urging continuation of the 
ASIS, Stewart said its “foundations, 
built a quarter of a century ago, 
were based on the firm ground of 
a growing industry that gained 
stature and national respect 
through the years.” 


However, this year’s committee 
chairman said, a small factor has 
been “pecking at this foundation... 
with the intent to break it down 
completely.” 

He said the 12-man committee, 
representing the three national 
- to 
do with the monkey business.” 

The group, he said, “were pre- 
paring to proceed with the plans 
and stage the . .. event to the best 
of our ability.” Stewart said that a 
deposit had been placed on the 
Chicago site (Navy Pier) and that 
the committee was preparing its 
preliminary meeting when the de- 
cision to abandon the 1955 event 


| Was announced. 


Auto Dealer Called ‘Victim’ of Boom 


LEBANON, Ky. — An “amazing” | dealer, the automobile dealer is the | against price competition, mislead- 
victim, not the beneficiary of the|ing sales techniques and factory 


excursion into the automobile busi- 
ness has led a Kentucky trade as- 
sociation official to conclude that 
“free enterprise ... is not exem- 
plified in the automobile industry.” 

Don Campbell, executive vice- 
president of the Kentucky Retail 
Lumber Dealers Assn., in a news- 
letter to the group’s members, told 
them that he had the privilege of 
addressing the convention of the 
Kentucky Automobile Dealers Assn. 

He said he had to “dig in and 
find out something about the 
automobile business and its prob- 
lems. I was amazed at what I 
found. 


“Their industry, like housing, is | 


booming,” he wrote to the lumber 


dealers. “But unlike the lumber | 





New DeSoto Official Meets Field Staff— 


New business management manager for 


DeSoto, Wayne F. Ditursi, right, met his 


field staff for the first time when the business management managers from the com- 
Pany's offices attended a meeting in Detroit. The 19 field men work closely with 
dealers on business and management problems. 





record business enjoyed by his 
industry.” 

Campbell quoted the figures: “His 
(the auto dealer) average profit 
last year was 0.6 of 1 percent com- 
pared with your 5% percent. Over 
5,000 franchised auto dealers passed 
out of the picture in the last 20 
months, and one out of every five 
of those remaining operated in ’54 
at a loss.” 

He said the auto manufacturer is 
engaged in a mad production race, 
forcing cars onto dealers without 
regard to the potential market. 

“It is a messy situation,” he 
said, “peculiar only to this (auto) 
industry and is accepted because 
it is of long standing and be- 
cause, in this industry, the dealer 
is a captive of the manufacturer.” 

Campbell said that as a retail 
dealer he did not care whether the 
merchandise he sold was in first, 
second, third or fourth place pro- 
duction-wise, for the rating is not 
based on merit, but on production 
capacity. 


He said that to produce without = 


regard to need, manufacturers and 
dealers overlook the fact that the 
continued acceptance of any prod- 
uct, whether it is lumber or auto- 
mobiles, is based on the service that 
is given to the consumer at the 
point of sale. 

“And only the retailer can do 
this,” said Campbell. “Therefore 
he must remain strong financially 
and must have the incentive prof- 
itwise to perform these services.” 

In Campbell’s opinion, there is 
only one answer to such a problem 
and that is intelligent management, 
aggressive selling and fair dealing 
with the public. 

“This creates confidence in the 
buyer and fortifies the dealer 


domination,” he said. 

Reminding the lumber dealers 
that the grass is not always 
greener on the other side of the 
fence, Campbell said: “Free en- 
terprise is not exemplified in the 
automobile industry. You, Mr. 


Lumber Dealer, are the master, 
not the servant of your supplier. 
“You will retain that position just 

as long as you are worthy of it.” 
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Autos Score Most 
As Spending Gains 


Consumers Open Up 
Fatter Pocketbooks 


WASHINGTON.—Consumers have 
a higher income and are spending 
more of it this year than they did a 
year ago, the Department of Com- 
merce said last week. 

Purchasing of new cars and re- 
lated items has accounted for 
most Of the increased spending, 
the department said in an article 
in Survey of Current Business, 
published by the Office of Busi- 
ness Economics. 


The article noted that while in- 
comes increased 5 percent from last 
year to this, consumer spending 
rose 6.5 percent. 

“Rising production and sales of 
automobiles since the introduction 
of the 1955 models last fall were 
powerful stimulants to business ac- 
tivity,” the article said. 

“With cars selling at record vol- 
umes in this period, manufacturers 
increased their rate of operations 
and expanded their investment in 
new plant and equipment. 

“The initial impacts were on 
industries supplying materials 
and components to the automo- 
bile industry. By the early part 
of 1955, the effects of these ac- 
tivities had spread to other sec- 
tors of the economy.” 

The article noted that despite an 
“exceptionally high volume” of 
new-car sales in 1955, high produc- 
tion built up inventories. 

“Nevertheless,” it added, “in re- 
lation to sales, new-car inventories 
were not high compared to periods 
when such ratios were considered 
favorable. In August ... invento- 
ries were drawn down to a total 
equivalent to a month’s sales at the 
August rate.” 

Auto sales are continuing high 
during the changeover to 1956 mod- 
els as dealers liquidate their stocks 
of 1955 cars, the article said. 

The article found that the recent 
rise in consumer buying has con- 
tributed to the recovery, both di- 
rectly and indirectly through in- 
creased order placements and the 
stimulation of employment, produc- 
tion, income and expanded invest- 
ment programs by business. 

Consumer spending for goods 
and services in the first half of 1955 
was at the annual rate of $248 bil- 
lion. Of every dollar spent in this 
fashion, the article said, 7 cents 
went for automobiles and parts 
(only 4.7 cents last year) and 3 
cents went for gasoline and oil. 

Other spending included 30 cents 
for food and beverages, 12 cents for 
housing, 8 cents for clothing, 6 
cents for furniture and household 
equipment, 5 cents for household 
operations, 3 cents for transporta- 
tion and 2 cents each for tobacco 
and recreation. 

The remaining 22 cents were dis- 
tributed over a wide variety of 
other goods and services. 








Deemer Stages Sales Circus— 





The month-long Buick sales circus got a special sendoff in Alameda, Calif., with a 
wild animal act sponsored by and located at Ed Deemer Buick Co. Taking part in the 
three-day show were, from left, Fred Andersen, Jack Diggs, Paul Marlar, Mel Pestana 
and Jack Lavagetto, salesmen; Della, the lady clown; William Jaques, sales manager, 


and Duke, the skating clown. 
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But All Is Quiet in Ei 
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t Areas... 


Unions Active in 6 Localities 


(Continued from Page 1) 


other reports, it appeared that the 
unions were equally interested in 
salesmen and mechanics. 

Union officials generally fee] that 
the shop workers make better un- 
ion members because they move 
around less and have less manage- 
ment-identification. 

The drive to organize the sales- 
men appears to coincide with de- 
clining commissions, a natural by- 
product of declining dealer profits 
and lower sales in some areas. 


New York 


A CASE in point is New York 
where Local 917 of the AFL 
Teamsters won National Labor Re- 
lations Board elections last week 
at the Packard division retail out- 
let and the Chrysler division retail 
outlet. It was recently estimated 
that sales in New York have de- 
clined 50 percent. 

The union won by a 14-to-1 vote 
at the Chrysler outlet and received 
100 percent of votes at the Pack- 
ard store. A week before the local 
won elections at five Cadillac fac- 
tory outlets in New York. 

While dealership organizational 
drives are almost constantly brew- 
ing in New York, the present 
drive to unionize auto salesmen 
appears to be more successful 
than previous attempts. 

It is estimated that about 35 per- 
cent of the New York dealership 
shops are organized at present, 
while only a fraction of one percent 
of the salesrooms are organized. In- 
siders say this picture is headed 
for a change. 

Whenever possible, dealers are 
improving employe wage and work- 
ing conditions in an effort to stave 
off the unions. However, the deal- 
ers are faced with declining profits, 
making favorable adjustments dif- 
ficult. 

John Burke, president of Local 
917, declared, “Salesmen are re- 
sponding to our drive now because 
they realize that no matter how 
reasonable they try to be in their 
requests to management, they 
(salesmen) are not receiving the 
consideration they should have.” 

s s * 


Chicago 
A SURVEY among Chicago deal- 
ers indicates that the AFL 
Teamsters and the Independent 
Chicago Auto Salesmens Union are 
conducting strong organizational 
drives among the sales and serv- 
ices forces. But the dealers are 
doubtful that any great progress 
among the salesmen can be made. 
Chicago dealers report much 
more activity among the organ- 
izers this year, with much more 
money being spent and more 
literature being passed out. 

The survey showed that most 
Chicago dealers, apparently believ- 
ing that they are paying above the 
union scale, are doing little to slow 
down the organizational drives. 
Some dealers say there is no need 
to become belligerent since the sit- 
uation isn’t at all tense. 

Some line organizations are urg- 
ing dealers to enforce some of the 
union objectives, such as Sunday 
closing, shorter hours and other 
conditions. 

Although most dealers say the 


DKW Puts on Weight— 


union hag had little success in or- 
ganizing the dealerships as yet, 
union officials say salesmen are 
seeking out the union and asking 
to join. 

Some dealers say they have 
been told that if they permit 
their shop and parts personnel to 
be organized, the union would 
“lay off the salesmen.” 

One official of the independent 
salesmen’s union said the union is 
just what the industry needs to 
clean it up. He said the union hopes 
to eliminate misleading advertis- 
ing. 

To promote Sunday closing, the 
union is asking that the salesmen 
be given 3 percent of gross sales 
made on Sunday, regardless of 
whether the salesmen are working. 

* * 7 


Buffalo 

WO unions, the CIO Auto Work- 

ers and the AFL Machinists, 
are quietly attempting to organize 
mechanics and salesmen in Buffalo- 
area dealerships. 

Although claiming that “there is 
plenty of interest in unionization 
among mechanics,” union leaders 
admit that progress thus far has 
been slow. Four Buffalo dealerships 
have been organized to date. 

One union spokesman charged 
that workers in many shops are 
afraid to go ahead with organi- 
zational drives “for fear of re- 
prisals.” He said the dealers were 
keeping a close watch of their 
employes and that “it is a very 
easy matter to lay off workers 
who become union-minded.” 


Most organizational efforts have 
been directed toward shop workers. 
Union leaders attribute their fail- 
ures with salesmen to the sales- 
men’s habit of shifting from one 
job to another, to their preference 
for working single-handedly and 
to the fact that most salesmen are 
on commission. 

Buffalo dealers say union activi- 
ties are spasmodic. Things go along 
quietly for many months and then 
there is a sudden outbreak of elec- 
tions, strikes and other union 
actions. 

Some dealers are endeavoring to 
meet the union threat by improving 
working conditions and wages of 
their employes. 

However, some dealers say that 
there is a danger in bending over 
backward too far to please work- 
ers. These dealers feel that un- 
ionization is inevitable and that 
when it comes, they don’t want 
to be extended too far in the 
matters of wages and benefits. 

Most bargaining elections are 
coming before the New York State 
Labor Relations Board but one 
union recently brought a case 
before the NLRB. 

Union executives say that it is 
quite costly to conduct an organi- 
zational drive in a shop that only 
has four, eight or 12 mechanics. 
This is one reason why organizing 
is spasmodic. The larger shops ap- 
pear to be most vulnerable because 
of this. 


® = « 


Minnesota 


ya activity in Minnesota in 
recent months has consisted 





A side-by-side comparison of the 1956 (left) and the 1955 (right) DKW models 
shows clearly how the new cars have been “fattened up.” Also note the new wind- 
shield wiper arrangement: Both operate in the same direction instead of with the 


“bird's wing” movement. 


primarily of a five-week strike at 
25 dealerships in Hibbing, Virginia 
and Eveleth. 

In addition, many other dealers 
in Minnesota, which as a whole is 
highly organized, are fearful that 
they soon will become union tar- 
gets and they have begun to lib- 
eralize the working conditions of 
their employes. 

The strike against members of 
the Hibbing Auto Dealers Assn. and 
the East Range Automobile Dealers 
Assn. was settled when the dealers 
agreed to give a 12-cent raise this 
year, an eight-cent raise next year 
and improved health and welfare 
benefits. — 

* 


Detroit 


ss pressure at 
Detroit dealerships has been 
quite steady for the past 18 months. 
The drive was largely ineffective 
until the past two months when 
Local 376 of the AFL Salesmens 
Union, currently concentrating on 
shop personnel, began taking its 
cases to the Michigan State Labor 
Mediation Board. 


In the past several weeks, the 
union has asked the state board 
for 17 elections. Ten of these 
elections have been held, with 
the union winning nine. The other 
election was a tie, which 
amounted to a victory for the 
dealer. 

Among the dealerships where 
elections have been requested are 
Hi Dawson (Ford), Alfred F. 
Steiner (Ford), Midway Motors 
(Ford) and Joe May Chevrolet. 


* + 


Cleveland 


[pRALans report a minimum 
amount of organizational ac- 
tivity in the Cleveland area. They 
attribute this to an exceptionally 
good employer-employe relationship 
in the area. 

About 1,000 shop workers in 
Cleveland belong to either the 
AFL Teamsters or the AFL Ma- 
chinists. This represents about 25 
percent of the dealership shop 
personnel. 

None of the salesmen are organ- 
ized although the AFL Teamsters 
have been attempting to organize 
the salesmen at Broadvue Motors 
for the past two months. 

- + * 


Missouri 


(yams is little organizational 
activity among the dealerships 
in Missouri. 

Several years ago the AFL Ma- 
chinists organized most of the 
service departments in St. Louis, 
East St. Louis and Kansas City. 
Many salesrooms in East St. Louis 
are also organized. 

Jim Gorman, manager of the Mis- 
souri Automobile Dealers Assn., 
said that the unions are currently 
putting little pressure on Missouri 
dealers. 


Rhode Island 


RHODE ISLAND dealers report 
that there is practically no un- 

ionization in their businesses be- 
cause good salesmen and mechanics 
are in sharp demand, requiring the 
dealers to provide top wages and 
conditions. 

And since 80 percent of the 
state’s industry is in the Provi- 
dence metropolitan area, similar 
work standards prevail from 
Woonsocket in the north to the 
southern tips of Westerly and 
Newport. 

Industry authorities say there is 
not a single Rhode Island dealer- 
ship with unionized sales or service 
help. 


* * * 


Phoenix, Ariz. 
Jp EALERS say they know of no 
organizational drives at pres- 
ent. Nevertheless, some of the deal- 
ers are improving the lot of their 
employes. The last union drive in 
this area was in 1952. 
x s * 


Alabama 


CHECK of several areas re- 
veals no significant union ac- 
tivity among auto dealerships. The 


Winners in Hudson Contest— 





Ready to depart aboard a special train for Sun Valley, Id., are these dealers and 
salesmen from Hudson's eastern and central sales divisions. The men, winners in the 
Hudson ‘Sun Valley Sweepstakes” retail sales contest, joined western division winners 
at the famed resort where they were treated to an expense-paid vacation by company 


officials. 


last concerted effort was made 
three or four years ago. 
+ * * 


Dallas 


HERE is no evidence organiza- 

tional drives or activity prelim- 
inary to such drives among Dallas 
dealerships. However, dealers are 
alert to the possibility of such 
drives later this fall. 

Dealers say they have been pro- 
viding good working conditions and 
high-level wages for the past seven 
years. In the past there have been 
occasional efforts to organize deal- 
erships in Dallas. The last effort 


was made about a year ago. 
* + * 


Miami 

AM is reported quiet on the 
Miami dealership labor front, 

according to Jerome C: Hofmayer, 


president of the Miami Automobile 
Dealers Assn. 


The last organizing attempt was 
Made a year ago when elections 
were held at two dealerships. In 
both cases the mechanics voted 
overwhelmingly against union rec- 
ognition. 


* * 


Boston 


HERE is no union activity 
among the auto dealers in this 
area. 
* ® * 


Salem, Ore. 


(arr the labor activity 
in this city is represented by a 
strike at three dealerships, Douglas 
McKay Chevrolet, Valley Motors 
(Ford) and Loder Bros. (Oldsmo- 
bile). 


Loder Bros. has appealed to the 
State Supreme Court for a re- 
versal of a Marion County Cir- 
cuit Court decision which denied 
an injunction against the union. 

The company is seeking an in- 
junction to prevent what it con- 
tends is illegal picketing of its 
plant. 


Blackhawk Tools 
Go to New Britain 


NEW BRITAIN, Conn. — Black- 
hawk Mfg. Co., Milwaukee, and 
New Britain Machine Co. have 
announced that the Blackhawk 
hand tool line now is the property 
of New Britain. 

Philip G. Brumder, Blackhawk 
president, said his firm plans to 
expand and specialize in hydraulic 
products and lifting equipment. 

New Britain will keep the Black- 
hawk trade name and will main- 
tain warranties on tools already in 
service, said Ralph S. Howe, New 
Britain president. 


No Parleys Scheduled 
In Bendix Radio Strike 


BALTIMORE.—Negotiations were 
stalled last week in the four-week- 
old strike which has idled 3,200 
workers at the radio division of 
Bendix Aviation Corp., which makes 
radios for Ford Motor Co. 

John L. Mays, president of Lodge 
1,561 of the AFL Machinists, said 
further talks will be delayed to 
await the conclusion of the AFL- 
CIO Bendix bargaining council con- 
ference here. 


Plymouth Unveils 
Model Tailored 
For Taxi Market 


DETROIT. — A new Plymouth 
taxicab, completely equipped ex- 
cept for meter and roof sign, will 
be offered this fall, it has been 
announced by William J. Bird, 
sales vice-president. 

“This taxi will be known as 
Plymouth Special Taxicab and will 
be supplied at a good competitive 
price,” Bird said. 

Bird said that this marks the 
first time a major auto manufac- 
turer has offered such a vehicle 
to the taxi industry. Heretofore, it 
was necessary for taxi owners to 
install special equipment or to 
order it installed at the factory. 

Such items as heavy duty genera- 
tors, special interior trim, open 
door warning signal and other 
necessary taxicab items now will 
be installed as standard equipment. 

While the outdoor roof sign and 
the meter are not included, wiring 
for the sign and a meter opening 
on the instrument panel will be 
supplied, Bird said. 


Firestone Offers 
Lower-Priced 


Tubeless Tire 


AKRON.—Firestone Tire & Rub- 
ber Co. has announced a _ lower- 
priced tubeless tire built with the 
same puncture - protecting safety 
liner used in premium tires. 

Called the Firestone Super Cham- 
pion tubeless tire, it is built with 
rayon cord and has a safety liner 
of high-quality synthetic rubber. 

Price of the Super Champion 
tubeless tire is less than that of a 
conventional Super Champion tire 
and tube of comparable size, the 
company said. The new tire is avail- 
able with either black or white 
sidewalls. 





ee 


Little Bel Air— 


W. J. Degnan, president of Degnan 
Chevrolet, Philadelphia, introduces little 
Arthur Schweinert to his new Chevrolet Bel 
Air “kiddie convertible.” Regina Conway, 
Arthur's grandmother, gives a helping 
hand. Car was prize in company's ‘‘fabu- 
lous sale” contest, 
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Output Near Year’s Low ... 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan, 1 
Ended Same Ended Total To 
Oct. 1, Week, Sept. 24, Sept., Oct. 2, Oct. 1, 
1955 1954* 1955* 1955 1954* 1955 
AMERICAN MOTORS 1,672 2,239 1,696 6,053 715,045 129,749 
EE cb uustinyshsbecn sistons 601 837 685 1,747 24,710 41,272 
LS: \Wsvlettessseuvtleateseees 1,071 1,402 1,011 4,306 50,335 88,477 
CHRYSLER CORP. .... 15,000 810 9,280 36,173 460,455 993,410 
Chrysler .... 2,500 60 1,542 5,967 66,821 130,047 
DeSoto 2,100 siumed 1,627 5,573 45,895 94,711 
Dodge ..... 6,200 165 6,054 20,166 85,754 228,698 
Piymout 4,200 585 57 4,467 261,985 539,954 
FORD MOTOR ... 45,785 33,968 43,119 134,053 1,347,389 1,636,951 
Ford ........ ‘ . 35,100 26,756 33,727 105,779 1,105,616 1,290,105 
Lincoln 1,060 505 836 3,715 29,694 27,255 
eee 9,625 6,707 8,556 24,559 212,079 319,591 
GENERAL MOTORS... 49,819 24,585 66,748 273,474 2,155,390 3,089,727 
Buick .......0000.0.............. 20,500 11,408 17,810 64,730 418,066 630,494 
Cadillac sd aehosenes ee leh 3,753 94,597 113,696 
OCHOVPONS . .....002....00:00.... 16,400 736 35,328 127,599 1,053,763 1,405,237 
Oldsmobile .................... 12,919 9,757 18,610 52,996 335,015 503,373 
ED © Siuledhidvacn sStaisticdie,iads)’ Siiackavs Pee Asien 24,396 253,949 436,927 
KAISER MOTORS ... TE. kedvebtes 15,121 6,680 
SEE (Acdeiediediventioidens: wsdasias etek  weucieies) ahaa 5,803 1,021 
EY ollstcasiasi2cuvichoucctyeay,,  véaduvaone 204 ideonea 9,318 5,659 
S-P CORP. 640 2,205 2,166 §,432 80,585 147,086 
Packard ...... 80 er 80 25,433 52,208 
Studebaker ....... 560 2,205 2,166 §,352 55,152 94,878 
Total Cars, U. S.........112,916 64,011 123,009 455,185 4,133,985 6,003,603 


*Revised. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 


Week Week dan, 1 Jan. 1 
Ended Same Ended Total To To 
Oct. 1, Week, Sept. 24, Sept., Oct. 2, Oct. 1, 
1955 1954* 1955* 1955 1954* 1955 
CHEVROLET 5,000 5,357 7,986 30,190 254,714 304,274 
DIAMOND T .............. 125 51 109 463 2,399 4,093 
I betas ian laine chddcievn 80 40 80 337 2,609 2,833 
DODGE 1,850 2,257 592 5,398 68,338 77,099 
Schone: és ciextevoubabvess 8,820 3,652 8,404 26,836 229,679 272,621 
eta dikeethichivensdsisics 1,950 1,210 1,921 8,219 59,690 77,673 
INTERNATIONAL ..... 2,945 1,543 2,021 5,844 74,011 96,290 
ee 5 350 170 310 1,379 4,935 11,088 
ee 125 50 105 451 6,158 4,092 
STUDEBAKER .............. 396 340 504 1,342 9,725 14,759 
RS aiciieecadeevicscreavce 370 91 362 1,540 7,948 10,832 
MD ons cassis cicsennss 1,700 2,023 1,583 6,105 50,596 55,976 
MISCELLANEOUS 90 71 90 377 4,874 3,805 
Total Trucks, U. S..... 23,801 16,855 24,067 88,481 775,676 935,435 
Total Cars, Trucks, 
EEE acxsscasoeiapecscncses 136,717 80,866 147,076 543,666 4,909,661 6,939,038 
Total Cars, Trucks, 
I occ cscceccsssens.- 5,300 2,629 4,607 18,246 299,907 370,459 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....142,017 83,495 151,683 561,912 5,209,568 7,309,497 


*Revised. Miscellancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


|, ete, 


Drive, Sterling, Federal, 
N.B.: All U. 8S. totals include cars and trucks for military orders. 





Demonstrations and Ads 


Called Keys to Volume 


MILWAUKEE. — Demonstrations 
and advertising are two keys to 
volume selling, according to Irving 
B. Rosenberg, president of Milwau- 
kee Nash Co., one of the top Nash 
dealerships in the nation. 

Expanding on Rosenberg’s 
views, Sales Manager Roy Young 
said, “We tell the prospect to take 
a car and keep it as long as he 
wants and when he comes back 
we show him how easy it would 
be for him to own it.” 

Milwaukee Nash ads lean toward 
boldness with large headlines and 
a lot of black background. The com- 
pany spends about $4,000 each 
month on new and used-car adver- 
tising. 

Young said that urgency is the 
keynote of every advertisement, 
with “buy now” and price as the 
main ingredients. 

Milwaukee Nash allots about $25 
per car for new-car advertising and 
about $10 a unit for used-car ads. 

The sales staff is carefully 
trained to stress volume selling. 

Rosenberg, a Nash dealer since 

1950, says there is a definite trend 

toward not only two, but three 

ani four cars in a family. He said 





om why the Rambler is popu- 


Milwaukee Nash offers a “pack- 
age deal” whereby a person can 
buy two cars for one downpayment 
and one finance charge. 

Martin Schneider, used-car man- 
ager, also keeps his department 
operating on a volume basis. 

“We sell 1,700 to 1,800 used cars 
a year,” Schneider said, “and we 
never keep a car on the lot beyond 
20 days. We offer special bonuses 
to salesmen to move used cars be- 
yond that period.” 

Schneider said a Rambler is sel- 
dom on the lot more than four days. 

Milwaukee Nash salesmen work 
on straight commission. Six of the 
12 new-car salesmen have been with 
the firm since it was opened. 

Young holds three sales meetings 
each week. 

“In that way,” Young said, “every 
salesman has the same ‘selling 
story.” 


Filiatrault Buys Sneve 
Vic Filiatrault has bought J. S. 
Sneve Co. (Packard), Duluth, and 
has formed Packard Duluth, Inc. 
The Sneve firm has been in busi- 
ness in Duluth 35 years. 








6 Million Cars Built 


».|But Pace Falters 


(Continued from Page 1) 


vehicle by U. S. manufacturers, 
probably sometime Thursday. 

For the first time this year, Buick 
was GM’s largest producer last 
week, Buick contributed 20,500 cars 
to the corporation’s 49,819 units for 
the week, lowest weekly output by 
GM this year. 

* 

: NOT only marked the first time 

this year that Buick outpro- 
duced Chevrolet, but also estab- 
lished a new alltime weekly output 
mark for the division. Buick’s 
former high of 19,891 units was set 
during the week ended Apr. 30. 
Buick is scheduled to close out its 
’55-model run this week. 

Chevrolet, operating at less 
than half its normal capacity 
during its last week of ’55 as- 
semblies, produced only 16,400 
cars last week. It had turned out 
35,328 the previous week. 

Oldsmobile, also working its last 
six-day work period before enter- 
ing the changeover period, built 
12,919 cars last week, as compared 
with 13,610 the previous week. 

+ * * 


AUTHOUGH Pontiac returns to 

production this week, Cadillac 
will most likely not resume opera- 
tions before Oct. 10. The entire 
Cadillac assembly line was torn 
down during the last two weeks, 


and reports from the factory last 


week gave assurance that assem- 
blies could not begin for at least 
another week. 


Ford Motor Co., rapidly return- 
ing to its first-half pace, turned 
out 45,785 cars last week. Ford 
division, with all its plants sched- 
uled to work Saturday, had its 
biggest week since the week 
ended Aug. 20, when it turned out 
35,100 cars last week. Mercury, 
with three of its four plants 
scheduled for Saturday opera- 
tions, turned out 9,625 units and 
Lincoln, also working Saturday, 
assembled 1,060 cars. 

Chrysler Corp., with Plymouth 
back in operation on a five-day 
work schedule after having been 


Lincoln Plans 
New Output Hike, 
Sees Sales Climb 


DEARBORN. — Lincoln plans 
another increase in production 
schedules, it was announced by 
Ben D. Mills, general manager. He 
attributed the increase to excellent 
public acceptance of 1956 models. 

Lincoln has averaged about 850 
cars a week since it began pro- 
duction of 1956 models. Output for 
the 1955 model year averaged about 
700 a week. 

Mills reported that orders were 
placed for almost every car in 
dealers’ hands during introduction 
days, Sept. 14-16. 

Mills and Henry B. Daniels, 
general sales manager, said a 
survey of 43 percent of Lincoln’s 
1,400 dealers indicated that 1956 
sales would be from 120 percent to 
250 percent of 1955 totals. 


Chrysler’s Jones 


In Defense Post 


WASHINGTON. — William J. 
Jones, assistant general production 
manager of Chrysler Corp., Friday 
was sworn in as 
director of the 
automotive divi- 
sion of the Cham- 
ber of Commerce’s 
Business and De- 
fense Services 
Administration. 

Jones succeeds 
Joseph W. Esk- 
ridge, Hudson 

J special products 
W.J.J division vice-pres- 
ident. The move 
is in accordance with the rotation 
plan by which the auto industry 
lends executives to Government 
without compensation to assist in 
mobilization planning. 


down for most of the month for 
changeovers and inventories, pro- 
duced 15,000 cars last week. 

* ” * 


DePce: making the biggest step 
back toward normal operations, 
turned out 6,200 cars last week; 
Plymouth produced 4,200, and 
Chrysler and DeSoto turned out 
2,500 and 2,100 respectively. 
Studebaker turned out 560 cars 
last week before closing out 55 
production on Tuesday night 
(Sept. 27), while Packard, just 
getting back into operation after 
nearly a month’s idleness due to 
changeovers and inventories, 
rolled 80 units off its assembly 
lines. 


American Motors Corp., which 





ca 


Longer Jeep Unveiled— 


Willys has added this 101-inch wheel- 
base Jeep, with a rated half-ton load 
capacity, to its family of four-wheel drive 
products. Known as the CJ-6, its overall 
length is 155.56 inches, 20 inches longer 
than the standard Jeep. It is powered, 
though, by the same four-cylinder, 75- 
horsepower F-head Hurricane engine. 






DAYTON, O.—In an essay on 
“Life and Death of Trade” in the 
Dayton Daily News, Sept. 20, an 
editorial writer took a look at 
today’s plight of the auto dealer 
and asked: “Has the competition 
here been fair, or has the throat- 
cutting kind that ends competition 
prevailed?” 

The writer, Walter Locke, gave 
the dealers only a paragraph but 
what made this mention so signi- 
ficant was its relationship to his 
essay. 

He started with Moses when he 
came down from the mountain with 
his “commandments on tablets of 
stone.” 

Locke continued: “The people 
came running to see what the re- 
straints upon their liberty were to 
be. There they read: ‘Thou shalt 
not kill” A large man bearing in 
his hand a heavy club raised his 
voice in rage. That was interference 
with free enterprise, he said. 

“It would bind the strong for 
the benefit of the weak. He raised 
his club to break the tablet of 
stone with its ban on the free 
competition by which the best, 
the strongest, would destroy the 
weak.” 

Locke then traced the question 
of competition down through the 
freight rebates which were “death 
to the business whose competitor 
received” them. 

“The father of modern socialism, 
Karl Marx,” he continued, “main- 
tained that competition, left to 
itself, would destroy competition, 
create monopoly. Free enterprise, 
unrestrained, would destroy free 
enterprise. 

“The railroad rebate, 60 years 
ago, was proving Karl Marx right. 
Long before Karl Marx the fact 
was recognized,” Locke wrote. 

This, he said, led to the regula- 
tion of freight rates by the gov- 
ernment and then electric power 
companies, telephone industries 
and water plants were regulated. 

“They must be regulated,” Locke 
wrote, “by government as to prac- 
tices and as to rates. In the field of 


Does Auto Regulation Loom? ... 


Life and Death of Trade 
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originally was scheduled to halt ’55 
assemblies on Sept. 23, continued 
to produce cars at its Kenosha 
(Wis.) plant last week and ended 
up with 1,672 completions, 1,071 by 
Nash and 601 by Hudson. 


oo output was scheduled at 
23,801 units last week, a 256- 
unit drop from the 24,067 trucks 
turned out the previous week, Both 
Dodge and Willys were back in 
normal operations after having as- 
semblies reduced by strikes at sup- 
plier plants. 

International Harvester also was 
back in full operation after having 
been down most of the month due 
to a strike. 

Commercial-vehicle output for 
September was estimated by Au- 
tomotive News at 88,481 units, 
second lowest monthly output of 
the year. Lowest output was Feb- 
ruary’s 61,689 trucks. 

Canadian car-truck output 
jumped to 5,300 units last week, a 
slight increase over the 4,607 vehi- 
cles turned out the previous week. 
A continued strike at General Mo- 
tors of Canada has been a big fac- 
tor in curbing across - the - border 
output. 

Canadian production for Septem- 
ber was estimated at 18,246 units, 
lowest output month of the year. 


IH’s Ft. Wayne Plant 


Makes 650,000th Truck 


FORT WAYNE, Ind. — Interna- 
tional Harvester’s truck assembly 
plant here recently celebrated its 
32nd year in operation with the 
production of its 650,000th truck. 

Milestone-marking truck was a 
heavy-duty six-wheel model RF-212. 

Luunching truck production here 
in 1923, the company turned out 
443 units the first year, and in 1924, 
first full year of operation, volume 
jumped to 6,831 units. Production 
record for the plant is 48,006, set 
in 1951. 

IH also operates truck assembly 
plants at Springfield, O.; Bridge- 
port, Conn., and Emeryville, Calif. 
It has a truck engine plant at 
Indianapolis. 








business the commandment still 
stands: Thou shalt not kill.” 

It was against this backdrop that 
the writer drew attention to the 
auto industry. 

He wrote: “The automobile 
industry booms, but the rate of 
profits of dealers, retailers of cars, 
approaches the vanishing point. 
Many are giving up. Has the 
competition here been fair, or has 
the throat-cutting kind that ends 
competition prevailed? 

“Is ‘free enterprise’ rushing us, 
as Marx predicted, toward monop- 
oly and the ensuing Socialism? 
Then those who speak loudest 
against Socialism are doing the 
most to bring it on.” 


Ford Dedicates 
Assembly Plant 
In New Jersey 


MAHWAH, N. J. — Ford Motor 
Co. dedicated its new Ford division 
vehicle assembly plant last week 
in ceremonies attended by Henry 
Ford II and New Jersey Gov. Rob- 
ert B. Meyner. 

Division General Manager R. S. 
McNamara declared at the cere- 
monies that the U. S. market was 
on the threshold of its most pros- 
perous era. 

The Thursday program high- 
lighted three days of dedication 
activities which began Tuesday 
when the auto firm was host to 
more than 1,000 persons for the an- 
nual New Jersey State Chamber of 
Commerce and Industry tour. 

Poet Joyce Kilmer was honored 
at the dedication. His grandchil- 
dren, Robert Kilmer, 16, and Ann 
Kilmer, 9, joined Ford and town- 
ship officials in planting a tree to 
the poet’s memory. Kilmer wrote 
his poem “Trees” while living in 
Mahwah. 

The State of New Jersey and the 
New Jersey State Chamber of Com- 
merce honored Ford Motor Co. at a 
dinner Thursday night. 
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International Trucks in Clean-Up Drive— 

Dump bodies of city-owned International Harvester six-wheel trucks, piled high 
with 7,000 new wastebaskets, formed background as Chicago Mayor Richard Daley 
announced “order of battle’ for municipal campaign aimed at ‘‘a cleaner Chicago.” 
International trucks of cab-over-engine design, sweepers and dump trucks were 
driven through the loop after City Hall ceremony, above. 





LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, | inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIO MIIDDLE ATLANTIC 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 


HORSEHEADS 
AUTO AUCTION 


HORSEHEADS, N. Y. 


One of the pioneers in the business. 
Eight years’ continuous operation. 
Guaranteed checks and titles. 

Two Big Sales Weekly 


Tues. Night 7 P.M. Fri. Afternoon | P.M. 





EAST NORTH CENTRAL 








New Jersey's 
Only Original Auction 
LEBANON AUTO AUCTION, INC. 
On Rovie 22—3 miles west of N. Plainfielc 


Sale Every Wednesday at 12 Noon 
Dunelien 2-0915 and Dunellen 2-9849 


GRAND RAPIDS AUCTIONS, INC. 
On M2I—One Half ie west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Coil, W, E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Wili—Our Most Valuable Asset 
On U. S$. Route 20A Phone 9009 








DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 


MANHEIM AUTO 
AUCTION 


pap hg AUTO AUCTION 
= salle og Ana tigaaa Oldest in the Mid-West 


One of the Nation's Best 
Sale Every Tuesday 
12:30 P. M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 
324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


10 year continvous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.AA.A. 


Phone Manheim 5-2401 









NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Neti. Auto Dealers Exchange 


Route 206, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 11:00 
All checks and titles guaranteed 
Phone AXMINISTER 8-1702 













Fidelity insured Checks 
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Obituaries 


and Decatur and from 1929 to 1942 he was 
salesman for Connelly Chevrolet Co, and 
Metropolitan Chevrolet Co. in Springfield. 
* * * 

William F. Jennings 
MENDHAM, N. J.—William F. Jennings, 
president and treasurer of Bound Brook 
Oll-less Bearing Co., Bound Brook, N. J., 

died Sept. 14 at his home here. 

* * + 


O. L. Canfield 
DETROIT.—O. L. Canfield, 72, a vice- 
president and director in the firm of Albert 
Kahn Associated Architects and Engineers, 
























Samuel Jacobson, Veteran 


DeSoto Dealer, at 70 

AMSTERDAM, N. Y. — Samuel 
Jacobson, 70, founder of J. B. Auto 
Co. (Desoto- Plymouth), one of 
Amsterdam’s oldest dealerships, 
died Sept. 17 in Amsterdam hos- 
pital. 

Mr. Jacobson came to Amsterdam 
in 1919 and became the first Chev- 
rolet dealer in Montgomery County. 


Inc., Detroit, died Sept. 20 in Beaumont 
In 1927, he opened the DeSoto] Hospital, Royal Oak, Mich. 
* * * 


dealership which today is said to 
be the oldest DeSoto dealership in 
the U. S. Mr. Jacobson was a mem- 
ber of the New York State Auto- 

mobile Dealers Assn. 

* * * 

John D. Graham 

SPRINGFIELD, Ill.—John D. Graham, 
68, a former central Illinois automobile 
dealer, died here Sept. 22 at his home. He 
had been in frail health for nine years. 
Mr. Graham was an auto dealer in Illiopolis 


Omas Eugene Evans 
SOPERTON, Ga.—Omas Eugene Evans, 
53, a partner in R. C. Evans Used Motor 
Co., died Sept. 17 in hospital. 
+ * . 


C. E. Byrne 
BROOKHAVEN, Miss.—C. E. Byrne, 58, 
a retired automobile dealer, died Sept. 16 
in King’s Daughters Hospital. 
* * 7 


William L. Hemingway 
ANDREWS, 8. C.—William L. Heming- 
way, 58, died Sept. 17. Mr. Hemingway 
started Hemingway — here in 1922. 
* 


Frederick H. Riesmeyer 
ST. LOUIS. — Frederick H. Riesmeyer, 
63, president of Riesmeyer Motor Co. 
(Ford) for 31 years, died Sept. 19 at his 
home following a heart attack. 
* * * 
John H. K. Morgan 
LYNN, Mass.—Lt. Col. John H. .K. 
Morgan, USAF (ret.), a Studebaker offi- 
cial, died Sept. 20. 
* * * 
Cady Byrne Sr. 
BROOKHAVEN, Miss.—Cady Byrne sr., 
58, retired auto dealer and former president 
of the Brookhaven school board, is dead. 





Rep. Klein Joins 
Speaker Roster at 
NIADA Convention 


PITTSBURGH. — The National 
Independent Automobile Dealers 
Assn. has announced the names 
of two additional men who will 
speak at its convention here Oct. 
16 - 18. 

They are Rep. Arthur G. Klein, 
New York Democrat, and Edward 
A. Howell, president, Howell Auto 
Finance, Inc., Greensboro, N. C. 


Rep. Klein heads the Interstate 
and Foreign Commerce subcom- 
mittee on commerce and finance. 
This group has held hearings on 
the bill aimed at bootlegging which 
the NIADA opposes. 

Howell also is secretary of Matt 
Howell Motors (Dodge-Plymouth), 
Winston, Salem, N. C., and owner 
of an insurance agency. He will 
speak on “Why Share the Profits?” 

He indicated he feels the inde- 
pendent auto dealer shares the 
profits with too many and should 
enlarge his business to include 
sales of new cars, financing his 
own paper, writing insurance and 
owning a used-parts depot. 


Oregon Tally Grows 


PORTLAND, Ore.—Registrations 
of motor vehicles in Oregon for the 
first six months was 456,600, about 
30,000 units above the first half of 
1954. Fees brought in $6,869,487 
during the ’55 period. 





Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located % mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 
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Reaching an estimated 150,000 readers engaged in all branches of the nation's 
automotive industry. RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
INSERTION. POSITION WANTED ADS, 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
Add One Dollar ($1) 
Box Number ods are forwarded to advertiser, unopened. Display ads: $12.30 per 
column inch. CLOSING 


| rates supplied upon request. 


EAST NORTH CENTRAL 


WES COON 


AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


THURSDAY 
At 12:30 P.M. — KE. 1-9694 





rates. per insertion for use of a box number. Replies to 





Contract 


TEN DAYS IN ADVANCE OF PUBLICATION DATE 
EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
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llc PER WORD. PAYMENT IN ADVANCE OF | 
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AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING 
DETROIT 26, MICH 
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Every Tuesday HELP WANTED HELP WANTED 
HUNTSVILLE, ALA. BUSINESS MANAGER — Large chain or-| BIG ‘2’ DEALERSHIP, 325 car present 
Every Friday ganization has opening for a man who is| potential, within 250 miles New Orleans, 


most promising point in booming Gulf 
Coast area, needs aggressive sales man- 
ager with proven record profitable opera- 
tion in volume market. Opportunity to 
buy substantial ownership interest subject 
factory approval. Must have successful 
experience hiring, training and directing 
sales organization. Give full resume expe- 
rience and background. Attach small 
photo. Box 5374, c/o Automotive News, 
Detroit 26. 


capable of contacting dealers on all 
phases of business management activity. 
This is a rapidly expanding operation 
and proven ability may lead to better 
position. Write, giving full details. Box 
5361, c/o Automotive News, Detroit 26. 


Insured Checks and Titles 





MOUOUNTALN STATES 


COLORADO 
AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 
DEALERS ONLY 


Sale Every Monday—11:00 a.m. 








OPERATIONS ADMINISTRATOR — Large 
multiple dealer organization has position 
available for an operations administrator. 
We are looking for a man who is fa- 
miliar with all phases of retail dealership 
operations and can supervise an organ- 
ized program for rehabilitating poor oper- 
ations. Box 5360, c/o Automotive News, 
Detroit 26. 





For Quick Results 
Use Automotive News 
WANT ADS 











Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
Denver, Cole. 





America’s Best 











Auctioneers: 
Celenels Johnny Wood and Dean Devis 
All cars paid for by our own check through 
the First National Bank of Englewood. 


Auto Sales Manager 


FOR NEW CAR DEALERSHIP 
$15,000 to $25,000 


The man we are seeking must be one of the top 10 
auto Sales Managers in America. He must be able to 
take charge and operate a large dealership in North- 
ern N. J., one of the Big Three. Our company has 
been in business for many years and enjoys the finest 
reputation in the industry. We are now and always 
have operated profitably. 


The man we want must be able to operate a volume 
dealership in a clean, ethical business-like manner 
profitably and successfully in today’s market. He must 
be an exceptional individual, who can develop new 
business, hire, train and direct our sales personnel, 
help close deals, be experienced in sales promotion, 
and have present proof of accomplishment. 















































Crossroads 


. . - where they meet . . . buyers 
and sellers . .. new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


You will reach both groups through 
an ad in Automotive News. 


























This is a rare opportunity for an automobile sales 
manager of unsurpassed ability. 










Please do not apply unless you have a proven record 
of accomplishment, have the finest of character with 
the very best of references, and can stand rigid inves- 
tigation of your past performance. Send full resume, 
which will be held in strict confidence to Box 5354, 
c/o Automotive News, Detroit 26. 
Phone Dunkirk 3-0150 
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HELP WANTED | 
ee ene aticetiniate 


> MANAGER, To take charge of 
ae efficient sixteen stall Dodge- 
Plymouth shop. The man who qualifies 
for this job is one who wants the oppor- 
tunity te build a volume of service de- 
partr<at vusiness which will pay him in 
proportion to his showing. He may be a 
eervice manager looking for a _ better 
environment and better opportunity or an 
assistant service manager who has the 
qualifies tions and is looking for advance- 
ment. Central midwestern city of 75,000. 
In reply, give age, present connection, 
present income, past experience, family 
status if married, address and telephone 
number with a small photo if available. 
all repiies strictly confidential. Address 
Box 536, c/o Automotive News, Detroit 
26. er tcetiiliensticmale 
WANTED — OFFICE MANAGER of top 
flight caliber and experience for volume 
Ford dealership located in the south. Sal- 
ary and incentive. If you have automotive 
accounting experience and are capable of 
taking over full responsibility of the 
office for a volume dealer, write giving 
full details. Send reply in strictest con- 
fidence. Box 5391, c/o Automotive News, 
Detroit 26. 


YANTED—FORD DEALER accountant to 
supervise all accounting, internal controls 
and procedures for one Lincoln-Mercury 
and two Ford dealerships located in one 
city. Must be experienced in automotive 
field and qualified to supervise. Salary 
and bonus to the right man who is capa- 
ble of taking charge of these duties and 
wants a permanent position. Write com- 
plete details of ability and past experi- 
ence. All replies strictly confidential. 
Box 5392, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER. Large single dealer 
- organization has position available for 
2 service manager. Doing a monthly service 

volume of $15,000 to $20,000 per month. 
Located in southern city. Physical lay- 
out new and well situated, with 96,000 
square feet of floor space inside and out. 
Reply to Box 5393, c/o Automotive News, 
Detroit 26. 


AUTOMOTIVE ACCOUNTANT with volume 
operation background, Must be familiar 
with analysis, forecasting, budgeting— 
daily control. Midwest ‘‘Big 3’’ single 
dealer city, 100,000. Compensation ac- 
cording to ability—base and bonus. Write 
or wire indicating experience and qualifi- 
cations. Confidential. Box 5394, c/o Auto- 
motive News, Detroit 26. 


PARTS SERVICE MANAGER for large 
exclusive GMC truck agency in Florida. 
Wonderful opportunity for a man capable 
of supervising and administrating parts 
and service departments. Must be thor- 
oughly experienced. Top salary and insur- 
ance benefits. Box 5395, c/o Automotive 
News, Detroit 26. 


LARGE GMC TRUCK dealer, in rapidly 
growing southwestern community, badly 
needs an experienced GMC parts counter- 
man, Top pay and benefits to qualified 
person, Reply in full detail enclosing pho- 
tograph to Box 5345, c/o Automotive 
News, Detroit 26. 





_ DISTRICT SALES MANAGER 


Automobile manufacturer wants an aggressive 
man with ability and “get up and go" to 
contact dealers in Maine and New Hampshire 
territory. The man we are seeking should have 
@ good record in salesmanship with automo- 

pole experience at both wholesale and retail 
levels or an allied industry. Good salary, 
transportation and expenses. 


Box 5389, c/o Automotive News, Detroit 26. 





AUTOMOTIVE JOBBER DESIRES experi- 
enced parts man for new expansion pro- 
gram. Small town (hour from Chicago), 
good schools, parks, good salary and 
insurance program. Write, giving com- 
plete details to Box 5385, c/o Automo- 
tive News, Detroit 26. 


POSITION WANTED 


se a 


enefit of those seeking emplieyment 
»sition Wanted Ads are accepted ef 
aif regular rates nomely lic per 
ord for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
Mel hae tal a) Half-rate does not apply 
to display ads in this section.) 





GENERAL OR SALES manager—Presently 
employed as assistant to general man- 
ager, of volume deal, who is too young 
to retire. Background covers all phases— 
parts, service, business management, ac- 
counting, sales and sales promotion. 
Factory recommended—honesty and abil- 
ity can be readily proven. 35, married, 3 
children and rarin’ to go. Prefer Pacific 
northwest although living in midwest at 
present, Box 5396, c/o Automotive News, 
Detroit 26. 


FLORIDA - CALIFORNIA DEALERS. Re- 
liable driver will deliver rush car orders 
from Detroit to any location promptly. 
Reasonable fees. References. Elias 
Adams, 2272 W. Philadelphia Ave., De- 

Y  troit 6, Mich, 


| GENERAL MANAGER or sales manager 
with Ford, General Motors and Motor 
Holding experience. Capable of managing 
volume dealership with know how to 
get volume plus profit from all depart- 
ments. Box 5370, c/o Automotive News, 
Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
Name of any classified advertiser using 
& box number, For our readers who 
wish to protect their identity when an- 
Swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
verter is one you have mentioned; 
othtrwise it will be forwarded im- 
mediately to the advertiser. 





_ 





DEALERSHIPS AVAILABLE 


FOR SALE—DEALERSHIP handling Dodge 
and Plymouth. 4 counties, Tenn. Valley 
area near AEDC air tunnel. South's larg- 
est ‘‘nursery center,’’ ‘‘lumber,’’ ‘‘coal,’’ 
fine farming section. One of Tennessee’s 
best towns. Big factory payroll. Will sell | 
business and rent building on long term | 
lease. Big used car lot. Will do over one | 
million volume this year, showing good 
profit. Two associate dealers doing good. 
Reason for selling, doctor’s orders. Box 
5398, c/o Automotive News, Detroit aol 


THE KIND EVERYONE wants—one dealer | 
town, 100,000 population. Wonderful 
manufacturing town central Ohio, One 
of the ‘‘Big Three.’’ Present owner has | 
several, wants to sell one. 200 miles apart 
—just too much work. Box 5397, c/o 
Automotive News, Detroit 26. 


DEALERSHIP HANDLING Chevrolet — 
New York state, 200 planning potential. 
Long well known. Poor health reason for 
selling. Grand opportunity for right man. 
Box 5387, c/o Automotive News, De- 
troit 26. 


DEALERSHIP HANDLING Chevrolet lo- 
cated one of better Georgia towns. Pop- 
ulation over 30,000. Sales 150 to 300 
units. Excellent profitable operation. 
Modern buildings and facilities. Sell or 
lease buildings. Factory approval neces- 
sary. Selling due to doctor’s orders. Box 
5388, c/o Automotive News, Detroit 26. 


DEALERSHIP, HANDLING NASH, and 
apartment building—both showing profit. 
Garage located on first two floors and 
20 apartments on other three floors. 
Apartments all filled and dealership very 
active. Complete $120,000. $42,000 will 
handle. Write P. O. Box 794, Cumber- 
land, Maryland. 


FOR SALE—DEALERSHIP, western N. Y., 
handling Dodge-Plymouth. 200 car deal. 
Will lease buildings. Reply Box 5383, 
c/o Automotive News, Detroit 26. 








GM — FORD — CHRYSLER 
FRANCHISE AVAILABLE 


In suburban Detroit with 70% home owners. 
Parts and equipment available, Sell or lease 
building. Give us your complete qualifica- 
tions in first letter. Box 5399, c/o Automotive 
News, Detroit 26. 





FOR SALE — DUAL dealership handling 
Chevrolet and Pontiac. Central New York 
state in good farming community—only 
15 miles from two good cities. Selling 
125 new cars per year with wonderful 
service business. A money maker for 
anyone who can qualify for the fran- 
chises, Established here for 25 years. 
Will sell with buildings or will rent them. 
Box 5363, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Chrysler and 
Plymouth, Central Florida, Established 
dealer—located on main highway. Must 
have factory approval, Box 5349, c/o 
Automotive News, Detroit 26. 


PROFITABLE DEALERSHIP available 
handling Ford. 120 car contract, rich 
agricultural district, northeast Iowa, no 
real estate, new facilities, excellent busi- 
ness town, new schools, hospital, country 
club. Box 5351, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 


DESIRE BUICK, CHEVROLET, Olds, 
Cadillac or Ford. Would take dual. Town 
of 18,000 to 45,000. Want to locate in 
Colorado, Washington, Oregon, Calif., 
Idaho or N. Mex. Have the cash and 
factory approval. Can act immediately. 
Replies confidential. Will contact you 
without employe or factory knowledge. 
Box 5373, c/o Automotive News, Detroit 


WISH TO PURCHASE Chevrolet or Ford 
dealership in the midwest. 200-300 car 
potential. Factory approved. Box 5386, 
c/o Automotive News, Detroit 26. 


CHEVROLET 
or FORD 


500 units or better, any place in coun- 


try for the right deal. Immediate cash 


and factory approval available. All 
replies will be answered and kept con- 
fidential. 


Box 5390, c/o Automotive News, 
Detroit 26. 





WILL PURCHASE Generali Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5323, c/o Auto- 
motive News, Detroit 26. 


SUCCESSFUL AND AGGRESSIVE higher 
type used car dealer, having just sold a 
successful used car business, will come 
in as a partner or buy out one of the 
‘‘Big Two’’ dealerships. Also buy Cadillac 
or Cadillac combination, Cash available 
for immediate deal. Contact at once. 
Paul K. Freeman, 5244 N. 9th St., Phila- 
delphia, Pa. Phone GL, 5-4521. 


CADILLAC OR CADILLAC combination 
dealership desired. Cash available for 
immediate transaction. Replies strictly 
confidential. Box 5305, c/o Automotive 
News, Detroit 26. 


BUSINESS OPPORTUNITIES 


FOR SALE—35 year established hardware 
business in northern Michigan town. Last 
year gross, $100,000. Owner retiring. 
$24,000 plus inventory at cost. This is 
today’s biggest bargain. Write or call. 
Gassel Realty, Atlanta, Mich. Phone 51. 


AMAZING MIST-MASTER anti-fog cloth 
keeps windshields, windows clear of con- 
densation. Dealer discounts available. Big 
profits! Send for test sample. $1.00 post- 
paid. Guaranteed. Burnie, 1818 A West 
Haskell, Tulsa, Okla. | 





DEALER SERVICES 


PREPARE 
FOR 
COMPETITION 


Are You Getting Your 
Share of Your Market? 
lf Not — You Can Do 
Something About It. 


We specialize in dealer analysis 
and reorganization with special 
emphasis on new and used car 
sales. 


If you feel that your business 
needs rejuvenating write us for 
details. A three cent stamp may 
make you thousands more every 
month. 


DEALER 
DEVELOPMENT CO. 


902 Dermon Bidg. 
MEMPHIS, TENNESSEE 





INVENTORY SERVICE 


Parts and Accessories 
* CERTIFIED REPORTS e 


@ Obsolescence Disclosed 

a or Overage Established 

@ Inventory Investment Evaluated 

@ Analysis of Methods and Procedures 


Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3.6445 








“BIRD-DOG" SALES PLAN 


Will give you HUNDREDS of "'bird-dogs" in 
your territory. Already in use by many dealers 
and thoroughly tested. Results guaranteed. A 
new approach to an old problem. $1.00 gets 
you complete information and sample forms. 


H. C. Hammond, Jr. Fair Bluff, N. C. 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on. 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





CARS FOR SALE 





ROBINSON AUTO RENTAL 
FLEET LEASED CARS 


1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
coln, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. Philadelphia, Pa. 
|. E. Spatig, Used Car Mgr. Sherwood 8-1500 





ATTENTION 
NEW and USED 


Why waste your time and money trav- 
eling in search of A-1 used cars? We 
have a steady stock of about 200 
beautifully re-conditioned cars. Delivery 
service all over the nation in our car- 
riers or driveaway service. 


Write or Call 
Jimmy DeRose, Used Car Mgr. 


JEFFERSON CHEVROLET 
LOrain 7-5750 Detroit, Mich. 
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SHOP EQUIPMENT WANTED se 
WANTED—USED three wheel Harley Dav- 


ATTENTION DEALERS ! !) service. “Harry ‘Burnsteen, Inc., 544 B. 


i - . a » > o 
SPECIALIZING IN THE SALE OF Seine schatemaate 


CARS FOR SALE 














EX-TAXIS ANTIQUE CARS FOR SALE 
Excellent Bodies - Good Motors - Heaters 
Upholstery New ANTIQUE CAR 


eae | 08 lel (490) Chevrolet, perfectly re- 


1951-1952 stored, runs beautifully. It is an excellent 
Plymouths — Fords —Chevrolets | attraction and a (natural) for a Chevrolet 


1 to 500 dealer. Write or call Don Cox, TYler 


4-5300, 51 d River, D it 8, Mich. 
MORRIS FREEDMAN 33 Grand River, Detroit 8, Mic 


54th & LINDBERGH BOULEVARD 





PHILADELPHIA 43, PA, ANTIQUE CARS WANTED 
SARATOGA 7-2300 WANTED—4-DOOR, 7 passenger touring 
or convertible car. Also 1914 and 1917 





Model T. Send complete details, price. 
Pictures will be returned if no deal. Jack 


CADILLAC CHRYSLER beso To ~aignt Sordoni, 45 Owen St., Forty Fort, Pa. 
LLAC, eSO i  tsmainniaiaas aS 
passengers wanted. Cash or liberal allow- MISCELLANEOUS 


ance. Sharp late models. McClintock- 
— Phone IV _ 17-5046, Lansing, 
Mich. EW 
SPORTS CARS —M.G., Jaguar XK-120, OUR N MODEL 


Volkswagen, Porsche. What have you? 
Coppus Motors, 145 Madison St., Tiffin, TOW BARS 
Ohio. 


n TRUCKS WANTED 
“ion wagons and pickups, Take trampor | “EAD IN SALES... 
134 Broadway, Dever, cova," |  WALUE AND... 


WANTED PERFORMANCE 


FORD TRUCKS, TRACTORS AND DUMPS Meet 1.C.C. Requirements 


aa MOTO-MATIC 
241 inate ee Mass. TOW e GUIDE 
and 


Mystic 6-3500 

















BRAKE-MOBILE 


BUSES WANTED 


WILL BUY USED school buses—36 to 66 
Passengers. One or twenty, also airpor- TOW € PILOT 
ters. Dealer, Box 5324, c/o Antomotive 
News, Detroit 26. 
SHOP EQUIPMENT FOR SALE with Automatic Brake 
Cannot Be Matched 











CLAYTON DYNAMOMETER — 20 months 
old, large truck type, excellent condition. 
Mr. Marion, Hanson Chevrolet Co., 14295 





Mack Ave., Detroit 15, Mich. ’ Valley At Any Price 
Write Today for 
DE ViLBISS SPRAY ROOM Ilustrated Catalog 
14’ x 28', door each end, windows one side, ; 
bi , 12 triple fi ights. 
octi assembled “but ot ‘caited” Co Factory Sales Division 
. Like new. Price le 
po al PILOT DISTRIBUTING 
616 Communipaw Ave. Delaware 3-6898 COMPANY 


J Ci be 
ersey City, N. J BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts. 


“Leaders In The Industry” 
Since 1939 








For Quick Results 
Use Automotive News 
WANT ADS 





WANTED TO BUY! 


ALL Mo Par RADIOS 


1949 - 1955 
ANY MODEL - ANY QUANTITY 


Call Slocum 6-8501 
PAR MOTOR PARTS, Inc. 


1150 East New York Ave. Brooklyn 12, N. Y. 


—------------------------------ 5 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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new style! new comfort! new power £ 


new Internationals ! 


_ New INTERNATIONAL “'S-line” includes light, medium and heavy-duty 
models from 4,200 to 33,000 Ibs. GVW, with 10 gasoline and LPG engines, 


Functionally styled for practical good looks ! every modern truck feature. 


Here are the new INTERNATIONALS . . . a great new truck line from 
any point of view! Their clean-lined styling is trim and functional — 
designed to take the rough going of truck work without 

excessive repair costs. , 


Driver designed for real comfort ! 


They give you real comfort, too! They’re driver-designed to let you 
work longer without fatigue. Loaded with performance and handling 
features that make hauling jobs easier. 


More usable horsepower for BIG money savings ! 


These great INTERNATIONAL trucks offer more horsepower — develop 
their power for sustained operation at lower, more economical 
engine speeds. They’re all truck with no passenger car engines or . ne aoe : a : : ; . 

° a ou relax in comfort in Comfo-Vision cabs. Comfort-angled steering 
components asked to do . truck job. That saves you the BIG money wheel. Low hood for closer view ahead. “Quiet-ride” roof lining, draft-free doors. 
the over-the-years operating and maintenance money. Drive them Choice of 24 solid and optional two-tone exteriors. Optional deluxe cabs have 


today, at your INTERNATIONAL Dealer or Branch. color-keyed interior, chrome trim. 


INTERNATIONAL HARVESTER COMPANY ¢ CHICAGO bes 


All-Truck Built to 


® 
INTERNATIONAL save you the BIG money! 
International Harvester Builds McCORMICK® Farm 
f eee CKS Equipment and FARMALL® Tractors . . . Motor Trueks 
Industrial Power . . . Refrigerators and Freezers 
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